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Spring is TBA time 





DEPRECIA 


TOKHEIM LO-BOY PUMPS —- 


The Final Cost 


is Lower! 


Model 39A Retrev-A-Hose. 12 feet 
of exposed hose is extended and re- 
tracts on cable and weight within the 
pump housing. 





The price of a gasoline pump is never really 
known until the pump is removed from service. 
Operation and maintenance, depreciation and 
length of life all enter into final cost as every oil 
man knows. Tokheim Lo-Boy pumps are so carefully 
designed and so precisely built that they out-per- 
form and out-last most pumps in the market today. 
Station operators everywhere tell us you can’t beat 
a Tokheim for operating efficiency and low main- 
tenance cost — that the final cost of a Tokheim is 
lower. Add to this the fact that first cost is no el a a 
higher and perhaps you have the reason why more half of which retracts within the 
Tokheim pumps are sold. Why don’t you take ad- Se 
vantage of these greater values too? Call your 
Tokheim representative today! 


Write for New Bulletin ! 
OKHEIM 


4-SEASON PUMPS 





TOKHEIM OIL TANK AND PUMP CoO. 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE 1 SINCE 1901 INDIANA 





TAINT FAR 
: ‘TIL SPRING! 


NOW’S THE TIME TO PLAN 
PS, . FOR BIGGER 
SPRING OIL SALES! 


@ You'll sell more oil this spring if you deliver the goods 
in a G. P. & F. Flexible Spout Utility Can. These sturdy, 
attractive containers have scores of uses .. . for outboard 
motors, power mowers, automobiles, farm equipment... 
to mention just a few. That’s why you know they'll give a 
real promotional push to your products ! 


SNR Sheth J , 
0 tie” * te, ool ’ +6 
i * az a d 


eG. P.&F. Flexible Spout Utility Cans come in 
solid colors or lithographed with your own 
ed rin demark or design. Built of sturdy steel 
spilling or splashing, t#@demark or design. Bui sturdy steel, 
thanks to 8'’ galvanized they are dependable shipping containers, 
————— Dome and bottom double seamed body, elec- 
trically welded side seam. These cans will 

give years and years of utility service. 





IN 2, 22, 3, and 5-GALLON SIZES 


Available in four convenient sizes. (Stackers 
for displaying cans one-on-top-of-another are 

> available.) Get your order in early... then 
IT MEASURES ‘= watch your oil sales grow! Write today for 


Self-contained measuring cup in . . P 
on * ad Gade further information and prices. 











Hose has wire mesh filtering screen. 
Clip on spout holds hose when not in use. 


‘‘PACKAGE 
APPEAL’’ 


USE AG... STE GEUDER, PAESCHKE & FREY CO. 


425 N. 15th Street, Milwaukee 1, Wisconsin 
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YEW LOADING RACK 


AT PONCA CITY, OKLAHOMA 





wo 
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EQUIPPED WITH 


10 ROCKWELL 


To put an end to losses occasioned by in- 
accurately calibrated truck tanks, Cities Serv- 
ice Oil Company at its new Ponca City load- 
ing station has installed 10 Model 5-BLX 
Rockwell Rotocycle meters. 

At this rack several grades of product can 
be handled at the same time through indi- 
vidual Rotocycle meters. Ticket printing 
registers confirm deliveries. Accounting is 
simplified. Auditing is positive. 


A studied pattern of staggered meter spac- 
ing has been employed to permit truck trans- 
ports to be quickly spotted, loaded and dis- 
patched. And the free “flo-ward” operating 
principle in Rotocycle meters means faster 
fills, more fills per hour or per day. 

More and more oil companies are turning 
to precisely accurate Rockwell Rotocycle 
meters, for all around money saving, money 
earning operating convenience. 


To get full facts on this improved meter design write for bulletins. 


Overall view of the new 
Cities Service rack showing 
the variety of products 
that can be handled 
through Rotocycle meters 
and quick operating 
Nordstrom valves. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Houston Kansas City 
Los Angeles New York Pittsburgh San Francisco Seattle Tulsa 
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COMING MEETINGS 


FEBRUARY 

American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 16-18. 

lowa Independent Oil Jobbers Assn., Savery 

, Des Moines, Iowa, Feb. 18-19. 

Oll Industry TBA Group, West Coast Division, 
second annual meeting, Whitcomb Hotel, San 
Francisco, Feb. 24. 


Petroleum Assn., annual convention, 
Schroeder Hotel, Milwaukee, Wis., Feb. 25- 
26. 


MARCH 
American Society for Testing Materials, spring 
meeting and committee week, Detroit, March 


2-6. 

flinois Petroleum Marketers Assn., Hotel Sher- 
man, Chicago, March 10-12. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Watlick Hotel, Columbus, Ohio, March 17-19. 

Texas Oil Jobbers Assn., annual convention and 
exhibit, Plaza Hotel, San Antonio, Texas, 
March 19-21. 
‘estern FP 


etroleum Refiners Assn., annual 
meeting, Plaza Hotel, San Antonio, Texas, 
March 23-25. 
National Ot! Jobbers Council, Jefferson Davis 
Hotel, Montgomery, Ala., March 26-28, 
Association of Eastern Petroleum Credit Man- 
agers, annual conference, Claridge Hotel, 
Atlantic City, March 29-Apri] 1. 


APRIL 

Indiana Independent Petroleum Assn., spring 
convention, Hotel McCurdy, Evansville, Ind., 
April 15-16. 

National P Assn., Cleveland, Ohio, 
April 15-17. 

National Tank Truck Carriers, Inc., Boca 
Raton Club, Boca Raton, Fla,, April 16-19. 

American Petroleum Institute, Division of 
Transportation, products pipeline conference, 
ese Muehlebach, Kansas City, Mo., April 
0-22. 

Independent Petroleum Assn. of America, Jet- 
ferson Hotel, St. Louis, Mo., April 27-28. 


MAY 

Liquefied Petroleum Gas Assn., Conrad Hilton 
Hotel, Chicago, May 3-6. 

Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dal- 
las, Tex., May 4-5. 

Pennsylvania Petroleum Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

Petroleum Institute, Lubrication 
Committee, The Greenbrier, White Sulphur 
Springs, W. Va., May 11-13. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Hotel Commodore, 
New York, May 11-14. 

nternational Petroleum Exposition, Tulsa, 
Okla., May 14-23. 

Empire State Petroleum Assn., Inc., annual 
meeting, Hotel Roosevelt, New York, May 


Carolina Ol dJobbers Assn., annual 
spring convention, the Carolina, Pinehurst, 
N. C., May 27-29. 


JUNE 
American Assn., of Battery Manufacturers, 
Chateau Frontenac, Quebec City, Que., June 
1-3 


Pennsylvania Grade Crude Oil) Assn., 30th an- 
nual meeting, William Penn Hotel, Pitts- 
burgh, June 18-19. 

American Society for Testing Materials, annual 
meeting, Atlantic City, N. J., June 29-July 3. 

JULY 

Truck Trailer Manufacturers Assn., Inc., Edge- 

water Beach Hotel, Chicago, July 23-24. 
AUGUST 

National Congress of Petroleum Retailers, 7th 
annual session, Hotel William Penn, Pitts- 
burgh, Aug. 18-21. 


A -”" Pes 





P L Lubrication 
Committee, The Traymore, Atlantic City, 
Sept. 16. 
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MORESERVICE LIFE than any other 2-ton! 


EXCLUSIVE, ALL-NEW 
RELEASE MECHANISM 
eliminates the trouble- See * of 
hydraulic service 
away with troublesome ices 
joints, screws and gears. Simple 
cam-and-rocker arm action, sim- 
ilar to overhead valve system in 
an engine, operates release. 





NEW, IMPROVED PUMP 
has exclusive AUSCO 
drive mechanism 
cast of extra-tough Pearlitic 
Malleable for longer life. New 
Ccartridge-type wiper keeps dirt 
out of the pump. 





ELIMINATES “HANG-UP*" 
will not get “‘hung-up”’ on irreg- 
ular floors. Addit oe floor 
clearance also — protect 
pump from dam: 


MORE LIFTING HEIGHT! 


AUSCO BRINGS YOU MORE LIFTING HEIGHT 
than any other 2-ton service jack to make under-the- 
car-jobs easier, especially on today’s low-slung models. 


MORE MANEUVERING EASE and speedier positioning! 


EXTRA-RUGGED 
bearing-equipped front wheels 
and rear swivel wheels are built 
to withstand the hard knocks of 
toughest service. 
NEW “DISHED” LOAD REST 
is saucer-shaped and rotatable 
. makes it easier to findcenter 


of any projection for faster posi- 
tioning. 





MORE PRECISE CONTROL...NEW ease of operation! 


HANDY FOOT CONTROB 


Never before...so much 


MORE 


FOR YOUR MONEY! 


fies maneuvering because 

it makes it easier to raise front 
wheels. 

EXTRA-LONG 


CHASSIS (42%2”) 
pad easier dollying and oe 


ca jer cars with 


NO DELICATE HANDLE POSITIONING 
release valve closes when action is started 
by turning handle grip. 
NEW, CONSTANT DIRECT-LINE POWER 
speeds up lifting and eliminates lost motion. 





Bist 
AUTO SPECIALTIES MFG. CO. pert. NP-2, ST. JOSEPH, MICH. Other Plants: Benton Harbor and Hartford, Mich.; Windsor, Ont., Canada. 
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Behind Our Headlines 


NPN appears in a new dress this week. We hope you like it. 

The old dress was too confining. Sort of gave our layout 
people a boxed-in feeling, almost akin to claustrophobia. So, 
we've burst the bonds for them by designing a new cover that'll 
allow for much more flexibility and at the same time be more 
pleasing, we trust, to the reader. 

Also, as you’ve already noted, we’ve redesigned our con- 
tents page and added a new page or department, which is the 
one you’re smack in the middle of right now. 

We think the way the contents page is lined up will make 
it much easier for you to select and to find the things you 
want to read about each week. That is the aim, at any rate. 
We believe, too, that moving the “Coming Meetings” listing up 
front will be a help, both because it will be that much handier 
and because it will make more room for personal items in the 
popular “About Oil People” section at the back of the book. 

As for this particular space, the main purpose is to use 
it to keep you posted on what’s going on about the editorial 
premises of NPN. Mostly the copy will be on the informal, 
chatty side—about the odd experiences a staff writer has had 
in going after a story; about how come we happened to stub 
our toes in a certain instance, because, after all, editors are 
human, too (it says here); about why we decided to publish 
a particular article, and so on. And sometimes we may even 
kick over the traces and fill you in on some of the missing— 
and lesser—chinks in the background of the oil men you read 
about in our news columns, like as how the new executive vice 
president of a certain major oil company was one of the only 
two kids (guess who was the other) in his high school class 
to go through the freshman year, from beginning to end, wear- 
ing knickers. Ah, the memory of those hated “short pants.” 

So, we’ve made some changes in NPN’s appearance, effec- 
tive with this issue. We had intended that there should be 
more, only to decide against going the whole way all at once 
and in favor of making the changeover a step or two at a time. 
This we'll be doing over the next month or two, until finally 
the project is complete. 

When the results are all in, we hope you'll agree that NPN 
is easier to read than it has been. Also, that you'll find the 
contents more readable, because hand in hand with giving NPN 
its “new look” goes a program of gearing the editorial cover- 
age of your favorite oil magazine closer to your profit interests. 
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Sohio customers 
get full value 
every time 






* 

° Drums of Sohio petroleum products are delivered to thousands of farms, 
factories and service stations in Ohio. And full value is delivered in every drum 

because it is protected from leakage, tampering and losses by Tri-Sure* Closures. 


For over 15 years, The Standard Oil Company (Ohio) has 
used Tri-Sure Closures to assure the safe delivery of 
sealed-in quality. And during all those years the 
Tri-Sure Flange, Plug and Seal have given unfailing 
security—proof that Tri-Sure protection 

is always dependable protection. 

Give this protection to your products—and give 
proof to your customers that you deliver full 


quantity and quality. When you order drums, 
specify ‘““Tri-Sure Closures’”’ on your order! 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Can. 


*The “Tri-Sure” Trademark is a mark of reliability 
backed by 30 years serving industry. It tells your 
customers that genuine Tri-Sure Flanges (inserted with 
genuine Tri-Sure dies), Plugs and Seals have been used. 
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AHEAD OF THE NEWS 





JOBBER ACCOUNTING SYSTEM—The marketing 
service committee of the API’s Division of Marketing 
has just completed its new accounting system for 
jobbers. Copies of the accounting system have been 
mailed to all members of the marketing committee 
and a mail ballot is being taken on its approval. It 
is certain to be ratified by the committee member- 
ship and then will be officially released at the mid- 
year meeting of the marketing division in Dallas 
May 4-5. Indications are that copies of the new system 
will be distributed to jobbers through the National 
Oil Jobbers Council and the various state jobber 
associations. 


LP-GAS MOVING IN—Wholesale petroleum market- 
ers in the Texas Panhandle and lower Rio Grande val- 
ley, where the “big” farming is done in Texas, find 
they are losing their larger farm accounts to liquefied 
petroleum gas distributors. In the valley, one mar- 
keter estimates 20% conversion of farm tractors to 
butane and propane, while a Panhandle marketer esti- 
mates the LP-gas switch at 25 to 33%. Marketers 
say they are in unfair competitive position, since 
farmers not only can purchase LP-gas at lower net 
prices, but under Texas tax structure, an LP-gas deal- 
er is allowed to deduct the tax direct from delivery 
cost, while a gasoline distributor is required to charge 
the tax, and the farmer has to recover it from the 
state. 


TIRE ROTATION—Some oil marketers are trying to 
persuade service station operators that tire rotation 
should no longer be practiced in the traditional man- 
ner. Instead they favor periodic inspection of the 
tires and the placing of the tires in best condition 
on the front wheels, which are said to carry the 
greatest load on modern cars. 


LUBE SALES SLUMP—Field marketing officials of 
one major company are worried about station sales 
of their good-quality second grade motor oil (30c per 
quart). Although the company’s premium oil has 
good volume, one district official points out the 30c oil 
is caught between the best-quality trade and the bar- 
gain seekers, who buy oil for 25c or less per quart. 
He estimates 60% of cars over eight years old are “oil 
eaters,”” and owners of these cars are passing up the 
30c product for lower prices at chain stores. “Much 
gasoline volume is lost to outlets where a customer 
can purchase lower-priced oil,” he added. 
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ACCESSORIES PROBLEM—In California, some dis- 
tributors handling automotive accessories report 
trouble trying to compete with the mobile “pie 
wagons.” The latter make regular calls, have the 
goods on hand and often undersell the distributors. 
A minor oil company recently decided to abandon 
distribution of accessories and concentrate on tires 
and batteries. Another has postponed consideration 
of distributing TBA. 


OC SWITCH—A new slogan “Oil—At Your Service,” 
before long will be accenting Oil Industry Information 
Committee events, advertising and promotion, in place 
of the well-worn catch-sentence, “Your Progress and 
Oil Progress Go Hand in Hand.” Also, a definite 
theme for the OIIC program—conservation—is emerg- 
ing on the foundation of such promotion as the “Two 
Equals Three” effort for gasoline. 


AUTOMATIC TRANSMISSIONS—Preliminary reports 
indicate that as of the end of 1952 there were more 
than 7,750,000 cars on U. S. highways with automatic 
transmissions. This would indicate that last year 
some 2,275,000 cars were sold equipped with automatic 
transmissions. 


TARIFF LAWS—tThere appears to be strong senti- 
ment developing in Congress to amend the reciprocal 
trade laws so as to give the Tariff Commission final 
say on tariff rates on U. S. imports of oil and other 
products. Currently, the commission makes rulings 
on whether imports of any particular product are in- 
jurious to U. S. business but does not have the au- 
thority to spell out what the imports rates should be. 
Actual rates, such as the recently reduced oil import 
duty, are worked out in conferences between the 
U. S. State Department and countries involved. 


LOUISIANA LUBE TAX—End to Louisiana’s 8c per 
gal. lubricating oil tax may be sought at the next 
regular session of the state legislature (sometime 
in early 1954). A move is reported underway now 
to seek abolishment of this tax, one that is levied 
in only one other state—Alabama—where there is 
a 2c per gal. tax. 






























what he’s getting” 


A BUSY FARM CUSTOMER TELLS ATLANTIC WHAT 
HE LIKES ABOUT RED SEAL PRINT-O-METERS 


Print-O-Meter tickets and dual metering are two of the many big features Atlantic Refining 





Company built into their new one-stop farm service trucks. Said pleased customer Harry 
Erwin: “| see it in black and white, and I’ve got a record for taxes. And | don’t even have 
to be on hand. | like your having separate tanks and hoses for gasoline and oil, too. There's 


no chance of any gasoline or tractor fuels getting in a kerosene or fuel oil tank that way.” 


These Red Seal features can help boost your farm market, too. You'll find bonus features 
that your drivers will like also. For instance, the easy-to-set, time-saving Auto-Stop, and 
the single reset-and-print handle. 


Your maintenance men will like the way Red Seals meet sealers’ tests time after time, 
without need for fussy accuracy adjustments. They'll like Red Seal’s compactness, easy 
accessibility, light weight and the trouble-free, easy-to-service registers. 


All these Red Seal features add up to greater satisfaction and profits all along the line. 
For new trucks, replacements, and bulk plants too, there’s no finer selection of meters. 


Get the details from your Neptune jobber or branch now. 


NEPTUNE METER COMPANY 
50 West 50th Street © New York 20, N. Y. 


Branch Offices 
ATLANTA * BOSTON * CHICAGO * DALLAS * DENVER * LOS ANGELES * LOUISVILLE * NO. KANSAS CITY, MO. 
PHILADELPHIA + SAN FRANCISCO + PORTLAND, ORE. * Canadian Factory: TORONTO 14, ONT. 


GUISHED for Sustained Accuracy and Low Maintenance 
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=-MOHAWK> 


the Presaung line ria 


really seis / 


These three great MOHAWKS fill every customer need 
in the low pressure field ... They are backed by a 
written double warranty that makes them easier to sell 

- Mohawk low pressure models are only a part 
of the complete quality line that has been profitably 
sold since 1913 by independent dealers exclusively. 


MOHAWK FRANCHISES AVAILABLE IN SOME TERRITORIES 


—Write now for information 


THE MOHAWK RUBBER COMPANY 


PLANTS: Akron, Ohio « Littleton, Colorado 














~~ 


EXPORT DEPARTMENT: 1819 Broadway, New York 23, N.Y. 
Cable “Mohawk” New York 
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SUPER CHIEF 


Ul 


TP CHIEF 


AIR FLO CHIEF 


To Meet Your Needs... 
YOU'RE RIGHT WITH 
EVER-TITE 


R-TITE serviceability 
prevents leaks and spills; re 
duces loading and delivery 
time 


AVA TS Ullle “the world’s best 
quick coupling makes your 


hose connections fast and sure 


AV AES IE dependability 
means longer-lasting, trouble- 
EVER-TITES never 


free service 


fail or jam 


kK Jile@ durability stands 
up under the toughest wear 


Sv | lt quality is main- 
tained by rigid control of 
consfruction specifications and 


materials 


AVAILABLE IN SIZES FOR 
EVERY NEED AT LEADING 
DISTRIBUTORS EVERYWHERE 


EVER-TITE 
COUPLING ¢€O. 
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WASHINGTON 





There are 
many ways to 
skin a cat or to kill a goose, as is 
well-known generally but perhaps is 
better-known in Washington than 
anywhere else. 

It is here that the “Big Stall” has 
reached its fullest luxuriance, - the 
zenith of its flowering promise. And 
it bears many strange fruits, some 
of them called “study,” “exhaustive 
examination” and “survey.” 

At this writing, one of the finest 
examples to emerge in a long time 
is under intensive cultivation. The 
shame of it is; it may never cop an 
award because the whistle might be 
blown on it too soon. 


The seed was planted in April, 
1952, when the Producers Agency of 
California filed a request with the 
Petroleum Branch of the Office of 
Price Stabilization of price increases 
on crude petroleum to stimulate pro- 
duction on the West Coast. 

A lot of oil has flowed since then 
but not one drop of it was brought 
up as a result of any such action by 
OPS. And the original cause for the 
petition—the chronic shortage of pe- 
troleum on the West Coast—is more 
acute today than it was those many 
weary months ago. 

That petition was reinforced by 
applications from the Standard Oil 
Co. of California and the Union Oil 
Co. 


* * * 


As of this moment, neither OPS 
nor its parent agency, the Economic 
Stabilization Agency, has rendered a 
decision—yea or nay. 

Not that there hasn’t been any ac- 
tion on the matter. All this time, 
the wheels have been whirring away, 
sometimes fast, sometimes slow. The 
trouble is, for all their grinding, they 
have gotten exactly nowhere, in 
terms of a final decision. 

April faded into August while the 
problem was being “studied.” Then, 
in September, OPS had a brilliant 
idea. It would “investigate” the sit- 
uation on the West Coast, primarily 
through its West Coast advisory com- 
mittee. That was done. Then, an- 
other flash of genius—the Petroleum 
Administration for Defense was 
asked its opinion. In November, 


‘Big Stall’ on West Coast Price Hike 
Decision Shows Bureaucracy at ‘Best’ 


By Glenn M. Green, Jr. 


PAD said it was a good idea and 
abundantly justified. 

Fine, all the returns were in; all 
the studies made. Now for a de- 
cision. In fact, various OPS officials 
said “speed” was the watchword. 

But—hold it, Jake!—this thing 
hasn’t been “studied” enough. So 
there was another West Coast meet- 
ing in December. This time, there 
was another gimmick. OPS must 
first see if there is any possible so- 
lution other than a price boost to 
solve the shortage question. 

* * * 

Well, here we are. Now it is Feb- 
ruary—around 10 months since the 
original application was filed with 
OPS—and there is no answer. 

It looked for a while as if Eco- 
nomic Stabilizer Michael V. DiSalle 
was. about to. rule.one way or the 
other—a refusal to grant the price 
increases, it appeared. But, leaving 
office, he felt it might “hinder” any 
further action. 

In other words, friend, there is a 
classic example of the Washington 
“Big Stall” in action. To be brutal- 
ly frank, the top officials at OPS 
were dead-set against a price in- 
crease for reasons they considered 
justified. Okay, that’s the way the 
game is played. 

But, instead of flatly ruling the 
price boosts out, they resorted to 
various and sundry meetings, ad- 
visory consultations, etc., and failing 
to find any reasonabie alternative, 
simply sat on the whole problem in 
the hopes that it would eventually 
just disappear in some Never-Never 
Land and quit bothering them. 


The Petroleum Branch approved 
the applications; the Fuels Division 
indorsed that action. It was after 
that that the “Big Stall” set in in 
earnest. 

It undoubtedly will set no new 
government record because President 
Eisenhower has just touched whistle 
to lip to blow Taps for price and 
wage controls as of April 30. 

So the decision cannot be postponed 
for more than a year—somewhat 
short of a record for this sort of 
thing. The announced ending of con- 
trols might itself bring on a decision 
—that no price increases are needed 
on the West Coast. Want to bet? 
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All over America — for millions of televiewers 


Tuesday Night 


TEXACO Night 


with 
AMERICA’S No. 1 
OIL SALESMAN 











) 
\\a 
\ MR. TELEVISION” ) i : bel thas ae a 


m TEXACO OTAR 
THEATER 


% All over the U. S.— in 57 cities — Milton Berle with 
an all-star cast is entertaining millions of Americans — right 
in their own living rooms! 





Jimmy Nelson — amazing ventriloquist who's made 
a terrific hit on the TEXACO STAR THEATER — 
with Danny O’Day and 


And TV is just one part of a powerful year-’round adver- 
tising program that’s packed with sell for Texaco Dealers 
everywhere — full-color national magazine pages . . . famous 
Metropolitan Opera Broadcasts that reach additional mil- 
lions . . . thousands of billboards from coast to coast . . . plus 
many local Texaco Dealer promotions. 











Humphrey Higsby. 


THE TEXAS COMPANY 
% 


* Zaxaco DEALERS 47¢ 407 ducy Meclers 7 















All star line-up for 
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Au Oven Lettion 


TO AUTOMOTIVE SERVICE DEALERS: 


Lubrication Service is big business, and it's getting bigger every month. Total lubrication jobs 
increased from 165 million per year to more than 250 million per year in four years’ time— 


nearly a 50% increase. 


Alert Dealers know that Lubrication Service is the proven “FRONT DOOR” to Extra Profits— 
the more cars on the lift per day, the greater opportunity to boost soles of Tires, Batteries, 
Accessories and other needed services, merely by making a series of quick routine checks while 


the car is on the lift. 


Installing Modern Lubrication Equipment, styled and engineered for the specific 
operation of each Service establishment, pays huge sales dividends, as proven by thousands of 


Service Dealers, and here's why: 


% It attracts and increases customer traffic—inspires confidence in your service. 
% It enables the operator to do up to 5 lube jobs per hour instead of one. 


% It makes possible While-You-Wait Lube Service—gets customers out of their 
cars. (People who get out of their cars make 50% more purchases than those 


who remain in cars.)* 


% Provides the unequaled profit opportunity to merchandise accessories and 
other Services from the lube rack. 


Successful Service Dealers hove learned that they cannot afford to be burdened with 


















*Coca-Cola, Major Oil Co, Survey 


ASK THE DEALERS WHO USE IT 


“Our Lincoln Masterluber INCREASED 
EFFICIENCY by 50% and doubled our 


= . ” 
lubrication volume. Lowell 1. Powell 


Powell and Nitz Shell Station 
Akron, Ohio 


“Our modern Lincoln Lubricating Equipment 
has enabled us to increase our lube business 


” 

by 30%. William Gialluca 
Gialluca Bros. 

Texaco Service Station 
Canton, Ohio 
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over-age, inadequate equipment. You can start your Lubrication Department on-the-way 
to being “The Front Door to Extra Profits” by calling your friendly Lincoln Wholesaler, 
and asking him to recommend the Lincoln Lubricating Equipment styled and engineered 
for the specific requirements of your Service Establishment. 


Lincoln Engineering Company 


“Lincoln Lubricating Equipment helped 
INCREASE our lubrication business 50% with 


the same manpower.” 
Melvin Johnson 
Shell Service 
Pasadena, Calif. 


“it pays in EXTRA PROFITS to modernize with 


Lincoln Lubricating Equipment.” 
Tim Gaskin 
Texaco Dealer 
Jamaica, New York 
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CHASSIS ER* AND GEARLUBER* 
Each unit incorporates in its cabinet an Air-Motor 
operated Lubrigun; and an Air-Operated, automatic MATCHED PORTABLE CABINET MODELS 


retracting Reel and Hose Assembly. Semi-circular Sleeve 
and Lubrigun is easily raised, as a single unit, to fully This new economy-priced line of matched lubrication 
elevated position where it locks automatically permitting units includes an Air-Motor operated Chassis Lubrigun, 
fast, easy change of 100-Ib. drum. Arranged back-to- manwally operated Gear Dispenser, Automatic 
back, alongside lift, units present the appearance of a He ion Fluid Di (not illustrated), and 
single battery of equipment. Provides the « ultimate i in ainmobile. Sleeve ond pump con be roised, os a 
speed, efficiency and merchandising single unit, for fast, easy change of 100 Ib. drums. 
No installation expense! e letely elimi th ag Units roll smoothly and safely on free-swiveling, four 
er Q caster Bases. Here is superb decorative equipment 
a, 2 va vost of Seentnee : a at lowest price, yet consistent with Lincoln's high 
~- floor. Adapter casting, furnished ves seeettnnes 
7 with unit, threads into bung-opening 

of empty drum or pipe leading to 

sump tank. Stud in casting opens 

Valve in Drain Bow! for emptying. 

Adjustable Hinged Cover on Bow! 

catches oi! from hard-to-reach 

drain plugs. Easily moved wherever 

desired by tilting and rolling unit 

on circulor Base. 











*Registered Tradename. 


PORTABLE TWO PUMP AUTOLUBER* 


“972" CHASSIS LUBRIGUN* , A complete multi-purpose, portable lubrication unit. 
Cabinet houses two Air-Motor operated Lubriguns, 
Here is the new Model 972—the value leader in 100 Ib. drum size, one for Chassis lubricant and one 
portable, Hi-Pressure Chassis Lubriguns. Incorporates the for Gear lubricant. Hose Assemblies for each Service 
same famous 50 to 1 pressure ratio, Air-Motor operated ; are housed in separate compartments in center of 
Pump used in Lincoln's most expensive models. Sleeve , cobinet-—~mey be easily withdrawn or returned from 
accommodates 25 or 50 Ib. refinery container. Drum can ; either side of the cabinet. Unit has the same fost, 
be changed in less than a minute. Unit includes 6-Ft. nomen drm ging feature incorporated in the 
Hose A bly, and is mounted on free-rolling, four C Chassis and Gearlubers. Air Inlet on each end of 
caster Base. Cabinet permits connection of air supply line to 
2 either Lubrigun. No instollation expense! 
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OIL * AIR * FUEL ¢ WATER 





Guarantee 
>) the most profitable 


T.B.A. Program 
in the Industry... 


because FRAM helps build your 
gas and oil sales in 1953 with... 


Coast-to-Coast TV featuring JoHN CAMERON 
SwavyzE, star of NBC Camel News Caravan, and his family. 

Designed to promote travel and boost gasoline, 
oil, lubrication and TBA sales for you! 





a , 

aay Coast-to-Coast Billboards 

<= : on leading U.S. highways telling 102,000,000 motorists 
the Fram story month after month. 





cartoon style to help educate dealers on the installation 
and selling of oil filter cartridges. 


FRAM CORPORATION, Providence 16, R.1. In Canada: J. C. Adams Co., Ltd., Toronto, Ontario 
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Standard of California Reveals Plans 
For $150 Million Exploration Program 


About $150 million will be spent 
by Standard Oil Co. of California in 
1953 for exploration work to find 
new oil resources and for the develop- 
ment of production from established 
oil fields, Chairman R. G. Follis said 
Jan. 30 following a board of directors 
meeting. 

This sum, he pointed out, represents 
about two-thirds of a total capital, 
exploratory and development expendi- 
tures program for this year totaling 
$225 million approved by the board. 

“We can expect continued increases 
in United States and world oil de- 
mand,” Mr. Follis said. “It is the re- 
sponsibility of the companies with re- 
sources to go out and try to find oil 
wherever there are any favorable 
prospects. Discovery of new reserves 
is important not only to the company 
and its stockholders, but also to the 
economic and military strength of the 
United States and the free world.” 

Mr. Follis said 1953 outlays “will be 
on the same order of magnitude as 
those made during 1952.” 

He said the parent company will 
continue its intensive efforts in Cali- 
fornia, while subsidiaries continue 
their aggressive programs in Texas, 
the Williston Basin and the Gulf 
Coast area. 

Outside the U. S., other subsidiaries 
will be active in Canada and Vene- 
zuela, he said, adding: 

“However, in addition to these pro- 
grams, we are going further afield. 
We have about 1,000,000 acres to ex- 


plore in Trinidad, off the northern. 


coast of South America, and we have 
just obtained new concessions in Peru 
covering 650,000 acres.” 


Among other large expenditures, 
the company will lay out more than 
$30 million for new refinery facilities 
to boost the quality of products, make 
more aviation gasoline and ingredients 
for petrochemicals, Mr. Follis said. 


New Record Set — Distillate fuel 
oil production climbed to a new all- 
time high of 11,121,000 bbls. in the 
week ended Jan. 24, acording to API’s 
weekly refining operations report (see 
summary table at right). New peak is 
49,000 bbls. above the previous record 
of 11,072,000 bbls. attained in the 
week ended March 1, 1952. 

Refinery runs and output of all 
major products except distillate fuel 
oil declined. Gasoline inventories rose 
to 145,879,000 bbls. as compared with 
143,621,000 bbls. a year earlier. 

Withdrawals of kerosine and distil- 
late fuel oil from storage totaled 
4,636,000 bbls. as against 6,852,900 
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bbls. in the previous week. Distillate 
stocks totaled 85,179,000 bbls. as com- 
pared with 71,922,000 bbls. a year 
earlier. 


Ingram Expands—Ingram Products 
Co. is enlarging and revamping its 
refinery near New Orleans to in- 
clude a catalytic cracking unit, gas 
recovery plant and polymerization 
and vacuum plant, to be completed by 
Jan. 1, 1954, according to O. H. 
Ingram, president. When completed 
the plant will have a throughput ca- 
pacity of 7,000 b/d. 

Gasoline Consumption— API _re- 
ported October gasoline consumption 
estimates for the District of Colum- 
bia and Oregon, September estimates 
for Oklahoma and some revised fig- 
ures as follows (in thousands of gals., 
with comparative figures for the 
same month a year ago, and per cent 
of change): 

Oct., Oct., 
1952 1951 
District of Columbia 17,733 18,424 
re) 50,405 
Sept.,  Sept., 
1952 1951 
District of Columbia 16,603* 16,598 


Oklahoma 67,799 63,887 
Michigan 184,564° 172,379 


Aug., 
1952 
District of Columbia 17,224* 17,846 


* Revised. 
Kansas Flow Set—Crude oil allow- 


able for Kansas has been set at 325,- 
000 b/d for February by the State 


Aug., 
1951 


Corporation Commission. This fig- 
ure is the same as for January and 
does not include condensate. 


Products Exports Drop—U. S. ex- 
ports of major oil products declined 
18.1% to an average of 220,500 b/d 
in the four weeks ended Jan. 2, 1953, 
from the four-week period ended 
Dec. 5, 1952, according to a PAD 
report. Summary of the report fol- 
lows (figures in thousands of b/d): 


Distillate .. 
Residual ... 


Total .... 220.5 


* Revision. 


Imports Also Off—Total imports of 
crude oi] and products declined 118,- 
700 b/d in the week ended Jan. 24, 
as compared with the previous week, 
according to API. Details are given 
below (in b/d): 

Week 4 Weeks 

Ended Ended 

Jan.17 Jan. 24 

ofl 606,100 
Residual fuel oil. 
Distillate fuel oil 





+ e+e++ 1,002,900 1,121,600 1,133,100 


Foreign Lubes Rising—Foreign lu- 
bricating oil processing capacity will 
increase to 76,600 b/d by Jan. 1, 1954, 
including 44,800 b/d of solvent and 
31,800 b/d of conventional, the Pe- 
troleum Administration for Defense 
says. 

This compares with a capacity as 


Summary of API Report 
(U. S. Totals—B. of M. Basis) 


Production 


Crude runs—daily avg. 
Foreign crude included 
Percent operated . 
Gasoline . 


Distillate fuel oil . 
Residual fuel oil . 
Stoc 


Kerosine ..... oye 

Distillate fuel oil 

Residual fuel oil 
(*) Revised. 


Week 
Ended 
Jan. 24 


7,031,000 
654,000 
94.9 
. .... 23,154,000 
Kerosine ... ‘ yak a 2,7 


Week 
Ended 
Jan. 17 

(figures in bbls.) 

7,081,000 
659,000 

95.5 
24,037,000 


59,000 2,791,000 
11,121,000 
8,771,000 


ks 
Finished & unfinished gasoline . 145,879,000 
23,890,000 
85,179,000 
46,918,000 


10,903,000 
9,023,000 


143,492,000(*) 
24,932,000 
88,773,000 (*) 
47,745,000 


Summary of B. of M. Report 


Total crude stocks in U. 8. 
Total Iocated in PAW District 1 .. 
Total located in PAW District 2 


Week 
Ended 
Jan. 24 


266,623,000 
17,870,000 
84,662,000 


Change 
from 
Jan. 17 
(figures in bbls.) 
— 890,000 


+130,000 
— 137,000 
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are the BEST 


... for dependable, 
low-cost performance ! 


A BRAND NEW PUMP 
... for tank trucks! 


Three years ago Marlow Pumps 
introduced the FIRST Self-Priming 
Centrifugal pump to be sucessfully 
used for direct coupling to power 
take-off of tank trucks. This pump 
was enthusiastically accepted by ma- 
jor oil companies, independent oil 
companies, and by the armed serv- 
ices. It was used for home fuel oil 
delivery, aircraft refueling and for 
deliveries to bulk plants and service 
stations. As compared to rotary 
pumps, it offered higher efficiencies, 
less noise and practically no wear. 


Now a completely redesigned and 
expanded line of Marlow “type G” 
pumps is available. The new pumps 
are smaller and lighter — both of 
primary importance in tank truck 
installations. Performance has been 
improved and the price has been 
reduced over $100 on each model. 
A total of 16 new pumps are avail- 
able with capacities ranging up to 
400 gallons per minute. 

This is another pump “case-history” 

that reflects continued Marlow 

leadership by design pioneering 


and by acceptance through better 

performance. 

Check the many advantages offered by 
Marlow Petroleum Pumps. Write for in- 
formation on the NEW “type G” tank 
pump features: 


For complete details... facts, figures 
and specifications see your Marlow 
Distributor today! 
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of Jan. 1, 1953, of 62,500 b/d (31,500 
b/d solvent and 31,000 conventional), 
while the capacity as of Jan. 1, 1952, 
was 58,000 b/d (28,000 solvent and 
30,0000 conventional). 


Sterling Areas Expand—oOil refin- 
ing capacity in sterling common- 
wealth countries will be raised to 
about 50 million tons yearly (about 
959,000 b/d) within the next two and 
a half years, through expansion plans 
in hand or projected, according to the 
Petroleum Information Bureau ‘in 
London. 

This, the bureau says, will enable 
these countries to meet virtually all 
of their oil requirements from home 
refineries, with large savings in dol- 
lars and other foreign currencies. 


During 1953, Britain’s own ex- 
pansion program should be completed, 
giving her a refining capacity of 
27,000,000 tons annually (about 518,- 
000 b/d) against only 4,500,000 (about 
86,000 b/d) in 1948. In Australia, 
India, Pakistan, Aden, and South 
Africa, plans for new refineries or ad- 
ditions to existing plants will add 
between 15,000,000 and 16,000,000 tons 
(about 288,000 tc 307,000 b/d) yearly 
to capacity. 

Existing capacity in Australia, Trin- 
idad and British Borneo is rated at 
8,000,000 tons annually (about 153,000 
b/d). British, American, and British- 
Dutch oil groups are all represented 
in the expansion program. 


Kirkuk Output Doubled—Produc- 
tion by Iraq Petroleum Co. and its 
associates from the Kirkuk oil field 
totaled 15,500 tons (about 315,000 
b/d) last year, double the 1951 out- 
put of 7,900,000 tons (about 161,000 
b/d). 


In 1951 only 12 and 16-inch pipe 
lines from Kirkuk to the Mediterra- 
nean were operating. Last April a 
newly constructed 555-mile 30-inch 
pipe line came into operation. Ca- 
pacity of this carrier is 14,000 tons 
annually (about 285,500 b/d), but this 
rate will not be achieved until later 
this year when additional pumping 
stations go into operation. 


Turkey Gets Refinery — An agree- 
ment has been signed in Ankara, un- 
der which the Ralph Parsons Co., Los 
Angeles, will build a refinery in Tur- 
key expected to process about 6,000 
b/d. It will take two years to com- 
plete. For the first year of operation 
it will be under the supervision of 
U.S. epecialists. It will then be taken 
over entirely by the Turkish govern- 
ment. 


In Washington, PAD estimated that 


current crude productive capacity in 
Turkey is about 1,000 b/d, with actual 
production running about 300 to 400 
b/d. PAD officials expressed confi- 
dence sufficient oil can be produced to 
supply the refinery at its completion 
date, provided exploration and devel- 
opment are stepped up. 


IN CANADA SEE:. 
PUMPS AND SOFTENERS LTD., 
LONDON, CANADA 


MARLOW PUMPS RIDGEWOOD ie: sal 
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TECHNICAL MANAGER 
OF PETROLEUM 
CHEMICALS DIVISION 


Joun R. Sasina joined the Du Pont 
Company in 1937 after many years of 
doichinueet work in motor fuels and 
lubricants. He is a graduate of the Uni- 
versity of Pennsylvania with a B.S. 
degree in electrical engineering. 

After two years as an electrical engi- 
neer for the Baldwin Locomotive 
Works in Philadelphia, Sabina joined 
the Atlantic Refining Company in 1925 
as a test engineer. There he developed 
the first audio-electrical device for 
measuring detonation in internal com- 
bustion engines. In 1936 he was named 
manager of Atlantic's Automotive 
Laboratory. 

Sabina came to Du Pont initially to 
head a new group formed in the Or- 
ganic Chemicals Department to de- 
velop chemicals for the petroleum in- 
dustry. One of his first projects at 
Du Pont was designing the Petroleum 
Chemicals Laboratory at Deepwater 
Point, N. J. He became manager of this 
laboratory in 1938. 

In 1944 he was transferred to Wil- 
mington as manager of the Petroleum 
Chemicals Section of the Alcohol Di- 
vision, in charge of both sales and 
development. When the present Pe- 
troleum Chemicals Division was 
formed in 1946 to manufacture and 
market all Du Pont petroleum additives 
including tetraethyl lead, Sabina was 


JOHN R. SABINA 


named technical manager of the new 
division. 

During World War II, he served as 
chairman of a Coordinating Research 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (inc.) 


Investigating the “How” and “Why” 
of Engine Deposit Formation 


Studies at the Du Pont Petroleum Laboratory 
reveal the sequence of chemical reactions 
which occur in engine deposit formation. 


The deposits which form on combustion chamber walls increase the tenden- 
cy of fuels to knock. 

This fact has long been known to petroleum and automotive engineers 
But very little was known about the reaction mechanisms which result in the 
accumulation of these deposits—especially with fuels containing tetraethy! 
lead. And nearly all modern automotive fuels contain this compound. 





SUMMARY OF DEPOSIT FORMATION REACTIONS 


L ENGINE NORMAL 


~ 


SURFACE S 


URFACE 


valelat tne 


DEPOS VERY HOT DEPOSIT 


SURFACE 


THIS CHART SHOWS the compounds found in the deposit and the reactions 
by which they are produced under each of the temperature conditions studied. 


Since Du Pont is a large supplier of 
tetraethyl lead, the Du Pont Petroleum 
Laboratory undertook a study of the 
reactions leading to the formation of 
the lead salt portion of combustion 
chamber deposits. 








Council group formed to advise the 
armed services on gasoline storage sta- 
bility problems. He has written numer- 
ous technical articles and papers for 
scientific publications and been espe- 
cially active in the American Society 
for Testing Materials, the Society of 
Automotive Engineers and the Coordi- 
nating Research Council and the A.P.I. 
In 1944 he was elected vice president 
in charge of fuels and lubricants for 


the S.A.E. 





SMALL AMOUNT REMAINS 


Although almost all tetraethyl lead de 
composition products are removed 
from the combustion chamber with the 
exhaust gases, a small amount remains 
on the chamber walls in the form of 
inorganic lead salts. 

Many of these salts are formed as a 
result of chemical reactions which oc- 
cur in the combustion chamber after 
the fuel-air charge is burned. 

In the studies, it was first determined 
that the reactions might influence de- 
»0sit formation during any of the fol- 
padi stages: 

1. Combustion. 

2. Vapor state reactions following 

combustion. 

3. Condensation of lead compounds 





PETROLEUM CHEMICALS DIVISION 


NEWS 








Deposit Studies 
on cylinder wall. 

4. Gas-solid reactions between lead 

salts and chamber gases. 

5. Solid state reactions 

lead salts in deposit. 

6. Vaporization of lead salts. 

The question then was, how do these 
reactions influence deposit formation? 
TEMPERATURE INFLUENCE 
After studying each of these stages in 
the reaction sequence shown, the Pe- 
troleum Laboratory arrived at the fol- 

lowing conclusions: 

The course of the reaction is de- 
pendent on the temperature of the 
combustion chamber walls. 

When the walls are clean and rela- 
tively cool (ca. 200°C.), the reactions 
result in lead halide deposit formation. 
But after deposit growth has produced 
an insulating area, the surfaces are hot- 
ter and a variety of higher melting 
compounds are formed. When areas of 
the combustion chamber, such as the 
exhaust valve, become very hot, the 
deposit composition changes so that 
only very high melting compounds are 
formed. 


GASEOUS LEAD OXIDE 


Gaseous lead oxide, produced from the 
decomposition of tetraethyl lead, does 


between 





Section of a single-cylinder engine room 
in the Du Pont Petroleum Laboratory. 


not undergo vapor state reactions ex- 
cept when the gas layer near a clean 
combustion chamber surface is cool. 
Under these special and transitory con- 
ditions, it may be converted by hydro- 
gen halides into gaseous lead halides. 
(Continued in next column) 
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NEW BOOKLET ON GASOLINE DYES 


One summer day at the beginning of 
World War I, the German submarine 
Deutschland docked in Baltimore after 
a long voyage from Bremen. 
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Her cargo, strangely, was not tor- 
pedoes—but 500 tons of dyes. These 
scarce chemicals were eagerly snapped 
up by American manufacturers. 

This incident points up the great 
dependence of our country on the Ger- 
man Chemical Industry before World 
War I. Then Du Pont embarked on the 
long, often discouraging task of devel- 
oping a process for making dyes equal 
to or better than those previously made 
in Germany. It took 18 years and mil- 
lions of dollars to make the operation 
successful. But the final result was an 
American dye industry equalled no- 
where else in the world. 

The efficient use of gasoline dyes 


presents a number of handling and 
addition problems. To help you solve 
these problems quickly and easily, 
Du Pont recently brought out a new 
manual on gasoline dyeing. All the 
latest ao a of addition, including 
dry dye eductor systems, are fully dis- 
cussed. 

It also contains data on meeting col- 
or requirements for military, aviation 
and leaded motor fuels. And full infor- 
mation — with solubility charts and 
spectrophotometer curves—on the com- 
plete line of Du Pont gasoline dyes is 
included. 





For your copy, ask your Du Pont 
Petroleum Chemicals representative or 
district office for the booklet, “Du Pont 
Gasoline Dyes.” 








SOLID LEAD OXIDE 
Solid lead oxide has a short life as a 
deposit constituent. It is attacked by 
acid gases to form simple lead salts or 
reacts with the simple lead salts in solid 
state reactions to form complex lead 
oxysalts. 


ONE OF A CONTINUING SERIES 


This Du Pont study was one of a con- 
tinuing series of systematic investiga- 
tions on the mechanisms causing com- 
bustion chamber deposits. It is expected 
that it will be of considerable value 
to petroleum engineers who are now 
charting the course of developments 


Petroleum ( 


New York, N. Y. 


District Chicago, II!. 
“ar Tulsa, Okla. 
Wilmington 98, Delaware Offices: } Houston, Texas 


Los Angeles, Collif. 





aimed at preventing, or at least reduc- 
ing, deposit formation. 

The results of these studies will be 
made available by the American Chem- 
ical Society and the Du Pont Petroleum 
Chemicals Division. 
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E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Wilmington, Del. 


District Chicago, III. 
P Tulsa, Okla. 
Laborateries: } Houston, Texes 


El Monte, Colif. 


IN CANADA: Canadian Industries Limited—Toronto, Ontario— Montreal, Quebec—Calgary, Alberta 
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Your Dollars will save lives by 
strengthening the Cancer Crusade 


of the American Cancer Society. 


Your Dollars will bring words 
of truth and hope to you, to your 
family, to your friends and to your 


community. 


Your Dollars will help ease the 


pain of the cancer patient. 


serve in the hospital, in the doctor's 
i 
n five office, perhaps even in your home. 


Your Dollars will speed the 


Your Dollars will train skilled, 


understanding hands and minds to 


march of research toward mastery 
over cancer, the disease that last 
year killed 215,000 men, women 


and children. 






Give 
to conquer 
Cancer 


AMERICAN CANCER SOCIETY 
GENTLEMEN: 


C) PLEASE SEND ME FREE 
LITERATURE ABOUT CANCER. 
(1) ENCLOSED IS MY CON- 


TRIBUTION OF $..00000000000.00.... TO THE 
CANCER CRUSADE. 





American Cancer Society “B 


Address 


Mail the coupon to “Cancer’’ 
C/O your local Post Office 


Co ccischiiseieahintee Stote 
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Success course....oil style! 


Dealer education is an endless process—and it should be. 
For the dealer, more than any other single individual, 
represents the oil industry to the public. 


In view of this, Gulf makes it a practice to constantly 
and continually supply Gulf dealers with Sales and Serv- 
ice Manuals . . . with training films that make better 
business methods ‘‘come to life’. . . and with up-to-the- 
minute information on new petroleum products and new 
car specifications. 


We’re convinced of the importance of this effort—and 
note that many of our competitors are doing an excellent 
job at it, too. 


it all adds up to what the entire oil industry is doing to 
contribute to the success of its dealers by keeping them 
informed. And that’s good business for everybody. 


GULF OIL CORPORATION 
GULF REFINING COMPANY 
General Offices, Pittsburgh, Pa. 
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at Limited Time Only 
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To stock every dealer... You don't 
ot eo mar 
OO ya have to dig just start others dig 
\ ome ging. You've got Purolator Oil 


Filter Check Time . . . plus the best 
advertising campaign ever . . . plus 
a terrific bonus program to ~ beg 
3H Only ACT NOW. 


1. Dealers buy this ... Special Purolator 2. Dealers get this ... Special Purolator 


Bonanza Refill Assortment... Bonanza Silver-ware Assortment... 





Abeartmont conchite af 90 atten eoufiet to gall, faslaat SF csechidll Unease! mien St glocr servion Sor 6. 


selling PuroLator W: Finest Ou. FicTer REFILLS Specially made by Oneida Limited and International 
alabeiace silver. Only $1.71 with deal. (Case illustrated is extra.) 


. « - Only $31.59. 
& 
Profit, $23.39 for those who get both Refills and Silverware. ' : AS ee 
Here’s the way it works: Dealers pay $31.59 for refills . . . yore’ ene © 2, Ore 
pay only $1.71 for silverware. That means dealer cost ' a | 
$33.30, all told. Refills retail for $54.69 (Profit, $23.39— que wr ™ 


to say nothing of profits on oil changes—extra oil sales.) | + | 








WATCH FOR THESE ADS! 


Make sure your 
dealers see them! 


oe vere to eak for 0 FREE O Fiver Check wns 
drive in for that Spring u'll save moO © 
engine upkeep with a new 


T TAKES = * tew muanutes it can save cathon free to chew away at costly 


a rauch im erie repeare’ And right now To make sure your od Miter wil 
when i's tame to change oil-- at dl filter check engine during the months shea t 
right rent 3 


Thos months hard winter aris have prob if you need a refill. be eure you 


5 fiter with danger the finest money can hoy. The Pure’ @ 
shed on more makes of care’ | 


,  Weaet 


engine “rer king mick i 

un. Chances are that filter oil fiver. Just tell your service mF | 

« impartant mony Purolator Hetilis cost se tittle ae 31 
just and hard a few rtimates to reveal! 
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ee eas. re 


adults 


Filter Check Time March 20 through 


2.0n every retail window and wall 


Power-full, color-full, bea 

Glo . . . Right out of the uty-full, Day- © ment the stickum 

Bonanza Special Purolator gets to work ... 
Feciagk ey ee et to stay and sell . . . th Ready 


Get your '53 Bonanza 

you have stock Assortment Orders in NOW! Make 

chokes Every Dealer is able to take 
of Purolator's Oli Filter Check Time 















Go Wh Most powerfy] magazine and point- 


of-sale campaigns ever printed! 
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Three pounds of grit ond shudge in your oi! Biter? More then hiketly’ After 
menti« of woumer driving your titer mas be we otohed up with the engine 
wrevhene puck. 4 can't de mt pol onymer 
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You'W seve maney on -ar upheep of yow keep « clean Purviator Of Filter 
working for vow Moke af a putnt to aettett new Purolator Refills regularly 
Maier cae 
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Abrasives con weeck costly engine parts. Tf wour oil filter © clogged. 
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MORE . . . TURN PAGE, PLEASE 






















To cash in 100%... 
Make sure of these 7 points 








™ RRO — x ] 
1. Make sure every dealer stocks Purolator’s yt Make sure every dealer gets his Special Bo- 
Special Bonanza Oil Filter Assortment . . . gets his nanza Day-Glo Purolator Oil Filter Check Time display ( 
Purolator Bonanza Silverware. (Don’t be surprised if package. This is very important—worth checking and __ 
employees want extra sets.) Fi re-checking. | ) 

















4. Make sure every dealer knows how the CoLLiERs 


3. Make sure every dealer knows all about the 
i ad will be followed by ads in the Post, Lire, Loox. 


Purolator Oil Filter Check Time magazine advertising . . 








5. Make sure every dealer gets up his Day-Glo 6. Make sure every dealer's stock is complete— 
display material . . . keeps it on the job. stays complete . . . that he’s ready to sell. 








ACT NOW! Get your ’53 Bonanza Assortment Orders in at once: ; 
Make sure you have the stock to Make Sure Every Dealer is © 


stocked to sell that calls throughout Purolator Oil Fil 
7. Make sure every dealer nA = 
poets. eb a sad f For further information— if don't 
. a or er info n—if you don't see 
Finest Oil a i what you want—ask for it. Purolator Products, Inc., 
to sell. Rahway, N. J., and Toronto, Ontario, Canada. 
A real program . . . Yes, a com- ' 
plete program, designed to pitch 5 : 
in and work at the dealer level 1 
. . . tailored to fit every dealer’s i . 
: ‘ Work finest OIL FILTER 
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Kelly Tires sell 


because they’re built better to wear better! 


Anyone who sells tires knows that top quality and 
a reputation for longer wear and greater safety 
will build bigger profits. 


Kellys not only have a reputation for quality that 
results in extra thousands of worry-free miles— 
they give you everything else you need to develop 
a big, steady volume of business! 


® A complete line for farm, truck and passenger 
vehicles . . . an ample trading area in which to 
grow .. . protected profit margins with tires that 
sell at top prevailing prices . . . strong advertising 
support in leading magazines—plus powerful pro- 
motional follow-through! 


Cruiser 


Sure-Stop ai 
‘assenger 


Passenger 


Super Flex 


Passenger and Truck 


Ss, gees i ¢ i 
if 4 
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Grip Trac Passenger 


Get all the facts about a profitable Kelly Fran- 
chise in your area. You’ll see why thousands of 
dealers everywhere agree that “Selling Kelly Tires 
is a Good Business!’’ Write today! 


THE KELLY-SPRINGFIELD TIRE COMPANY, Cumberland, Maryland. 
Selina Kethy Tires is a. Good. Busineas ! 


PROVED 
and IMPROVED 
for 59 YEARS! 





Dual Trac 
Special Servi 


Commercial Heavy 
Tread Truck 


Truc Trac 


Truck 


Cruiser 


Truck 
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TALLY IMPORTANT / 


The Last Word (HANNAY) 
in Hose Reels for Airport Fueling 
and Fire Fighting Equipment 





DEPENDABLE 


- — ~““HOSE REELS 


W HETHER THE JOB is fueling or fire fighting, 
no service or crash truck is better than its hose 
reel! That's why leading truck builders and air- 
port executives specify HANNAY Hose Reels . . . 
they KNOW that through the years Hannay has 
consistently built GOOD reels that can be de- 
pended on to do a GOOD job when perform- 








ance is important . . . in regular service and 

under stress. You just can’t get a better reel A “Servicer” designed by the Technical Department of 
than a HANNAY! Saeed quish Tar dapiadag Dieting, Views 
Whatever your need, there’s a Hannay to meet ng —— a ae ‘ne 
it... every type of manual and power-operated ee oe 

Hose Reel for fueling, fire fighting or stationary 

installation . . . including the new, high-safety- 


factor explosion-proof electric drive models. 


Ask Your Supplier or Write for Information 


we. Se 





CLIFFORD B. HANNAY & SON, Inc 
“ 
WESTERLO. new YOR 
© 1951 CBH&S, Inc. 


A modern Crash Truck, built by Maxim Motor Company, 
equipped with four Hannay Hose Reels powered by 
explosion-proof electric motors. 
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SERVICE STATIONS HAVE SWITCHED TO 


DILLECTRIC 


Like over 100,000 service stations, you too can build prestige, customers and business 
profits by featuring modern Dillectric tube repair service. It’s the handiest, quickest, surest 
way to safely make all tube repairs. It’s all-electric — automatic. There is no guesswork — 
heat, pressure, time are exactly controlled. An ‘off and on” indicator signals the start and 
completion of vulcanization. It’s quick, easy, safe — requires no experience — you get a 
perfectly vulcanized ‘‘feather-edge”’ repair every time. Dillectric patches and valve stems 
come ready-prepared for each repair. Here is truly modern, money-making service. Profit 
by ordering a Dillectric Outfit from your wholesaler, tire or oil company, today! 


@ Recommended by all leading 
tire and oil companies. 


@ Approved by Underwriters’ 
No 6695 Laboratories, Inc. 


OUTFIT 


WITH MATERIALS 


$100 WORTH 


FOR OVER 


OF TUBE REPAIRS 


= $752 
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Three new salesmen 
for AC Products: 


Equipment on 
nearly as many 
new cars as 


all other makes AN C 


e AC is providing its Retailers with these attractive cut-out adver- 
tising displays. Check with your AC field man to make sure you have your 
copies — they will help to step up sales of the AC Products which you handle. 


AC SPARK PLUG DIVISION GM GENERAL MOTORS CORPORATION 
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Make the most 
of their 
money-making 
messages! 


Display them 
where every 
customer will 
see them! 
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Delco Gas Pump Motor 


- 
e? 


































Conforms to standards ... 
suitable for all pumps 


Delco, in the interests of standardization 
in the gas pump field, has developed a 
standard motor of exceptional depend- 
ability, particularly suitable for all service 
station pumps. 


The Delco motor is 1/3 h.p., single phase, 
designed and constructed to withstand the 
rigorous conditions encountered in gas 
pump operation in all climates at all 
seasons. It conforms to Delco’s own high 
standards of precision manufacture and 
dependable service. Any of the Delco 
Offices listed below will gladly supply 
complete details. 





~~, 
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The best running mate your product can have op 





DELCO 
PRODUCTS 


Division of General Motors Corporation 
Dayton, Ohio 





pe 


oj 
poet 
= 
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SALES OFFICES: 


ATLANTA CINCINNATI DALLAS HARTFORD ST. LOUIS 
CHICAGO CLEVELAND DETROIT PHILADELPHIA SAN FRANCISCO 
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TUFFY’ ARMSTRONG, 


THE RHINO! 


America’s newest, most 
unusual trade character! 


ERE’S the first really new idea in 
H tire advertising in years, 
Mr. Distributor. “Tuffy” Armstrong, 
the Rhino, selling Armstrong Tires 
to 57 million readers of America’s 
biggest magazines ... plus 
14 million more readers of farm 
magazines. It’s the biggest advertising 
in Armstrong’s history. What a 
character! What a promotion! 


Put him to work for you today! 


Interested? Why not write Armstrong 
Rubber Co., West Haven 16, Conn., Norwalk, 
Conn., Natchez, Miss., Des Moines, lowa. 
601 Second St., San Francisco, Calif. 
Export: 20 East 50th St., New York 22. 
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There’s No Better Way 


to sell BA * 


a | 





Family habit...the corner service station | 


Not long ago, the neighborhood service station 
was only a gas station. But, today, it’s a com- 
munity institution. It’s a family habit—the place 
to buy most everything automotive. And motor- 
ists name it their preferred source for tires, 
batteries and accessories! 


To put the nation’s top service stations to work 
in your interest, it’s necessary to get the nod 
from oil companies and oil jobbers. More than 
simply word from the front office that you’re in! 
You need the acceptance of top executives, plus 
the backing of their sales and merchandising 
staffs—the oil men who live with the service sta- 
ticns day-to-day, whose job it is to help build 
those TBA sales, 


Best way to reach marketing men who plan 
and influence TBA selling programs through the 
nation’s best service stations is through adver- 
tising in National Petroleum News .. . the oil 
industry’s marketing magazine! 











os TBé\ is the oil industry's designa- 

tion for fires, batteries and 
«wccessories now being sold in planned 
programs directed by oil companies and 
oil jobbers, conducted through the na- 
tion's best service stations, promoted by 
National Petroleum News. 

















National Petroleum News 























1213 West Third St., Cleveland ... Offices in New York, Chicago, Philadelphia, Houston and Los Angeles 
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CORDUROY’S 


Motorists in your town will buy tires 

and tubes with extra values that go far 
beyond price. Millions are being told 
through national advertising that [7 
CORDUROYS are America's FINEST 
Replacement tires, and that these super- 
8 tires are available only through 
leading independent merchants in each 
community. 


Now You Can Get 


CORDUROY’S PREMIUM 
QUALITY AT DIRECT-FROM- 
FACTORY DISTRIBUTOR PRICES 


CORDUROY sells and ships direct to 
independent distributors only. Quality 
and service, performance and satisfac- 
tion are guaranteed with liberal written 
guarantee. With CORDUROY you can 
not only sell at retail, but also realize 
handsome profits selling to sub-dealers 

in your area. 


NO IN-BETWEEN EXPENSE 
ALL SHIPMENTS DIRECT 
FROM FACTORY 
CORDUROY does not sell to mail 
order houses, chains or major oil 


companies. We make no special 
or private brands; maintain no 


b ms res, as tha : U, wd, . + ° 
factory retail outlets. No “in-be- plea pe , mm - m ae cus tak, America ‘ Finest 
, Plice « . ery f eye 


tweens” of any kind make possi- re for 
ble low distributor cost prices. “PZineere) Pe REPLACEMENT 


With CORDUROYS you can ble wa eUSTV EL y si” man C Meena Bends TIRES and TUBES 
meet any competition and you — " i and a 
make far more profit, too. . cone, ONtract lug 4eoSE on . OFFER 
MAKE 1953 Orsrergyy ty rk manship gn rate INDEPENDENT DISTRIBUTORS 
YOUR BIGGEST TIRE OF Oppop,,  ? Sarery ; America’s Greatest 
fact ‘ee. — Ij : "Quip 
PROFIT YEAR Opportunity for 


WITH : | 
ROY an EOYs to gan Pent Mere ye INCREASED TIRE 
CORDUROYS / _ ton regarding, then Ab® We maith You. hy? fctony. SALES and PROFITS 


MAY BE OPEN 
WRITE TODAY 
using your Letterhead 





FEBRUARY 4, 1953 31 














JAC 









DEALS | 


featuring the AEL-NEW 
pal 7 AUSCO 2-TON SERVICE JACK 
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2-ton SERVICE ny 






















tg, featuring “BOSCO” 
Z 2500 POUND SERVICE JACK 


J 4-piece Tire and 
Rim Tool Set... 





Sat-Lift 
Bumper 
Jacks 




















SERVICE JACK 
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for more details on the 
ALL-NEW AUSCO 2-TON SERVICE JACK 
see AUSCO AD on another page of this issue 


Take your pick of TWO value-packed Ausco Jack Deals! 
Both deals include 2 fast-selling Saf-Lift Car-Owner models, 
as well as the extra-sturdy Service-Model Saf-Lift. Pick 

Deal #1 to add the most modern 2-ton floor jack to-your 
service equipment... it's ALL-NEW from handle to load 
saddle and it's yours at a handsome saving with this special 
Ausco Deal. Pick Deal #2 to get the popular “Bosco” 
2500-pound service jack ... maximum lifting strength and 
maneuverability, yet weighs just 68 lbs. With either deal, 
you get a $6.60 set of Tire-and-Rim Tools at absolutely 
NO CHARGE. Order by deal number, but DO IT 

SOON .. . jack values like these don’t happen every day! 
See your Ausco Jobber or write: 


AUTO SPECIALTIES MFG. CO. pert. np-2, ST. JOSEPH, MICH. Other Piants: Benton Harbor and Hartford, Mich.; Windsor, Ont., Canada. 
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What New Administration Has on Tap for Oil 


The road ahead is still filled with a great many ifs 
and buts and a myriad of unresolved detail, but if Con- 


gress moves in the general direction pointed out by” 


President Eisenhower in his Feb. 2 State of the Union 
address, this will be the shape of things to come in the 
near future for the petroleum industry and for the na- 
tion’s economy jin general: 

1. PRICE-WAGE CONTROLS—Let them die April 
30. 

2. MATERIALS AND PRODUCTS CONTROLS— 
Let them end June 30 except for direct military and 
atomic energy programs and for certain scarce and 
critical items essential for defense (such as alkylates 





terials would not be controlled. 

TAXES—Reduce them, but balance the budget first. 

LABOR—Amend the Taft-Hartley law. Reorganize 
the Labor Department and keep the government neu- 
tral in labor disputes. 

MINERALS—A strong federal program in the field 
of resource development (apparently this would in- 
clude continuation of present research and develop- 
ment program for synthetic liquid fuels). 

FOREIGN TRADE—Encourage it. Extend the Re- 


ciprocal Trade Agreements act and revise custom reg- 
ulations to “remove procedural obstacles” while safe- 
guarding domestic industry, and encourage American 








for aviation gasoline, presumably). 


Civilian use ma- 


National Fuels Policy Study Goes 
Ahead; Congress May Investigate Oil 


NPN News Bureau 
WASHINGTON — The tempo of 
activities on Capitol Hiil slowed 
somewhat this past week with the 
lawmakers standing by to hear the 
policy statements included in the 
President’s State of the Union mes- 
Sage. Nevertheless, there were sev- 
eral rather significant developments 
of interest to the oil industry, such 
as: 
1. Establishment of a Senate In- 
terior subcommittee, headed by Sen- 
ator Malone (R., Nev.) to continue 
the investigation of the need for a 
national fuels policy. 


2. Rumblings from Representative 
Heselton (R., Mass.) that he may 
seek a broad oil industry investiga- 
tion. 

Along with organizing the Malone 
subcommittee, Senate Interior also 
approved legislation (S. Res, 45) to 
continue the fuels policy investiga- 
tion at least until Jan. 1, 1954. This 
same subcommittee, incidentally, also 
will have jurisdiction over all other 
oil and gas matters, except for the 
“tidelands” problem which will be 
handled by the full committee under 
Chairman .Butler (R., Neb.). 


The importance of Mr. Malone’s 
assignment was underscored by Mr. 
Eisenhower's declaration that he 
wants a “strong federal program in 
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the field of resource development,” 
including the continuing of soundly- 
planned projects already initiated.” 
Presumably, the furtherance of syn- 
thetic liquid fuels development and 
research would fall in this category. 


Conservation—Mr. Eisenhower also 
called for “wise conservation of min- 
erais” but did not elaborate. It is 
possible that legislation should start 
flowing soon, however, spelling out the 
administration’s view in this field 
more specifically and, to some de- 
gree, adopting the recommendations 
of the Paley Commission on minerals 
development and conservation. All 
such measures will clear through 
Senate Interior Committee and the 
fuels policy subcommittee. 


Tidelands—Mr. Eisenhower made 
no mention of the administration’s 
pians relative to the recent transfer 
of the “tidelands” by Harry 8S. Tru- 
man to the naval oil reserve. How- 
ever, betting seem to be along the 
lines that he would leave the “rem- 
edy” to Congress, rather than re- 
scinding the Truman order. 


Indications were that Senator But- 
ler would open hearings about the 
middle of this month on proposed 
legislation to resolve the whole con- 
troversy by quitclaiming “tidelands” 
title to the states. Presumably, this 
would automatically nullify the Tru- 


private investment abroad. 





man order but Mr. Butler said he will 
make doubly sure of such legal ques- 
tions so that any congressional ac- 
tion will be final and binding. 


Aside from possible Senate action, 
two proposals have been advanced 
in the House to revoke the Truman 
order—by Representatives Hosmer 
(R., Calif.) and Brooks (D., La.). 
The latter claims that offshore wells 
would be too “vulnerable” to enemy 
attack and that any naval oil re- 
serve should be located inland and 
be established and maintained by 
running crude oil into underground 
reservoirs. 


Oil Investigation—-As for Mr. Hes- 
elton’s oil investigation plans, he 
said only that he was “thinking” 
about such activities but was not 
ready to be positive and give out 
details. However, he did say that 
any such investigation would be 
“broad and general” and not aimed 
at any specific phase of the oil in- 
dustry. 

Meanwhile, it was learned that 
this same subject came up for a 
general discussion behind. ciosed 
doors by the House Commerce Com- 
mittee, of which Mr. Heselton is a 
member and which is headed by Rep- 
resentative Wolverton (R., N. J.). 
The latter constantly wonders why 
retail prices at four competing serv- 
ice stations on any one corner should 
always be the same. 


Other Action—In other congres- 
sional development this past week: 


1. House Rules Committee ap- 
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proved that organization of a new 
House Small Business Committee. 
Chairman probably will be Repre- 
sentative Hill (R., Colo.). 

2. Senate approved resolution (S. 
Res. 22) extending to June 30, 1953, 
the authority of the Senate Com- 
merce Committee to study the or- 
ganization and operation of the In- 
terstate Commerce Commission. 

8. Senate referred to its Finance 
Committee a resolution from the 
Iowa legislature that the federal 
gasoline tax be ended, leaving that 
field of revenue to the states for 
road development. A similar resolu- 
tion was also adopted by Indiana 
lawmakers and is on its way to Con- 
gress, 

4. Representative Heselton intro- 
duced legislation (H. R. 2268) which 
would require the Justice Depart- 
ment to make annual “antitrust” re- 
ports to Congress on the operation 
of the Interstate Oil Compact Com- 
mission. 

5. Senate approved the nomination 
of Robert B. Anderson, formerly of 
Waggoner Estates, as Navy secre- 
tary. He had stated earlier that he 
would do his “very best” to carry 
out the executive transfer of the 
“tidelands” to the Navy but would 
“certainly be guided by whatever is 
the ultimate decision of Congress.” 

6. Representative Hays (D., Ark.) 
introduced a bill (H. R. 2102) which 
would exempt from Fair Labor 
Standards Act such goods which are 
shipped to intrastate destinations but 
which happen to cross state lines in 
the process. 

7. Representative Dollinger (D., 
N. Y.) sponsored legislation (H. R. 
2078) which would raise the mini- 
mum wage scale under the Fair La- 
bor Standards Act to $1.25. 

8. House Judiciary Committee de- 
cided to end the life of the Anti- 
monopoly Subcommittee which had 
functioned during the 82nd Congress 


under Representative Celler (D., 
N. Y.). 


9. Congress was urged by the Na- 
tional Coal Assn. to restrict imports 
of residual fuel oil on the grounds 
they have done “incalculable” dam- 
age to the coal industry. No such 
legislation has been introduced. 


Truck Agency Sought 


NPN News Bureau 
WASHINGTON—The trucking in- 
dustry has urged that President 
Eisenhower support prompt creation 
of new Federal Motor Transport 
Commission to handle activities now 
assigned to several government agen- 
cies, such as Interstate Commerce 
Commission and Interior Department. 
Among other things, the commis- 
sion would push for a uniform law 
governing maximum loads, sizes and 
weights. 


Quick End to Price Controls Asked 
By President, But Oil May Be Last 


NPN News Bureau 
WASHINGTON—In one _ respect, 
at least—price control—President Ei- 
senhower’s State of the Union mes- 
sage to Congress was explicit. He 
wants it ended by April 30, if not 
before. 


However, Congress might decide 
to play it at least partly safe. Imme- 
diately after the President’s speech, 
Chairman Capehart (R., Ind.) of the 
Senate Banking and Currency Com- 
mittee introduced a bill calling for 
standby controls on prices, wages, 
materials and credit. They could be 
thrown into gear immediately in case 
of war and almost as quickly, even 
under “peacetime” conditions, if the 
President feels that necessary. 


As near as can be determined this 
soon after Mr. Eisenhower’s policy 
statement, ceilings will remain on pe- 
troleum and petroleum products as 
long as any price control program 
remains. 


What President Said—tIn his mes- 
sage to Congress, President Eisen- 
hower declared: 

“. . . The weight of evidence is 
clearly against the use of controls in 
their present forms. They have 
proved largely unsatisfactory or un- 
workable. They have not prevented 
inflation; they have not kept down 
the cost of living . ..I am con- 
vinced that now—as well as in the 
long run—free and competitive prices 
will best serve the interests of all 
the people and best meet the chang- 
ing, growing needs of our economy. 


“Accordingly, I do not intend to 
ask for a renewal of the present 
wage and price controls on April 30, 
1953, when present legislation ex- 
pires. In the meantime, steps will be 
taken to eliminate controls in an 
orderly manner and to terminate 
special agencies no longer needed 
for this purpose. It is obviously to 
be expected that the removal of these 
controls will result in individual 
price changes—some up, some down.” 


At press time, top officials at the 
Economic Stabilization Agency and 
the Office of Price Stabilization were 
awaiting more precise directions on 
how controls are to be terminated. 


However, the general opinion was 
that President Eisenhower wants 
price decontrol to set in immediately 
on a selective basis, with those com- 
modities less inclined to show sud- 
den price increases to be freed first. 


Awaits Instructions—<Acting Eco- 
nomic Stabilizer Ross Shearer said 
he is awaiting “some more specific 
guidance,” adding: 

“It seems reasonable to me that, 





when the President calls for ending 
controls ‘in an orderly manner,’ that 
is what he means. I believe he is 
telling us not to take any precipi- 
tate action that would tend to create 
a psychological inflationary boom 
but I do think he wants us to pro- 
ceed to take action as quickly as 
we can.” 


Where Oil Stands—<Asked where 
petroleum would fit into any com- 
modity-by-commodity price decontrol 
program, Mr. Shearer replied: 


“I would think that controls would 
be maintained there as long as they 
are kept on any item. Pressures ap- 
parently are keeping petroleum prices 
right up against ceilings. I believe 
petroleum would qualify as one of 
those that we would act on last.” 


Apparently the pending applica- 
tions for price increases on West 
Coast crude oil and petroleum prod- 
ucts will fall casualty to the Presi- 
dent’s views. Mr. Shearer said that 
ESA would not approve the increases 
because the “facts do not warrant” 
it. But he said Mr. Eisenhower’s 
speech “makes it a much less seri- 
ous problem’”—that the industry will 
be free to raise prices when controls 
end. 


Senator Capehart’s bill would au- 
thorize the President to reimpose eco- 
nomic controls almost precisely as 
defined in the Defense Production 
Act. In time of war he could take the 
action on his own initiative and im- 
mediately. 


Otherwise, he would be required to 
consult first with a National Advis- 
ory Board appointed by him and com- 
posed of all major segments of the 
economy, labor, business, agriculture, 
consumers, etc. However, the Presi- 
dent would not be bound by the 
findings and recommendations of the 
board. 


Also, whether he decided to freeze 
prices on a “selective” or “general” 
basis, the President could take no 
“rollback” step. The freeze would 
apply to prices on the last business 
day prior to issuance of the execu- 
tive order. It would then be incum- 
bent upon the Administration to iron 
out any inequities frozen into the cei- 
lings within a limited period of time. 


Fate of the bill is unpredictable at 
this time. A good many legislators 
favor the outright abolishment of 
economic controls—period. Chairman 
Wolcott (R., Mich.) of the House 
Banking and Currency Committee 
has been outspoken in this regard. 
However, he has said he would not 
object to the proper type of standby 
legislation. 
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Eisenhower's Call for End of Controls 
Seen Freeing Oil Industry Operations 


NPI News Bureau 

WASHINGTON-—-It appears likely 
that most petroleum inau.try opera- 
tions will be on the.r own aiter mid- 
year as far as getting materials for 
expansion and replacement are con- 
cerned. 

A few projects, earmarked by the 
military as critical items essential 
for defense, may get special priori- 
ties for materials. All others would 
be left to scramble in the open mar- 
ket for their needs. 

At least this was the first inter- 
pretation given here by observers 
after President Eisenhower made his 
speech to Congress this week. 

President Eisenhower wasn’t that 
specific, naturally. His remarks on 
materials controls were these: 

“I believe . . . that material and 
product controls should be ended, ex- 
cept with respect to defense priori- 
ties and scarce and critical items es- 
sential for our defense, I shall recom- 


mend to the Congre:s that legisla- 
tion be enacted to cont.nue authority 
for such remaining controls of this 
type as will be necessary after the 
expiration of the existing statute on 
June 30, 1953.” 

This, then, was “the word” ma- 
terials agencies had been waiting for. 
Until now, they hadn’t known wheth- 
er to plan ahead or not, for they 
hadn’t known whether there would 
be any materials controls program 
in effect after June. 

They still don’t know for sure, of 
course, because Congress has to en- 
act legislation, and Congress con- 
ceivably could refuse or fail to do as 
Mr. Eisenhower has requested. But 
there seemed little reason for expect- 
ing that Congress would balk at this 
stage of the game. 

Just what materials needed by the 
petroleum industry will be controlled, 
and which petroleum projects are 
so closely linked with the direct 


military they would be classed as 
critical items for defense are still 
matters to be decided. 

Avgas Lids Seen—Educated guess- 
es here were that such projects as 
alkylate facilities and aviation gaso- 
line facilities would certainly fall 
in such a category. Others, nearer the 
borderline, would have to be decided 
as legislation is drafted. 

PAD already has made recommen- 
dations to the Office of Defense Mo- 
bilization’s decontrol committee on 
materials it felt should continue un- 
der control. PAD hasn't said what 
materials it sought, but again it 
seemed highly likely that such a list 
would include oil country tubular 
goods, quality steel plate, heat ex- 
changers, etc. 

The present expectation, however, 
is that the list will be kept as short 
as possible, with provisions made to 
put other materials back under con- 
trol if serious problems arise. 

All in all, the tone of President 
Eisenhower’s remarks seemed to in- 
dicate clearly that he wants to keep 
hands off business and industry as 
much as possible for he apparently 





. 


SIZE AND VERSATILITY are features of Standard of California’s distribution terminal at Point Wells, Seattle, on Puget Sound. 
The terminal boasts a storage capacity of 80 million gals. with 60 tanks including a giant with 6.25 million gals. capacity. The 
terminal stocks everything from avgas to asphalt for a market extending from the Spokane-Seattle area to Alaska. 
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feels that it can get the job done 
better that way than when sur- 
rounded by a host of controls. 

Action Ahead—At any rate, the 
weeks of waiting, during which most 
government officials marked time on 
major matters, were over. Definite 
action was shaping up now. 

On other materials matters, the 
week’s developments included these: 


Steel Drum Prices—The Federal 
Trade Commission suspects that five 
major steel companies and three sub- 
sidiaries have been _ establishing 
“standards” in steel drum production 
for pricing purposes and that they 
have been “rigging” steel drum 
prices, so FTC has filed complaints 
against them. 

The companies are: United States 
Steel Corp., and its subsidiary, United 
States Steel Co.; Jones & Laughlin 
Steel Corp. and its subsidiary, Jones 
& Laughlin Steel Barrel Co.; Inland 
Steel Co. and its subsidiary, Inland 
Steel Container Co.; Rheem Manufac- 
turing Co., and Republic Steel Corp. 

FTC contends that the companies 
control at least 75% of the domestic 
steel drum business and that they 
have adopted pricing methods aimed 
at maintaining prices of steel drums. 

Tank Cars—The Defense Trans- 
port Agency, summing up what it 
has done to help provide transporta- 
tion facilities, said last week that 
since the beginning of the rapid tax 
write-off program it had recommend- 
ed approval of rapid tax write-off 
for construction of 16,642 tank cars, 
estimated to cost $151 million. In 
addition, the agency said it acted 
favorably on applications for 306 
tank barges and on storage facilities 
with a capacity of 3.1 million bbls. 


DJ Antitrust Post Still Open 


NPN News Bureau 
WASHINGTON—Senate Judiciary 
Committee unanimously approved 
the nominations Jan. 28 of .E. Brian 
Holland and Warren Olney as as- 
sistant attorneys general. This 
makes five top Justice Department 
aides cleared through the commit- 
tee but still open is the post of as- 
sistant in charge of antitrust. 
Meanwhile, some observers specu- 
lated here that poiltical maneuver- 
ing may be behind the reports that 
William Simon, general counsel of 
PAD and well-known antitrust at- 
torney, is being considered for DJ 
post 


(This would be an attempt to cap- 
italize on a well-known device here, 
whereby opponents of an individual 
“leak” information on his being con- 
sidered for some position in hopes 
that publicity will kill off such a rec- 
ommendation before it has a chance 
to be acted on.) 

Mr. Simon said he has not been 
approached on the subject by the 
Eisenhower administration and is not 
seeking an antitrust post. 
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Senate Sets Up Antitrust Subcommittee 


NPN News Bureau 

WASHINGTON—The Senate Ju- 
diciary Committee Feb. 3 named a 
five-man Antitrust and Monopoly 


Legisiation Subcommittee but post- . 


poned for at least a week any dis- 
cussion on proposed investigation of 
alleged monopoly conditions, includ- 
ing possibly “international oil cartel” 
charges. 


Judiciary Chairman Langer (R., 
N. Dak.) will head subcommittee. 
Members are Senators Henrickson 
(R., N. J.), Dirksen (R., Ill.), Kil- 
gore (D., W. Va.), and Kefauver 
(D., Tenn.). Organization was com- 
pleted in closed-door sesison. 


The resolution reportedly wiil be 
proposed soon to authorize a sweep- 
ing antitrust investigation. It would 
be broad enough to cover the “oil 
cartel” matter. 

Senator Langer has said he favors 
hearings on the handling of the cur- 
rent grand jury “cartel” investiga- 
tion, as requested by Senator Gillette 
(D., Iowa). 

Details of the resolution were not 
forthcoming, Committee has suf- 
ficient authority to conduct such 
hearings but resolution route fre- 
quently is employed in Congress to 
obtain additional committee funds 
for studies and investigation. 

Senator Hennings (D., Mo.) one 
of the most outspoken advocates of 
the “oil cartel” probe, was not 
named to the antitrust subcommit- 
tee, although he is a member of the 
Judiciary Committee. 


Here are other developments in 
the “cartel” case: 

A letter on “international oil car- 
tel” case sent by former Interior 
Secretary Chapman to former At- 
torney General McGranery “seems 
entirely contrary” to positions set 
forth by Chapman in letter sent 
earlier to Independent Petroleum 
Assn. of America, IPAA General 
Counsel Russell B. Brown said. 


In the letter to McGranery, Chap- 
man “is critical of the attorney gen- 
eral’s office for over-stating or mis- 
stating the effect of some activties 
of foreign operating companies,” 
Brown said in report to IPAA Pres- 
ident Charlton H. Lyons. 


Chapman stated that all agree that 
present productive capacity of do- 
mestic industry is not adequate to 
meet demands that would be called 
for in event of all-out war, Brown 
recalled, adding: 

“He then made the unequivocal ar- 
gument that it is completely inac- 
curate to attribute this situation to 
any of the activities of the com- 
panies engaged in international op- 
erations. The secretary went fur- 
ther and stated unqualifiedly that 


during the past 10 years the avail- 
ability of pipe has been the sole lim- 
iting factor on the expansion of pro- 
ductive capacity of the domestic in- 
dustry.” 

Latter argument, disregarding all 
other economic factors, “is obvious- 
ly erroneous,” Brown asserted. 

“The whole effect of the ietter to 
the attorney general seems to be 
an effort to defend the companies 
engaged in the international oil 
trade,” Brown said. 

A lengthy editorial in Cleveland 
Plain Dealer which reviewed history 
of “international oil cartel’ case 
from the beginning down to 90-day 
delay granted in criminal proceed- 
ings against the oil companies called 
for “a thorough reorganization of 
the Federal Trade Commission.” 

“This agency should be made to 
serve the original purposes for which 
it was created—to protect the public 
by helping to improve business prac- 
tices—instead of engaging in the 
harassment of big business and po- 
litical demagoguery,” editorial as- 
serted. 

Regarding the “cartel” case itself, 
the Plain Dealer said that “a thor- 
ough study of the situation should 
convince (Attorney General) Brown- 
ell that the investigation should be 
dropped.” As to alleged over- 
charges to Marshall Plan countries 
by some oil companies, another 
charge made by FTC, the newspaper 
suggested that “such amounts shouid 
be recovered by negotiation or civil 
suits.” 


Spingarn Seeks TV Debate 
With Standard’s Wilson 


NPN News Bureau 
WASHINGTON — Federal Trade 
Commissioner Stephen J. Spingarn 
has challenged Robert E. Wilson, 
Standard Oil Co. (Indiana) board 
chairman, to a television and radio 
debate over Mr. Wilson’s recent ar- 
ticle in Saturday Evening Post. 


Mr. Wilson’s article contended that 
FTC had largely degenerated into 
an antibusiness propaganda machine. 

Mr. Spingarn said Robert Wilson’s 
charges were blatantly untrue and 
“perversion of truth.” 

Mr. Spingarn said the moderator 
of “American Forum of Air,” Sun- 
day TV and radio program, had of- 
fered time for the proposed debate 
over “who is propagandizing whom.” 

The FTC commissioner, in a let- 
ter of challenge to Mr. Wilson, said 
he had written the Saturday Evening 
Post for equal space to reply to Mr. 
Wilson but had been refused, being 
told he could write a 400-word let- 
ter to editor and the magazine would 
use it. 
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PAD's Life Will Continue, 
Secretary McKay Believes 


NPN News Bureau 

WASHINGTON — Interior Secre- 
tary McKay told NPN Feb. 3 that 
he does not believe that the Petro- 
leum Administration for Defense falls 
into the category of emergency 
agencies which President Eisenhower 
intends to terminate and that PAD 
“will be around for some time.” 

Secretary McKay said he believes 
that oil will fall into critical field 
and that PAD will be extended, 
adding: 

“Of course, I don’t want to speak 
for the President and I will abide 
by any decision he makes. However, 
our whole economy functions on oil 
and it is especially important in the 
military field. 

“PAD has been doing a good job 
and has the confidence of the oil 
industry. I think it will be necessary 
to keep it active for some time.” 

Secretary McKay said, however, 
that the specific question of PAD’s 
status has not yet arisen in govern- 
ment planning, although the contents 
of the President’s address had been 
known to the Cabinet in advance. 

Mr. McKay testified before a closed 
session of House Interior Committee 
Feb. 3 on general topics facing the 
Interior Department. He told the 
committee that his nominations for 
undersecretaries are now at the 
White House and should be sent to 
the Senate very shortly. He declined 
to discuss them before that time but 
told the committee he believes it is 
essential to have a “new team” for 
Interior. He said that various lower 
department posts will be filled later. 

The Secretary reiterated to the 
committee his siding with states on 
the “tidelands” issue. 


House Group Asks McKay 
For Briefing on Oil 


NPN News Bureau 
WASHINGTON—PAD officials saw 
nothing too significant in a request 
from Chairman Wolverton (R., N. J.) 
of House Commerce Committee that 
Interior Secretary McKay testify be- 
fore the committee this month, along 
with top officials of PAD and In- 
terior’s Oil and Gas Division. 

The feeling was that Mr. Wolver- 
ton had no other purpose in calling 
the hearing than to have the com- 
mittee briefed on the oi] outlook and 
operations of oil agencies. The meet- 
ing apparently would be along the 
lines of the “acquaintance” session 
held by the Committee two years ago. 

PAD was notified of the upcom- 
ing hearing a few weeks ago and 
has been preparing various charts 
and exhibits on its organization and 
operations, an agency official said. 

Mr. Wolverton wants to be filled 
in on such things as: world wide de- 
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mand-supply outlook, reserve produc- 
tive and refining capacity, signific- 
ance of oil imports, synthetic fuels 
development, plus availability of vital 
materials. 

The Commerce Committee interest 
in oil operations is a part of the gen- 
eral look being taken at all agencies 
under the committee’s jurisdiction— 
such as Federal Trade Commission, 
Federal Power Commission, Mutual 
Security Agency, etc. Interior and 
PAD representatives are slated to ap- 
pear starting Feb. 17. 


European Refineries 
Shut Down by Floods 


LONDON—(Reuters)—-Flood dam- 
age to oil refineries in the Thames 
estuary following last week end’s 
storm is generally acknowledged to 
have been extensive, but until the 
waters subside it will be impossible 
to estimate the damage. 

Among the casualties was the 
Coryton refinery of the Vacuum Oil 
Co., which started to deliver finished 
products for the first time only last 
week. It was flooded to a depth of 
three feet and production now may 
be held up for several weeks. 

In Holland, the Royal Dutch Shell 
refinery at Pernis is expected to be 
shut down for at least two weeks and 
the commissioning date of Anglo- 
Iranian’s new Isle of Grain refinery, 
which was expected to be in full pro- 
duction by summer, has been post- 
poned. 


Rail Fuel Oil Use Drops 


NPN News Bureau 
WASHINGTON—tThe nation’s rail- 
roads used almost 13 million bbls. less 
fuel oil in the first 10 months of 1952 
than during the same period of 195'1, 
report by the Interstate Commerce 
Commission shows, There was a sub- 
stantial rise in Diesel oil use over the 
same period. 

Effect of the railroads’ Dieselization 
programs on fuel oil use was further 
demonstrated by the following annual 
fuel oil totals (in millions of bbls.): 
1945, 112; 1946, 96.4; 1950, 60.4; 1951, 
54.4; first 10 months 1951, 46.4; first 
10 months 1952, 33.4. 

On other hand, the rise in Diesel oil 
use was (in millions of gals.): 1945, 
454.4; 1946, 559.1; 1950, 1,979; 1951, 
2,462; first 10 months 1951, 2,012; 
first 10 months 1952, 2,332. 


Marketer Named to NPC 


NPN News Bureau 
WASHINGTON — Interior Secre- 
tary Douglas B. McKay has named 
Wesley E. Downing to National Pe- 
troleum Council. He is the new presi- 
dent of Independent Oil Men’s Assn. 
of New England and replaces former 
president, Horace F. Davenport, on 
NPC. 


_ API's Bartlett to Hear 


Texas Consignee Problems 
NPN News Bureau 

HOUSTON—C. D. Daniel, president 
of the Petroleum Marketers Assn. of 
Texas, has received a wire from R. M. 
Bartlett, API vice president for the 
Division of Marketing, in which Mr. 
Bartlett said he will be in Houston 
around the middle of February to 
discuss consignee marketing problems 
in Texas. 

The Texas group requested a meet- 
ing several weeks ago with API's 
Jobber Advisory Subcommittee, fol- 
lowing the completion of a survey of 
members concerning their market- 
ing troubles. Mr. Bartlett was then 
chairman of the subcommittee and 
replied at that time that he was not 
sure the consignee problems could be 
considered by the subcommittee. 
However, he agreed to visit Texas 
and talk over the matter. 

Mr. Daniel said Feb. 3 that the 
association will have its liaison com- 
mittee ready to meet with Mr. Bart- 
lett when he arrives, sometime be- 
tween Feb. 10 and 20 in Houston. 


Gas Sales Show Gain 


NPN News Bureau 
WASHINGTON—Operating reven- 
ues of natural gas companies are con- 
tinuing to make gains, a Federal 
Power Commission report shows. For 
12 months ended Nov. 30, 1952, reven- 
ues of reporting companies are $1.8 
billion—a rise of 15.9% over the pre- 
vious 12 months. Gas sales to ultimate 
consumers in November were 220 bil- 
lion cubic feet—an increase of 10.6% 
over November, 1951. 
Sales to residential, commercial 
and industrial consumers increased 
5.4%, 29% and 13.5%, respectively. 


Defense Orders 
For Oil Industry 


(Issued Jan, 27-Feb. 2, inclusive) 

This description of oil defense orgers pro- 
vides a weekly summary of govern nt regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think we have omitted @ regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oj] upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year's service, pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA -— Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB - 
Wage Stabilization Board; OPS Office of 
Price Stabilization. 


List of Orders 


1CC— Interstate Commerce Commission 
Part 95, Service Order 873, Amdt 4-- 
Control of Tank Cars; Appointment of Agent 


What Orders Do 
Interstate Commerce Commission 


TANK CARS—Amat. 4 to SO. 873-—Extends 
expiration date of this order to 11:59 p.m 
4/15/53 
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Driver Hailed as Hero 
In Transport Blast 


UTICA, N. Y.-The driver of a 
4,800-gal. tractor trailer which over- 
turned with a full load of premium 
gasoline and set fire to seven dwell- 
ings in Little Falls, N. Y., west of 
here on Route 5, last week was cred- 
ited with saving the lives of 13 fam- 
ilies affected. 

Residents of the neighborhood said 
a “terrific explosion” occurred when 
the transport skidded on an icy in- 
cline, jackknifed and upset about 
2:15 a.m. However, the driver, Rob- 
ert Michael, employed by the Web- 
aco Oil Co., Webster, N. Y., escaped 
unhurt from his cab, and aroused 
every one of the occupants of the 
dwellings by banging on doors and 
windows. 

._They fled to safety out back doors 
in their nightclothes, while flames ate 
at the front of their homes and swept 
“quarter of a mile” down the resi- 
dential street on a stream of gaso- 
line, according to Fire Chief Abram 
Swartz of Little Falls. 

Four of the dwellings were de- 
stroyed, the interior of a six-family 
apartment building was ruined and 
two other dwellings, including a two- 
family unit, were badly damaged, 
Chief Swartz said. In addition, he 
added, four garages behind residences 
burned, as did automobiles in one of 
the garages and another in an alley. 

The fires were under control with- 
in an hour and a half after Little 
Falls firemen reached the scene. 

Praise for the driver and his alert- 
ness on behalf of residents of the 
stricken houses came from both the 
police chief of Little Falls and a Red 
Cross unit representative whose serv- 
ices were offered the dispossessed 
families, according to G. Fred Wolt- 
ers, office manager for Webaco Oil. 

The Red Cross representative told 
him, he said, that feeling of Little 
Falls residents toward the driver was 
“very good.” About 25 years old, and 
a resident of Rochester, Michael has 
been employed by Webaco a com- 
paratively short time, but is an ex- 
perienced transport driver and “one 
of our best,” according to Wolters. 

Frank D. Bertch is general man- 
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ager of Webaco, an Esco Standard 
distributor. 

Michael was returning to Webster 
from the Esso terminal at Albany, 
N. Y., at the time of the accident. 


He was entering Little Falls, and 
ice on the pavement prevented his 
slowing the transport as it headed 
into the curve on a downgrade. 


Michael tried to steer his vehicle 
into a street giving almost straight- 
away egress from the highway, but 
it jackknifed and overturned, ac- 
cording to Fire Chief Swartz. 


The vehicle evidently struck a 
spark from the sidewalk on upset- 
ting, touching off the explosion. 


Variety of Gasoline Brands 
Sought for New York Thruway 


ALBANY— Distinction of being the 
first toll road authority to declare 
for gasoline brand competition in its 
program belongs to New York State 
Thruway Authority. 


That body means to provide “as 
many (brands) as is feasible’ on the 
more-than-500-mile toll road it is 
building, its chairman, Bertram D. 
Tallamy, said in a report which went 
to Governor Dewey during last week- 
end. 


Authority still is “in the throes” of 
working out a plan incorporating 
a competitive principle, however, Hol- 
den Evans, executive assistant to Mr. 
Tallamy, said. And, he added, it may 
by three months before a detailed 
plan can be submitted to the author- 
ity’s board of directors for decision. 

In report to governor, Mr. Tallamy 
said: 


“It has been generally agreed that 
all of these services—gasoline, auto 
servicing, garage facilities and eating 
establishments—should be included in 
specific areas spaced at regular in- 
tervals. Studies are presently being 
made to determine the number of such 
areas and their proper location so 
that they can best serve the motoring 
public. 


“On the basis of the studies (of 
more than a year) completed so far, 
it appears desirable that the motorist 
be offered a choice ‘of brands of gaso- 
line. 

“Motorists accustomed to using one 
brand steadily are reluctant to use 
another. Moreover, in recent years, 
increasing use has been made of 
credit privileges extended by the gaso- 
line companies. It is inconvenient for 
the car or truck operator to be forced 
to use a brand which is not covered 
by his credit card. 


“There are, of course, practical lim- 
its to the number of brands that can 
be made available, but the authority 
proposes to provide as many as is 
feasible.” 


Texas-East Products Line 
Opposed by Barge Operators 
NPN News Bureau 

NEW YORK-—bBarge operators 
opposing a proposed products pipe 
line from Beaumont, Tex. to Newark, 
N. J., have filed motion in Federal 
District Court here to require the 
United States Pipe Line Co. to pro- 
duce all contracts and solicitations to 
shippers, plus all representations 
made to the Justice Department, 
PAD ,and other government agen- 
cies. 


Earlier, barge operators filed a 
suit in the same court to prevent 
the pipe line from utilizing five-year 
“guaranteed tender contracts” that 
operators charged would “injure com- 
petitive position” of refiners and mar- 
keters, as well as barge operators. 


New motion was filed jointly by 
River Co., Inc., New Orleans; Chotin 
Towing Corp., New Orleans; Com- 
mercial Petroleum & Transport Co., 
Houston, and Greenville Towing Co., 
Inc., Greenville, Miss. 

They charged they had been un- 
successful in previous efforts to ob- 
tain such information voluntarily 
from company or from government 
agencies, They also declared: 


“We are attacking the legality 
under the antitrust laws of the pipe 
line scheme of guaranteed tender 
contracts tying up for a protracted 
five-year period potential shippers of 
gasoline and other clean petroleum 
products. This discriminatory 
rate structure which also violates the 
Interstate Commerce Act is being 
used to forge a monopoly in restraint 
of trade in transportation of 
these petroleum products from Gulf 
refineries to Mississippi and Ohio 
River ports. 

“.., The proposed contracts 
would tie up the overwhelming bulk 
of that transportation and exclude 
the barge operators from that busi- 
ness.” 


Strike Hits Sonneborn Plant 


PITTSBURGH — All hourly paid 
employes of L. Sonneborn Sons’ Pe- 
trolia, Pa., refinery have been on 
strike since midnight Jan. 30. They 
are members of the United Mine 
Workers Local 50, which called them 
out coincident with expiration of con- 
tract. 

Negotiations had been going on for 
some time, with question of wages 
presumably at least involved if not 
a single issue. Sources with direct 
knowledge of the dispute were not 
available at NPN press time. 

The plant is one of the large white 
oil and petrolatum refineries of the 
world. Its principal products include 
also microcrystalline wax and pe- 
troleum sulfonates. 
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Lube Man Says Additives Are Useful; 
Disagrees with Report NPN Published 


A few weeks ago (Jan. 21, p. 75) 
NPN recognized the difference of 
opinion existing as to the actual 
value or usefulness of crankcase 
oil additives. In that connection 
was published the report of the 
lubrication chief of a nationally 
known oil company, based on 
laboratory tests of so-called oil 
additives. 


Initially, the response of readers 
to the article indicated a complete 
lack of disagreement with the re- 
port. In fact, complete endorse- 


ment might be implied from the 
fact that at NPN press time this 
week, several thousand reprints of 
the article had been ordered by 
oil companies. 


However, Tuesday (Feb. 3), the 
first dissenting note was heard and 
NPN publishes herewith a letter 
written by F. J. Phillippbar, Jour- 
nal Oil Co., Bradford, Pa. 


+ * ” 


I don’t know why you would print 
an article such as “Are Motor Oil 
Additives Useful?” Was it because 
you really believed it? Was it be- 
cause you needed something to fil] up 
space? Was it because you wanted 
to start a controversy which would 
cause reader -participation? 


The article represents a _ very 
prejudiced opinion which, when given 
nationwide publicity, in all probability 
does an injustice to the manufacturer 
and user of these products and also 
makes a recording for misguidance 
now and in the future. 


It is one thing for a technical rep- 
resentative to write such an article 
for the purpose of directing service 
plans and policy within his own com- 
pany for the purpose of combating 
widespread use or sale of additive 
products not marketed by his com- 
pany. 


It is quite another matter for pub- 
lication of this as being the status 
of the usefulness and acceptance by 
the trade. 


Certainly you don’t believe this 
“multi-million dollar a year business” 
which has been built up over the 
years has been built entirely on “dope 
and patent medicine.” 


As a lubricants compounder who 
makes no additives, sells no additives 
and buys and uses only those addi- 
tives customarily bought and used by 
compounders, I am most interested 
in engine service as can best be se- 
cured by proper compounding. Even 
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through the eyes of such a com- 
pounder I cannot possibly agree that 
the true situation has been recorded 
or that it contains information that 
will be of any great advantage to 
those interested in this subject. 


The motor oil supplier usually 
tries to make a line of motor oils 
which will give satisfactory service 
and protection for all but the ex- 
ceptional engine, in exceptional serv- 
ice, for exceptional fuel or for excep- 
tional climate. 

If it were a fact that present mo- 
tor oils when used under all condi- 
tions gave results approaching per- 
fection, then a conclusion would be 
warranted to the effect that the use 
of any additional materials would be 
a waste of money. 


Oil companies do have service or 
complaint departments because there 
are more than rare instances of rela- 
tively poor performance. 


We must all agree there are such 
problems as sludge, lacquer, carbon, 
wear, corrosion, hard starting, etc. 


We can expect these oil customer 
engine operators who have these 
problems to look for improvement 
from us or others. 


Some may try to secure improve- 
ment by changing to another brand 
of oil. Others may try through 
changes in servicing schedule. Others 
may try mechanical improvement or 
mechanical gadgets. Many may turn 
to additives which usually are avail- 
able at the place of oil servicing 
and which offer the simplest means 
of improvement. 

The important point is that if no 
service problem exists then the use 
of additives would be of questionable 
value. 

The majority of engines in the ma- 
jority of services using the majority 
of oils do not need additional addi- 
tive materials and in keeping with 
this thought, the majority of engine 
operators probably do not regularly 
buy them. 

It would be only normal for the 
engine builder to take a similar nor- 
mal attitude to the effect that in the 
majority of instances his engine re- 
quires nothing that cannot be secured 
from the majority of motor oils. 


His own practices in many in- 
stances show his recognition of con- 
ditions other than normal. Some en- 
gine builders insist on the use of fac- 
tory break-in oil (light-bodied high 
oiliness oil) for the original fill. Who 
would say that additional benefits, 
even though diminishing, could not 
be secured by continuing the use of 


high oiliness oil for a more complete 
break-in period, say around 5,000 
miles. 


While, as in the article, cams can 
well be cited as a point of high mo- 
mentary pressure, the lack of exces- 
sive wear at that point cannot be 
used as the sole criterion as to 
whether or not the lubricant pos- 
sessed adequate protective qualities 
for all the other engine parts. Wear, 
in connection with lubrication, never 
was the result of pressure alone, so 
let’s not pay attention to the parts 
that don’t wear and pay some atten- 
tion to those that do. 


Winter, cold engines with hard 
starting, corrosion, wear and sludge 
and short trip service frequently re- 
sult in trouble. The use of the proper 
motor oil additives is one of the sim- 
ple means of securing improvement. 


Until the last year or so, the car 
manufacturers recommended adding 
kerosine to SAE 10W motor oils for 
improved sub-zero starting. This ad- 
dition of kerosine resolves itself into 
the use of additive materials regard- 
less of whether the kerosine came out 
of a drum, high-boy or was packaged. 
The purpose in using kerosine was 
that of thinning the motor oil to se- 
cure easier starting. There can be 
no doubt as to the ability of the 
kerosine addition to secure this re- 
sult. 


There are some products other than 
kerosine capable of giving similar re- 
sults. Some of these thinning mate- 
rials are the aromatic solvents which 
also have good solvency for sludge 
and lacquer. 


Your article refers to the prin- 
cipal usefulness of additives as being 
for the improvement of oiliness and 
detergency. Most of the additives I 
have been acquainted with have been 
principally light oils capable of thin- 
ning the motor oil for easier winter 
starting (yes, even when used in the 
summer) and which have good sol- 
vency for the removal of lacquer 
and sludge. Various other materials 
may be contained for the purpose 
of giving additional protection against 
wear and corrosion. 


It would not be at all unreasonable 
to expect to secure a packaged ad- 
ditive that would thin the moter oil, 
thus giving easier winter starting in 
one engine; remove lacquer and 
sludge in another; reduce wear and 
corrosion in another engine; free 
rings and valves in another engine— 
all of these from the same brand 
of packaged additive. 


It would be expecting too much to 
expect this to work every time in 
every engine in every condition. Here 
again it would depend upon the en- 
gine and its condition, the type of de- 
posit and whether or not the addi- 
tive could be applied in such a way 
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and used in such proportions as to be 
able to accomplish its purpose. 


None of us like to hear, or read, 
unjustified claims either for, or as 
in this instance, against a product or 
type of product. Some of the claims 
advertised for these additives do 
seem very far-fetched. They are 
seldom specific as to how or why the 
expected results should be secured. 
Neither do they contain any word 
of caution or show their limitations. 
However, this doesn’t seem to be jus- 
tification for retaliatory condemna- 
tion. 


Certainly the majority of engines 
do not need to use additive materials 
regularly, but the possible advantages 
to be secured in some _ instances 
should be readily accepted. Conclu- 
sions to the effect that they have 
no merit seems improper and the 
publication of such conclusions prob- 
ably does a grave injustice to the 
manufacturer and user of these prod- 
ucts. 


If you had used the same space 
in an effort to show why and when 
additive materials could ‘be used to 
advantage, you would have served 
a much more useful and constructive 
purpose. 

I hope that you get enough re- 
plies of this kind to show you that a 
reporting error has been made and 
that you try to offset this by pub- 
lishing something of a constructive 
nature. 


Crude, Products Stocks 
Continue to Climb 


NPN News Bureau 
WASHINGTON—Petroleum stocks 
of Nov. 30, 1952, were 37.4 million 
bbls. higher than on same day of the 
year before, Bureau of Mines re- 
ported. The increase includes a gain 
of 6.8 million bbls. in total crude 
stocks and 30.6 million bbls. in prod- 
uct stocks. 


Bureau said these figures indicate 
that crude supply has been in excess 
of requirements and that the seasonal 
rate of refinery operations has been 
substantially above requirements in 
the last quarter of 1952. Since this 
trend is expected to continue in the 
first quarter of 1953, the Bureau said, 
it is likely there will be a material 
decline in amount of crude oil run to 
stills late in the first quarter or early 
in the second quarter. 


Total demand for the last quarter 
1952 was estimated at 8,260,000 b/d— 
a gain of about 4% over the same 
period in 1951. Total demand in Octo- 
ber was 7% higher than in the same 
1951 month, but in November dropped 
to about 1% below November, 1951. 
However, it is estimated that in De- 
cember, 1952, it was about 6% higher 
than in December, 1951. 


The amount of domestic crude pe- 
troleum that will be consumed or ex- 
ported in February will be 6,420,000 





Report Gives Product Breakdown of Barge Shipments 


NPN News Bureau 
WASHINGTON—A summary of 
domestic and foreign waterborne 
commerce for 1951 by the Army 
Board of Engineers shows that 
barges moved as high as 52.5% of all 
residual fuel oil, including bunker oil, 
in comparison with oil movements 
to terminals by all other transporta- 
tion. 


Amounts of other oil items carried 


by barges were: Gas oil and dis- 
tillate fuel oil, 36%; crude oil, 37.5%; 
motor fuel and gasoline, including 
blending agents or antiknock com- 
pounds, 42.1%; kerosine, 32%; lube 
oils and greases, 34.9%; petroleum 
asphalt, 34.3%; natural gasoline, 
41.1%. 

The following table shows the 
character of movements and totals 
in thousands of short tons: 


b/d compared with 6,446,000 b/d fore- 
cast for January, Bureau of Mines 
predicted. 

The forecast includes estimates of 
total gasoline demand of 85 million 
bbls. in February, gasoline yield of 
42.6% and total crude runs of 6.940,- 
000 b/d. 


Tide Water’s Graves 
To Retire April 30 


NPN News Bureau 
NEW YORK—B. I. Graves, vice 
president, chairman of the operating 
committee of the eastern division, and 
a director of Tide Water Associated 
Oil Co., is retiring April 30, after 
more than 40 years of service. 
He plans to work as a consultant, 
with offices in New York and Cali- 
fornia. 


New Lubricants, Bearings 
Used in Smaller Motors 


NPN News Bureau 

WASHINGTON—A joint Navy- 
industry research project covering 
five years has resulted in new de- 
velopments in lubricants and bear- 
ings which make possible reduced- 
size electrical motors operating 
around 200 deg. C. against earlier 
80 deg. C., which utilize silicone- 
glass insulation, according to Office 
of Technical Services. 

The best lubricants and best de- 
sign of ball bearings to use for high- 
er operating temperatures are de- 
scribed in the research report. 

“PB 111015, High-Temperature Lu- 
brication of Electric Motor Ball 
Bearings,” 84 pages including tables, 
graphs and photographs, sells for 
$2.25 mimeograph copy. Orders 
should be addressed to Office of 
Technical Services, U. S. Department 
of Commerce, Washington 25, D. C., 
accompanied by check or money or- 
der payable to Treasurer of the 
United States. 





Barge Movements of Oil Products on U. S. Waterways in 1951 


Gas oil and distillate fuel......... 
Crude petroleum .......6.-..++5-- 111,164 


Motor fuel and gasoline........... 2,304 
(*)Motor fuel and gasoline ....... 74,127 
|. BELT TLL ee 12,001 
(**)Residual fuel of] ............. 62,893 
Lubricating ofl and greases....... 4,607 
Petroleum asphalt ..........ss05.. 2,195 
Petroleum coke .......-.6eeseeeuee 597 
Petroleum products (not elsewhere 
CIMBTIMOD). 2 cece ceccccccccccts 7,812 


Imports Exports Coastwise Lakewise Internal Intraport Local 
434 2,985 32,047 1,868 10,177 10,419 2,730 
33,952 pie 45,322 45 22,458 1,071 3,602 
cesses 2, ey wane aime oahes otess 
ee ae 35,016 5,190 26,030 4,477 1,152 
5 833 6,931 242 3,199 466 318 
19,214 4,206 17,998 657 10,303 5,670 4,830 
(83 tons) —=§ ««--- 2,685 46 5 1,007 323 
4 215 990 2 272 227 69 
eeeee 495 ceese 102 sees eoone eseee 
817 520 4,535 6 860 739 335 
ara. 160 344 oses 217 seeee 


(*) Includes blending agents or antiknock compounds of petroleum origin. 


(**) Includes bunker oil. 


Definitions of terms used in table headings are: 


Imports and 


exports—Between U. 8S. and foreign ports, including Canal Zone. 
Coastwise—Carriage over ocean, Gulf of Mexico, or important arms of oceans or gulf; 


traffic between continental U. 8S. and territories and 


possessions; among territories and possessions; between Great Lakes and seacoast ports when carriage is over ocean. 
Lakewise— 


Between U. 8S. ports on Great Lak 


Internal—Entire movement on inland woteruen? or on both inland waterways and Great Lakes. 
Local—Within confines of port channel, except car ferry, general ferry and cargoes in transit. 
Intraport—Between several arms or channels of a port, 
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Gasoline Octane Ratings Rise in 1952 
As Car Compression Ratios Increase 


The impact of higher compression 
ratios and more powerful automo- 
bile engines is reflected in a study 
of what has happened to gasoline 
octane ratings during the last year. 

A comparison of Du Pont’s Janu- 
ary, 1953, survey with previous re- 
ports shows that the premium fuel 
sample with the highest octane rat- 
ing at the start of 1953 is only 0.2 
points above the high for a year ago. 
The significant factor, however, is 
not the slight change in the high for 


TABLE 2—Octane Ratings by Classification 


Jan 


° April 
1952 


1952 


28 27 
21 22 

0 0 
85.6 85.7 
Cateary, Alta. ets sae 
Baltimore 
Boston 


92.6 
Cleveland — : ex 


92.5 


duly 
1952 


32 

17 
0 

85.5 


92.7 


any one of the quarterly surveys, 
but rather in the number of premi- 
um fuels which are now included in 
the “92 and above” octane category. 
For example: 

In January, 1952, of 346 samples 
tested, 53 had a rating of 92 or 
above; in January of this year that 
number had soared to 133 out of 353 
samples. That represents an in- 
crease of 151% in “92 and above” 
samples over a year ago. The num- 
ber of samples in the 90 to 92 cate- 


Oct 


° Jan. 
1952 


Octane Ratings 
1953 : 
34 38 
16 12 Below 80 ... 
0 0 $ 
El Paso .... 
Salt Lake City 
High: 
Baltimore 
Cleveland ... 
Boston 
New York . 


86.0 er 
ae 86.6 


92.7 


Columbus, Giles sare: 


gory has dropped only slightly 
8.5% —while the number of samples 
under 90 has dropped 76%. 


TABLE 1 
Premium Breakdown 


Number of Samples 
April duly Oct. 
19562 1952 1952 
67 75 100 
135 157 158 
149 120 95 


dan. 
1953 
133 
140 
st) 


Jan. 
1952 
53 
152 
141 


Octane 

92 & Above. 
90-92 ...... 
Below 90 .. 


Briefly, the entire premium octane 
picture reflects the trend toward the 
90 octane and higher gasoline in the 
premium class to power today’s 
more powerful cars. 

The same picture is reflected in 
the average octane ratings for pre- 
mium by city (Table 2). This Jan- 
uary there were 38 cities where 


(Research) 


April 
1952 


Jan. 
1952 


13 
34 
2 


77.3 
86.7 


86.7 


3—Gasoline Octane Ratings and TEL Content in 50 Cities 
In U. S. and Canade—January, 1953 








City 
Aberdeen, South Dakota ........ 
Amarillo, Texas ée's 
as ED oS «0.609 48 00 60 dbs 
Bakersfield, California ére rae 
Baltimore, Maryland ...... 
Boston, Massachusetts 
Calgary, Alberta ......... 
Casper, Wyoming ............... 
Charlotte, North Carolina ...... 
Chicago, Illinois wre ry Torr r ye 
Cincinnati, Ohio 
Cleveland, Ohio 
ee RL ree rr 
Corpus Christi, Texas 
Dallas—Fort Worth, Texas ...... 
Denver, Colorado .......... 
Detroit, Michigan 
Edmonton, Alberta ........... 
a Re eee 
Great Falls—Billings, Montana... 
Houston, Texas 
Indianapolis, Indiana 
Jacksonville, Florida 
Kansas City, Missouri 
Little Rock, Arkansas 
Los Angeles, California 
Louisville, Kentucky 


caeeovrovcey, DPHOOCBMSs 
PAS SOP SE SONSNPNSr Os 





Milwaukee, Wisconsin sted tdie 
Minneapolis, Minnesota ....... 
Montreal, Quebec ............ 
Nashville, Tennessee 

New Orleans, Louisiana ......... 
New York, N. Y. (Metropi. Area) 
Omaha, Nebraska bb § odleenin ake 
Philadelphia, Pennsylvania ...... 
Pittsburgh, Pennsylvania 

St. Louis, Missouri . 

Salt Lake City, Utah 

San Francisco, California 
Seattle, Washington ............ 
Shreveport, Louisiana 

Spokane, Washington 

Toronto, Ontario 

Tulsa, Oklahoma 

Vancouver, British Columbia .... 
Wichita, Kansas ................ 
Winnipeg, Manitoba 
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samples averaged 90 octanes or high- 
er, while a year ago there were only 
28 cities. 

The picture for regular grade fuel 
presents a similar pattern—20 cities 
averaging 85 octane or higher as 
compared with 12 a year ago (Table 
2). And in the below 80 category, 
this month there was only one, while 
a year ago there were three. 

The over-all comparison for the 
last three surveys and January of 
1952 is shown in Tabie 3. 

Tables 4 and 5 present the picture 
of how octane ratings and tetra- 
ethyl lead content have been chang- 
ing during the past year. It is sig- 
ificant to note that while octane rat- 
ings for both regular and premium 
have been rising, there were more 
samples which indicated a decrease 
in TEL content than there were with 
increased TEL content (Table 5). 


TABLE 4 
Change in Octane Rating 
Jan.- April- — Oct.- 


April duly b dan. 
Change 1952 1952 1952 1953 
Premium: 
Increased .... 20 35 35 34 
Decreased ... 26 13 12 12 
No Change... 3 2 2 4 
Regular: 
Increased .... 19 29 37 32 
Decreased ... 27 18 & 11 
No Change... 3 2 4 7 
TABLE 5 


Change in TEL Content 
dan.- Abpril- —_ Oct.- 


April duly dan. 
Change 1952 1952 1952 1953 
Premium: 
Increased .... 37 42 25 9 
Decreased ... 11 5 22 41 
No Change .. 1 2 2 0 
lar: 
Increased .. 34 49 32 12 
Decreased ... 14 0 15 37 
No Change .. 1 0 2 1 


Survey Shows Huge Gains 
For Heating Oil, Gas 


NPN News Bureau 

WASHINGTON — Leap-frog gains 
in the use of fuel oil and gas for 
heating residences and commercial 
buildings compared with a sharp de- 
cline of coal for that purpose was 
strikingly shown in Bureau of Mines 
survey covering the years from 1935 
through 1951. 

In 1935, the survey shows, solid 
fuels furnished more than 80% of 
heat, while oil and gas supplied only 
19%. 

In 1951, solid fuels had dropped to 
43% while oil and gas had shot up 
to almost 54%. (Electricity accounted 
for the remaining 3%). 

A breakdown between fuel oil and 
gas shows this: In 1935, all grades 
of fuel oil provided less than 10% of 
heat used in heating residential and 
commercial buildings, but oil’s share 
in 1951 had increased to more than 
25%. 

At the same time, all gases—nat- 
ural, manufactured and liquefied pe- 
troleum—rose from about 9% in 1935 
to more than 25% in 1951. 


Thus fuel oil and gas ran neck-and- 
neck in the race for fuel leadership. 
Oil slumped somewhat during the 
war because of rationing, but gained 
rapidly in postwar years. Building of 
long-distance pipe lines helped boost 
both oil and gas use. 

Quantitywise, fuel oil jumped from 
98 million bbls. in 1935 to more than 
428 million bbls. in 1951. The num- 
ber of oil burners increased to more 
than 5.7 million, compared with 
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HEMMED IN by county and state rights of way, S. M. Phillips (left) was unable to 
build a station larger than a two-pump outlet. So he and an architect designed this 


layout on a 25’ x 45’ lot next to his home in Anderson; Calif. 
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slightly more than one million in 
1935. 

Use of electricity for space heating 
more than tripled, rising from under 
1% to 3.3%. 

A copy of statistical survey, first 
of its kind made by the Bureau of 
Mines, may be obtained free by writ- 
ing Publications Distribution Section, 
Bureau of Mines, 4800 Forbes St., 
Pittsburgh 13, Pa. Ask for Circular 
7657, “Fuels Consumed for Residen- 
tial and Commercial Space Heating, 
1935-51.” 


Weather Continues Mild 
In Three Heating Areas 


NPN News Bureau 
CLEVELAND — For the second 
week the East Coast, Midwest and 
West Coast-Rocky Mt. areas regis- 
tered warmer than either normal or 
last year in NPN’s degree day re- 
port. 
This is the eighth week that the 
Midwest and West Coast-Rocky Mt. 
areas have been warmer than normal 
or last year. The Southeast area 
registered colder than last year but 
warmer than normal, for the Sept. 
1-Jan. 31 portion of the heating 
season. 
Degree Day Summary 


Season Sept. i-Jan. 31 


Week 
dan. 25- 
1952- 1951- Nor- Jan.31, 
East Coast 53 52 mal 1953 
a), Se 2856 2959 3199 220 
New York ....... 2492 2574 2884 203 
Philadelphia ..... 2376 2407 2661 193 
Washingtont ..... 2372 2273 2648 175 
Average ....... 2524 2553 2848 198 
Midwest 
pe Tee 3350 3772 3665 271 
Cleveland ....... 2861 3115 3380 229 
Detroit? ......... 3291 3574 3602 257 
Minneapolist .« 4431 5053 4603 344 
Omahat ......... 3705 4129 3601 238 
St. Louis ........ 267 2794 2734 166 
Average ....... 3369 3770 3598 251 
Southeast 
Birmingham, Ala.t 1752 1507 1840 101 
Charieston, 8. C.. 1100 933 1132 RS 
Nashville, Tenn.t. 2198 2135 2195 128 
Raleigh, N. C. .. 1823 1706 1961 147 
Average ....... 1718 1570 1782 116 
West Coast—Rocky Mt. 
San Francisco ... 1332 1408 1333 69 
Seattle .......... 2050% 2512 2577 134 
Denvert ......... 3174 3486 3344 155 
Average ....... 2185 2469 2418 119 
Month of January 
East Coast 1953 1952 Normal 
BES © ccccvseoous 930 997 1108 
New York ......... 832 880 1028 
Philadelphia ...... 799 817 962 
Washingtont ....... 747 747 928 
Average iw toe 860 1007 
Midwest 
Chicagot goccess SS 1163 1262 
Cleveland .......... 929 975 1147 
Detroit? ....++.«++- 1062 1098 1230 
Minneapolist ....... 1488 1629 1597 
GMRONOT 2cccccccese 1243 1320 1280 
St. Louis ......... 891 701 855 
Average ........-. 1119 1148 1229 
Southeast 
Birmingham, Ala.t. 478 422 689 
Charleston, 8. C. .. 350 291 443 
Nashville, Tenn.t .. 609 636 788 
Raleigh, N. C, ..... 520 517 699 
AVOPERO occccces. 489 467 655 
West Coast—Rocky Mt. 
San Francisco .... 324 519 465 
Seattle .........-.. 642 175 765 
Denmvert ......+-«++ 781 927 1098 


Average .......-. 549 740 776 


Degree days are on 65 deg. F. basis. 

+Readings at airport office. Readings in 
other cities taken at downtown (city) offices. 

tIncludes weather bureau correction. 
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1953 OFFICERS of the Kansas Oil Men’s Assn., include J. J. Schroeder, of Goodland (seated left), vice president; Ed Funk of 


Standing, left to right, C. E. Holmes, executive secretary of the oil marketing group; 
Elsie Martin, treasurer; Lyle Killion of Wichita, chairman of 1953 convention committee; and Ray DuRoss of Wichita, retir- 


Concordia, Kans., (seated right) president; 


ing president 


Kansans Hit FTC Ruling in Detroit 
Case as Blow to Free Competition 


By LEONARD CASTLE 
NPN Midwest Editor 


WICHITA — Kansas jobbers last 
week denounced the most recent rul- 
ing of the Federal Trade Commis- 
sion in the Standard Oil Detroit case 
as a move to destroy “one of the 
fundamental rights of our system of 
free competition.” 

A resolution adopted at the 38th 
annual convention of the Kansas Oii 
Men’s Assn. Jan. 27-28, declared: 

“It is the very essence of competi- 
tion that a seller have the right to 
lower his price in order to meet the 
equally low price offered by a com- 
petitor.” 

The convention also heard speeches 
by L. T. White, manager of business 
research and education for Cities 
Service Petroleum; Leo W. Weimeth 
of Shamrock Oil & Gas Corp.; R. A. 
Kent of Salina, who reported on ac- 
tivities of the National Oil Jobbers 
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Council; and Orville Roberts of Sin- 
clair Pipe Line. 

The resolution on the Detroit case 
asserted that Congress has express- 
ly recognized the right to meet com- 
petition in Section 2(b) of the Robin- 
con-Patman Act and the U. S. Su- 
preme Court has reaffirmed this 
right in its decision on the Detroit 
case. 

‘But,” the resolution said, “cer- 
tain special interest groups, who are 
opposed to competition, are current- 
ly waging a campaign to destroy the 
right to meet competition, either by 
new legislation or, more insidiously, 
by encouraging the FTC to warp the 
meaning of Section 2(b) in its en- 
forcement of the act.” 

The Kansas jobbers said they con- 
sider it their duty “to oppose this 
destruction of one of the funda- 
mental rights of our system of free 
competition.” 

They declared that “it should con- 


tinue to be an absolute defense to a 
charge of price discrimination that 
the seller lowered his price in good 
faith to meet the equally low price 
offered by a seller’s competitor.” 


Other resolutions adopted: 


1. Opposed any legislation “calling 
for government divorcement of func- 
tions of petroleum companies in any 
part of the oil business.” The reso- 
lution contended that agitation for 
divorcement “is the result of the 
completely unfounded belief that in- 
tegrated companies use profits from 

one function ... to subsidize 
losses in ... another’—and argued 
that “it is, essential to the preserva- 
tion of our economic freedom that 
those engaged in the oil industry be 
free to expand and to extend their 
operations into any and all branches 
of the industry.” 


2. Opposed any state laws which 
prevent competition in the sale of oil 
products on toll roads because they 
would discriminate against the small 
business segment of the industry. 

3. Called for Congress to exempt 
jobbers, under certain conditions, 
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New Directors Elected 


WICHITA—New directors of 
the Kansas Oil Men’s Assn. 
elected at last week’s conven- 
tion are: 

Ed Dumier, Dumler Oil Co., 
Russell; Dean Pittenger, Dow 
Dewey Oil Co., Wichita; Dean 
Spencer, Spencer Oil Co., Oak- 
ley, and Thomas Quigley, Serv- 
ice Oil Co., Colby. 

Re-elected to the board were 
E. D. Erickson, Erickson Oil 
Co., Lindsborg; L. B. Mohler, 
Home Service Oil Co., Arkan- 
sas City; Jim Scriven, Viola 
Oil Co., Abilene. 

Previously, the board of di- 
rectors had chosen Ed Funk of 
Funk & Young Oil Co., Con- 
cordia, president, and J. J. 
Schroeder of Tri-County Dis- 
tributors, Goodland, vice pres- 
ident. 











from provisions of the Wage-Hour 
law. 

4. Urged Congress to repeal the 
federal gasoline tax. 

5. Endorsed the Kansas Oil Indus- 
try Information Committee and ex- 
pressed appreciation for “the excel- 
lent work” OIIC has done. 


Public Education—Mr. White, dis- 
cussing the subject of “Solving Job- 
ber Problems,” said that jobbers 
should concern themselves with the 
task of educating the public as to 
their importance in the distribution 
system. There is strong evidence, he 
said, that a large segment of the 
public does not understand or ap- 
preciate the function of a petroleum 
jobber. 

This fact is pointed up by a sur- 
vey conducted the week before the 
convention by public opinion research 
experts from the Wichita Eagle. Mr. 
White explained that the Hagle poll- 
sters asked these three questions of 
a large cross section of consumers 
of gasoline, fuel oil, lubricants and 
TBA: 

1. Do you know by name a Wich- 
ita Independent jobber or whoie- 
saler? 

2. What services do Independent 
oil wholesalers render? . 

3. In your opinion, are ee 
ent oil wholesalers necessary? 

To say the least, the answers were 
startling to jobbers. 

Eighty-eight per cent of those in- 
terviewed did not know a Wichita 
jobber by name; 69% said they didn’t 
know what services jobbers per- 
formed, while 58% said they didn’t 
know whether oil wholesalers were 
necessary. 

On the basis of this survey, Mr. 
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White suggested that jobbers make 
every month “Consult the Public 
Month.” He predicted that “much 
good” will be accomplished during 
February’s “Consult Your Supplier 
Month” but observed that “consult- 
ing suppliers is easy; consulting the 
public is difficult—‘there’s so many 
of them.’” 

What Can Be Done—In educating 
the public as to their functions, Mr. 
White contended, they should say at 
every opportunity: 

“I am an Independent oil distrib- 
utor. 

“I bring petroleum products to 
Abilene, Hiawatha or Wichita (wher- 
ever you may operate). 

“I supply service stations, farmers, 
business accounts, factories and in- 
stitutions. 

“Through Independent distributors 
such as myself more than half of the 
petroleum products are brought to 
this community. 

“I am the proprietor of my busi- 
ness. 

“I guarantee satisfaction in the 
use of my products and services. 

“My home and heart are in this 
community. 


“As you patronize the Independ- 
ent oil marketers, distributors and 
their dealers you are strengthening 
and preserving the American system 
of private enterprise.” 

Mr. White declared that when the 
jobbers have established the worth 
of their work in the community, the 
public will respond with patronage 
which will solve most of the jobbers’ 
problems. 

Atom Won’t Replace Gasoline — 
Mr. Roberts, who lectures on atomic 
energy under sponsorship of the U. S. 
Atomic Energy Commission, told the 
jobbers that they need have no fears 
that atomic power will replace gas- 
oline in the operation of automo- 
biles. 

In the first place, he said, an 
atomic automobile is not structural- 
ly practical because it wouid require 
a lead shield weighing eight tons 
around the engine. 

Secondly, he explained, is the prob- 
lem of exhaust He pointed out that 
it would be extremely dangerous to 
all life—human, plant and animal— 
to have millions of cars spewing 
atomic radiation across the country- 
side. 





Buffalo Jobber Sells Out; Blames High Operating Costs 


BUFFALO, N. Y.—‘“The jobber to- 
day finds it impossible to go out and 
build a station and operate it at a 
profit on the margins given by the 
majors.” 

With this statement George K. 
Hambleton, until Jan. 26 owner and 
operator of the Hambleton Terminal 
Corp., explained the sale of his 42 
service stations and three terminals 
in western New York State to Gulf 
Oil Corp. 


Mr. Hambleton told NPN the job- 
ber’s position is very unfavorable un- 
der the present margin system. He 
stated that greatly increased invest- 
ment and maintenance costs made it 
extremely difficult to continue hold- 
ing his properties. 


Although the sale price of Mr. 
Hambleton’s extensive chain was re- 
ported at about $2.5 million, he stated 
emphatically that the actual figure 
was “nowhere around the $2,000,000 
figure.” In addition to the stations 
and the three terminals, whose stor- 
age capacity Mr. Hambleton said was 
“about 22,000,000 gals.,” several 
trucks were included in the trans- 
action. He said his plans for the 
future were “indefinite’’. 


The largest of the terminals is lo- 
cated in Buffalo and the other two 
are in Rochester and Ithaca, N. Y. 
The stations serve the Greater Buf- 
falo area and Niagara and Erie coun- 
ties. 


The Hambleton stations have ter- 


minated their contracts with the Cali- 
fornia Oil Co., under which they 
marketed Calso products. Gulf is com- 
pleting the change of identification 
signs and pumps and is restocking 
the stations. Gulf marketing officials 
said the new outlets, most of which 
are operated by dealers, will carry a 
complete Gulf TBA line and will honor 
Gulf credit cards. 

In addition Gulf will continue until 
further notice the profit-sharing cou- 
pon system conducted by the Hamble- 
ton stations. 

Mr. Hambleton entered the oil busi- 
ness upon leaving the Army Signal 
Corps at the close of World War I 
when he became associated with the 
former Suor Oil Corp. In that ca- 
pacity he worked for Edward J. Suor, 
who now is Buffalo district manager 
for the Gulf Corp. Mr. Hambleton 
later held various positions with the 
Tidewater Oil Sales Corp. and other 
oil companies before starting his own 
station chain. 


Shell Again Plans Refinery 
NPN News Bureau 

NEW YORK—Shell Oil Co. is re- 
activating plans to build a $75,000,000 
refinery in the Puget Sound area pro- 
vided that the Washington state law 
prohibiting land ownership by aliens 
is amended. 

Asked about the site and capacity 
of the proposed plant, the company 
said plans have not progressed that 
far. 
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Marketing Men at Top Can Help Oil Industry 


That the two new top executives of The Texas Co, have 
come up through the marketing department is an interest- 
ing point that may well be entitled to more than casual 
conjecture as to the possible effect on company public re- 
lations policy, as well as to any change in future market- 
ing policy. 

Public relations of oil companies is concerned far 
more with the industry’s final customers, the consumers 
of petroleum products, than with those mostly industry 
men who are contacted by oil producers, pipe liners, re- 
finers and the men from the marine departments. Yet 
the men most active in setting policy in most big com- 
panies and even for the whole oil industry, meaning the 
API and other associations, have been almost entirely 
from the producing end of the business with practically 
no experience in contacting the general public and try- 
ing to get it satisfied with both the industry’s products 
and its services. 

At Washington and before state legislatures and public 
bodies most of the talking for the oil industry has been 
by men from oil production. In almost every important 
industry activity when marketing men—whether from 
majors or Independents—have appeared, they have often 
been shushed off to some back seats if not even shoved 
out of the party entirely. 

The famous effort to write a code for the industry 
under “Iron Pants” Johnson’s Blue Buzzard Law at the 
start of the Roosevelt “revolution”, was seized on by 
men from oil production who despite their declarations 
of belief in “free enterprise,” promptly reached for the 
power in the Blue Buzzard law to sit and enforce gov- 
ernment prices not only for crude but for all products. 
True, the immediate problem was too much crude oil, but 
to watch the proceedings at Washington one would have 
thought that no one else in the oil industry had much 
interest in the frantic efforts of the oil producers to boss 
the whole industry. Then it was the marketing men 
who finally had to pay the penalty of indictment and trial 
for the “big conspiracy” which producers largely cooked 
up, and from which they profited by “officially’ promoted 
price advances that Roosevelt and Ickes et al finally 
ran out on. 


The API has been so much producer dominated 
that the marketing department was held inactive for 
years on orders of major company attorneys who 
viewed “marketers” as “dangerous” and “unreliable” 

' for the peace of the industry, yet all restrictive efforts 
of the code days were primarily on behalf of a bet- 
ter price for the oil producer. The producer got his 
better price, but no thanks to the marketing men who 
had to fight the battle of Madison. 


Now with The Texas Co. picking its new chairman of 
the board, J. S. Leach, from the experts of the market- 
ing department, and its new president A. C. Long, also 
from marketing, that company, we believe, becomes the 
first major in industry history to be so heavy with mar- 
keting training and thinking at its very top. This is all 
the more interesting because the company for years has 
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been known for its exceedingly able producing pipe line 
and refining men. 

However, it probably can well be noted that the two 
retiring top officers did not come in the first place 
from the ultra producing end of the business. W. §, 8. 
Rodgers, retiring board chairman was a general] all-around 
engineer who served in all departments while retiring 
president Harry T. Klein is a lawyer with probably far 
more marketing and general executive legal training than 
in the producing department. Both of these men have had 
an eagle eye on public relations for years and particularly 
Chairman Rodgers of more recent years. It may there- 
fore be fairly concluded that the elevation of two exclu- 
sively trained marketing men to the two top jobs was 
not without design. 


There has been too much of a tendency in the oil in- 
dustry to worship the oil producer and to look down on 
most every one else because, in the view of the producers, 
the big thing is to bring in the oil which “any one” can 
refine and any dumb cluck “peddle.” Producers have 
dealt in “millions” of barrels and “millions of dollars’’ and 
their big office buildings and fine homes have gotten 
much free advertising, not always to the benefit of the 
industry as a whole. 

Since Frank Porter’s coming to the presidency there 
has been a marked change in the attitude of the API 
toward the non-producers of the industry, but there is 
still much more educational work to be done. 


Down at Washington this ultra producer attitude has 
also been quite noticeable in the industry-government of- 
ficial set-up. .Even major company top marketing men 
have been kept in the background on the theory that not 
being actual producers of crude oil they hence could not 
be expected to know anything about it, yet producers 
have been generously placed on all other committees, 
including those having to do with genera] industry prob- 
lems, marketing and transportation of all kinds. And, 
in the case of the API oil producers have been chosen 
to speak for the API board of directors in the most im- 
portant public relations campaign on which the industry 
is spending a few millions a year. 

Marketing men are right out on the firing line with 
their customers, every car and truck and tractor owner 
in the country and in every hour of every day, whereas 
the oil producer keeps his business hid back in the brush 





I have bought golden opinions from all sorts of 
people.—Shakespeare. 

Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, an industry or a company can arrive at 
sound decisions. NATIONAL’ PETROLEUM NEwS al- 
ways welcomes comments on its editorials. 

Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 
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behind a fence on which may be a cryptic identifying 
sign like “SPOCo, Lilly Jones, 7 come 11.” This is highly 
important to the truck driver of oil country goods try- 
ing to find the right lane into the woods down which to 
make the delivery, but does it begin to tell the passing 
consumer anything at all about the oil industry, if indeed 
the passing customer has any idea who this particular 
“Lilly” is? Maybe he thinks the rest of the sign gives 


the gal’s phone number. 


At all events, the oil industry will watch with great 
interest, and the marketing men at least with the 
most sympathetic of interest, this most tcp team of 
thorough-bred oil marketing men who are now at the 
head of one of the biggest oil companies and, we be- 
lieve, the one with the most widely extended market- 
ing facilities and a c-mpany marketing particularly on 


dustry. 


what we believe to be the most decentralized plan 
of management. We do not mean dealerships but 
operating through marketing units of substantial 
areas equal to other majors, district and regional 
managers and comparable to the large units of Inde- 
pent jobbers, many cf whom have long been included 
in The Texas Co. plan. 


All this is not to give full credit for a tremendous 
improvement in the marketing policies and manpower 
of the other big oil companies, but The Texas Co. has 
for years been such an outstanding producer of crude 
that we think the industry will find itself well repaid 
for watching what a couple of top generals, trained wholly 
in oil marketing, will do for the company and the in- 





Paper Urges U. S. Drop 
2c Tax on Gasoline 


NPN News Bureau 
CLEVELAND—Withdrawal of fed- 
eral government from field of gaso- 
line taxation was urged by Cleveland 
Plain Dealer in an editorial] Jan. 30 
as a start in reordering the whole 
structure of federal-state-local taxa- 
tion. Asserting that gasoline taxation 
is a principal source of highway rev- 
enue for states and should be reserved 
exclusively to them, the editorial also 
says: 

“If Ohio could collect and use for 
its own purposes the present taxation 
on gasoline of 6c a gallon (4c state 
and 2c federal), it could, with some 
increase in tax on commercial trucks 
—so that they would be paying their 
fair share of highway costs—carry 
out the kind of road and street de- 
velopment this state imperatively 
needs. 

“There are a few states that would 
continue to need federal aid for high- 
ways, because of the sparsity of their 
population and small motor vehicle 
registration. But federal] aid could and 
should be confined to those states 
which cannot, demonstrably, provide 
their links in our national system of 
intercity and interstate highways out 
of their own resources, But the com- 
paratively small amount of federal 
subsidy they would require could be 
allocated from the billion and a half 
dollars in excise taxes on motor ve- 
hicles that would still flow into the 
national treasury, even if gasoline 
taxation were handed over to the 
states as their exclusive domain.” 

In his message to the Ohio Legis- 
lature, Gov. Frank J. Lausche asked 
for a lc per gal. increase in state 
gasoline tax and weight-distance tax 
on trucks. 


Truckers Ask Removal 

Of Federal ‘Gas’ Tax 
EDGEWATER PARK, Miss. — 

American Trucking Assns. made a 

call here Jan. 28 for the removal of 

federal government from the field of 


motor vehicle taxation, with states 
to replace such levies with a special 
2c a gal. gasoline tax for highway 
purposes only. 

President W. F. Carey told Truck- 
Trailer Manufacturers Assn. that 
federal fuel tax alone will amount in 
1953 to about $825 milion, of which 
“not 1c” will be used for highways. 

He said the proposed state levy 
would bring in nearly $1 billion in 
highways funds, “without imposing 
le additional tax on any motor ve- 
hicle owner.” 


Indiana Legislators Seek 
Federal ‘Gas’ Tax Repeal 


INDIANAPOLIS — Indiana Legis- 
lature has adopted a resolu‘ion call- 
ing for the lifting of 2c federal gas- 
oline tax as soon as possible. Printed 
copies of the resolution will be sent 
to both houses of Congress within 
the next few days urging prompt ac- 
tion, NPN was told Jan. 28. 

Statistics presented to state legis- 
lators pointed out that federal gaso- 
line tax costs Indiana motorists ap- 
proximately $22 million a year at 
the present rate of consumption and 
returns from the federal government 
for 1951 amounted to oniy $5.2 mil- 
lion. 


Oil Marketers Protest 
N. Y. Licensing Bill 


NPN News Bureau 

NEW YORK—Fuel oil dealers, oil 
association representatives and offi- 
cers of several labor unions strongly 
protested a proposed city law re- 
quiring licensing of fuel oil dealers, 
bulk plants, fuel oil trucks and driv- 
ers at a hearing before the New 
York City Council. 

The proposed amendment to the 
administrative code would require 
yearly licenses of $25 for fuel oil 
dealers, $25 for any person calibrat- 
ing meters of vehicle tanks, $100 for 
each bulk plant, $10 for each fuel 
oil delivery truck, and $5 for each 
truck driver. Delivery tickets and 
loading tickets would have to be 
available for inspection at all times, 





and drivers would be required to pass 
an examination on proper operation 
of piping, valves and measuring de- 
vices of fuel oil trucks. 

Criminal penalties provide for fine 
of not more than $250 or 30 days’ 
imprisonment or both, and revoca- 
tion or suspension of license at dis- 
cretion of commissioner, Civil pen- 
alties call for $100 fine and revoca- 
tion or suspension of license at dis- 
cretion of commissioner. 

The proposed bill was drawn fol- 
lowing numerous complaints from 
consumers that they were billed for 
more fuel oil than they received, 
Hugh Quinn, chairman of the gen- 
eral welfare committee of city coun- 
cil, said. 


35 Finalists Chosen 


For Brand Names Award 

NEW YORK — Thirty-five service 
station dealers from 17 states have 
been chosen as finalists in the fifth 
annual Brand Name Retailer-of-the- 
Year contest, according to Brand 
Names Foundation, Inc., sponsors of 
the contest. 

Joseph L. Eckhouse, chairman of 
the foundation’s Retail Advisory 
Council, said the thirty-five dealers 
chosen in their category have been 
invited to submit detailed accounts 
showing their year-round promotion 
of manufacturers’ advertised brands 
during 1952. Names of the winner and 
four runners-up will be announced 
March 6, The awards will be presented 
at a banquet’ April 15 in New York, 
Mr. Eckhouse said. 


Rail Rate Cuts OK'd 
NPN News Bureau 

WASHINGTON—Interstate Com- 
merce Commission ruled 6-5 in favor 
of a proposed 40% cut in railroad 
rates on oil products in Southwest. 
The action was requested by 33 rail- 
roads after The Texas Co, said it 
would build a pipe line from El Paso, 
Tex., to Phoenix and Tucson, Ariz., 
unless tank car rates were reduced. 

The cuts had been opposed by tank 
truck operators and the AFL Team- 
sters Union. 
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Jobber Interest High in ‘Workshops’ 
Set Up by Shell to Solve Problems 


By Leonard Castle, Midwest Editor 


A program con- 

ducted during the 

past several months by the Minneap- 

olis Division of Shell Oil Co. serves 

as an excellent example of how 

most supplying companies are work- 

ing closely with their jobbers these 

days to improve operating efficiency 

and develop complete understanding 
between jobber and supplier. 


Starting last summer, Shell spon- 
sored a series of small jobber con- 
ferences, each one devoted to a par- 
ticular marketing subject. Every 
phase of the problem was explored, 
dissected, analyzed and discussed tho- 
roughly. These sessions were climaxed 
on Jan. 22 when some 115 Shell job- 
bers from throughout the division 
assembled in Minneapolis for a re- 
capitulation of the previous studies 
and a general discussion of all phases 
of the jobber operation. 


This meeting, a two-hour confer- 
ence, was scheduled for the opening 
morning of the annual convention of 
the Northwest Petroleum Assn. It 
was timed to permit the Shell jobbers 
to attend all sessions of the conven- 
tion. 


* * * 


For several years, Shell held such 
a jobber conference in connection 
with the Northwest convention. But 
last year, Shell decided that much 
more could be accomplished in help- 
ing the jobber if the Minneapolis 
meeting were preceded by a number 
of small group sessions throughout 
the division. These would be con- 
ducted as workshops and, because the 
number attending would be small, 
every jobber would have an oppor- 
tunity to express himself fully and 
to explore completely any problem 
with which he was worried. 


As a result, the division was broken 
down into small areas, and a series of 
nine meetings scheduled for each 
area. The meeting sites were selec 
so each jobber was required to drive 
no more than 100 miles to attend. 
This enabled him to drive to the con- 
ference in the morning and return 
home the same day. 

Thirty-eight jobber conferences 
were held, beginning in August aid 
running through Dec. 16, 1952. Sub- 
jects studied and discussed included: 
fuel oil, retail sales promotion, real 
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estate and development, lubricants 
and commercial sales, treasury and 


credit, depot and truck delivery oper- “ 


ations. 
* 7 + 


Shell sent qualified personnel from 
the division office to handle the meet- 
ings so all questions could be an- 
Swered properly or discussed to a 
satisfactory conclusion. 


ATLANTIC COAST 


“In this regard,” one Shell execu- 
tive said, “it was not always the 
knowledge that was contained by the 
Shell representative that offered solu- 
tions, but more frequently in the ex- 
change of ideas among jobbers 
themselves. This exchange of ideas 
was one of the most important and 
beneficial developments of the con- 
ferences.” 


Shell made an attendance survey 
and determined that approximately 
80% of the eligible jobbers attended 
the smaller conferences. Interest 
stimulated by the workshop meetings 
was responsible for the high attend- 
ance at the Minneapolis session. Shell 
estimated that from 65% to 70% of 
its over-all jobber distribution in the 
division was represented at the North- 
west convention. . 


Adm. Miller Returning to O1IC Soon 
After Fight Against Red Propaganda 


By Raymond E. Bjorkback, Eastern Editor 


Rear Admiral 

H. B. Miller will 

return to his “Good Ship OIIC,” as 

he calls it, on March 1, a year after 

he left for a tour of duty as presi- 

dent of the National Committee for 
a Free Europe. 


He'll take back command from Ed- 
win W. Esmay who, on leave of ab- 
sence from Jersey Standard’s public 
relations department, has been act- 
ing as executive director of the Oil 
Industry Information Committee, 
and director of API’s Department of 
Information. 


In his Free Europe committee 
work, Admiral Miller has been doing 
a job on Soviet propaganda, counter- 
ing with the truth the lies the Reds 
put out through Radio Moscow and 
other means. 


It’s been a brass-knuckles, wits- 
matching, private-enterprise job, 
which is keeping alive the will to be 
free again among the peoples of the 
Russian-captive countries of eastern 
Europe. 

It’s been a demanding job, direct- 
ing the collection of Red lies, and 
the spiking of them with the straight 
dope by an organization reaching un- 
told odd corners of the “old” conti- 
nent. 


Sixteen Radio Free Europe and 
Radio Free Asia transmitters, broad- 
casting a total of 1,153 hours a week, 


represent just one phase of the pro- 
gram—and have the Reds keeping 
1,250 transmitters hot trying to jam 
the broadcasts. One supplementary 
activity is the operation of a uni- 
versity for refugee youth in Stras- 
bourg, France. 


However, Admiral Miller isn’t re- 
turning cold on OIIC activities of the 
last year. 


He’s been attending meetings of 
the full OIIC and its Policy and Plan- 
ning Committee whenever that has 
been possible and convenient. He 
was at the recent OIIC meeting in 
New Orleans. Last fall he made two 
Oil Progress Week addresses—at 
Charlotte, N. C., and Johnstown, Pa. 

Now, he’s also bringing back to 
the industry a perspective broadened 
in the international field. 


Background information about the 
industry of wide general interest is 
beginning to fiow from OIIC’s head- 
quarters to its 20,000 members in the 
form of bulletins. 

The bulletins will be reprints of 
significant and authoritative speech- 
es, statements and other factual ma- 
terial. They'll be issued as the 
material becomes available, fn stand- 
ard form lending itself to filing in 
loose-ieaf binders. 


The first bulletin has just been 
sent to OIIC fieid offices. 


Entitled, “Meeting Future Petrol- 


47 











Name Your Need f 











1—0S&D Hose 6—Air Tower Hose 
2—Tank Car Hose 7—Gas Curb Pump Hose 
3—Barge Loading Hose 8—Water Hose 
4—Fire Hose 9—Fuel Oil & Distillate Hose 
5—Tank Truck Hose 10—1P Gas Hose 

Tl—Tank Drainage Hose 


Whatever your marketing operation .. . 
tanker fleet, bulk plant, service station, fuel 
oil or LP gas delivery . . . always specify 
Hewitt-Robins hose for safe, economical, 
long-term performance. 


Hewitt-Robins manufactures a complete 
line of quality hose for the petroleum mar- 
keting and distribution field . . . there’s a 
job-proved hose to meet your every need. 
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[-HEWITT-ROBINS 


a 
Onrroe? DIVISIONS: HEWITT RUBBER + ROBINS CONVEYORS - ROBINS ENGINEERS + RESTFOAM® 
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... Hewitt-Robins Has It 


CHECK FOR INFORMATION ABOUT 
THESE JOB-TESTED HEWITT-ROBINS 
HOSES FOR YOUR OPERATION, OR CALL 
YOUR HEWITT RUBBER DISTRIBUTOR 


(See “Rubber Products” 
Classified phone book) 

HOSE: 

[] OS&D 

CI TANK CAR 

[] BARGE LOADING 

[] TANK TRUCK 

[] GAS CURB PUMP 

[_] WATER 

[1 AIR TOWER 

[] FUEL OIL & DISTILLATE 

[]LP GAS 

[] FIRE HOSE 

["] SERVALL® 

[_] PACKAGE BELTING 


[-] MOLDED RUBBER 
PRODUCTS 


Hewitt-Robins Incorporated 
666 Glenbrook Road 
Stamford, Connecticut 








TITLE & COMPANY 





STREET ADDRESS 





INCORPORATED 


EXECUTIVE OFFICES: STAMFORD, CONNECTICUT 
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INTERPRETING THE OIL NEWS 





eum Demands.” it is a reproduction 
of the demand analysis and forecast 
delivered to the 1952 API annual 
meeting by John W. Boatwright and 
John E. Swearingen of Standard of 
Indiana—that company’s’ general 
managers of distribution economics 
and production, respectively. 

A subcommittee of OIIC has been 
formed to stimulate wider participa- 


PACIFIC COAST 


tion in the OIIC program. Compris- 
ing this group are: 

Ralph Carey, Shell, Boston, chair- 
man; W. J. Loufman, Fleet Wing 
Corp., Cleveland; W. Chalmers Burns, 
Hartol Petroleum, New York; C. Z. 
Hardwick, Ohio Oil, Findlay, Ohio; 
Frank V Martinek, Standard of In- 
diana, Chicago; and Charles A. Perl- 
itz, Jr., Continental, Houston. 


New Pipe Line Projects Hold Promise 
Of Better Oil Supply for Northwest 


By Frank Breese, Pacific Coast Editor 


The Pacific 

Northwest oil 

supply situation keeps getting hotter. 
Now it looks as though: 


(1) There will be a larger source of 
relief for the harried Northwest job- 
bers by the end of this year; 


(2) Rocky Mountain crude will 
crowd closer to the West Coast, and 


(3) Rocky Mountain and Canadian 
crude will become sharply competi- 
tive. 

Regarding the first point, two pipe 
lines from Billings, Mont., to Spokane, 
Wash., have been scheduled for con- 
struction, unless the principals get 
together on a single line. Whether 
there are one or two, target date is 
the end of this year. Combined initial 
capacity would be nearly 30,000 b/d, 
which is about 10% of total Pacific 
Northwest demand. 


The two firms are Inland Empire 
Pipeline Co. and Continental Oil Co. 
Inland was formed by a group of men, 
most of whom are in the oil busi- 
ness and who will supply the equity 
capital. They decided to push their 
project after Continental took two 
surveys and shelved the idea. Later, 
however, Conoco decided to go ahead. 


W. Turner Clack, a leading North- 
west jobber and one of Inland’s spon- 
sors, stated to NPN, “The interested 
people have enough refining capacity 
and market to liquidate the line. Our 
line will be built regardless.” 


He observed that there is no need 
for two lines and expressed the hope 
that a single line can be worked 
out. 

Mr. Clack said the Billings area 
has a refining capacity of around 45,- 
000 b/d, of which some 15,000 b/d 
constitutes an exportable surplus. 
Moreover, there is adequate crude to 
increase the throughput substantial- 
ly, he noted. 

Initial input capacity of Inland’s 
line, he said, is set at 15,000 b/d, 
with an ultimate capacity of around 


26,000 b/d by adding pumping sta- 
tions. 

Conoco has projected an initia] ca- 
pacity of 14,000 b/d and ultimate 
capacity of 25,000 b/d. 

The engineering on Inland Em- 
pire’s pipe line is interesting, Mr. 
Clack commented. He explained that 
it crosses the Continental Divide and 
some of the roughest terrain in the 
VU. 8. 

The line originates at an altitude 
of 3,100’ (Billings), proceeds over 
Bozeman Pass at 6,000’, then rolls 
from the Bozeman Valley into Helena 
at a height of 4,000’ to 5,000’. At 
Helena, it crosses the Continental Di- 
vide at 6,300’. After further downs 
and ups, it descends to 2,000’ at Spo- 
kane. 

The terminus will be 4,300’ below 
the point it crosses the Continental 
Divide, making for an enormous hy- 
draulic head, observed Mr. Clack. 


* * * 


Regarding the second point, the 
flow of Rocky Mountain oil into the 
Pacific Northwest has been on the 
rise. Much of it has come from 
Salt Lake refineries. But with Pio- 
neer’s line to Salt Lake City from 
Wyoming and the line (or lines) 
from Billings to Spokane, it looks as 
though the quantity will grow. 

The implications are that products 
manufactured by Continental, Sin- 
clair, Carter (and possibly others) 
will invade a market long dominated 
by the West Coast majors and will 
be competing in fact, if not in name, 
with them. 

Regarding the third point, as Cali- 
fornia’s present crude deficiency is 
wiped out, a competitive situation be- 
tween Rocky Mountain and Alberta 
crude will be in the making. The 
market will be affected by the extent 
of surpluses. 


West Coast oil men were interested 
in the New York report that crude 


oil from the Persian Gulf will sell 
for $3.15 in California. A tanker has 
been commissioned for the run. 

This matches the $3.15 per bbl. 
quoted for West Texas crude carried 
through the proposed Texas-Califor- 
nia pipe line of the West Texas Pipe 
Line Co. That rate includes a 60c 
carrier charge. Observers think the 
project has been stalled by that rate, 
for one thing. Buyers are quoted as 
saying it is not realistic. 


* * * 


The parallel Billings-Spokane pro- 
jects recalls that two rival Texas- 
California pipe line projects have 
been in the promotion stage for some 
time. Both are sitting still. 


* * * 


Progress item: The California Pe- 
troleum Distributors Assn. has re- 
ported that new members have been 
joining up at the rate of one a week, 
or slightly better, since last October. 


E. S. Hochuli, manager of General 
Petroleum’s relations department, has 
outlined his company’s opposition to 
union shop, industry-wide bargaining 
and union participation in corpora- 
tion management—three non-econo- 
mic issues which are organized 
labor’s long-range objectives. 

Speaking at the American Man- 
agement Assn. mid-winter confer- 
ence, Mr. Hochuli stated: 


1. “Our company’s attitude to- 
wards union shop is that it is not 
felt to be a democratic process, nor 
in the best interests of the work- 
ers. . . , the company, the stock- 
holders, our customers or the public 
because of the abuses that seem to 
invariably accompany the establis- 
ment of a union shop.” 

2. Industry-wide bargaining tends 
to “separate management and the 
men they manage by removing the 
opportunity for local management 
and local employes to bargain on 
their mutual problems. . . Elimination’ 
of this channel of communication 
cannot help but diminish the op- 
portunity for mutual understanding.” 


3. Welfare programs have been 
in effect for many years, generally 
through the oil industry, instituted 
voluntarily. Such programs affect 
the. economic structure of a company 
and its future security. “For these 
reasons, it is felt the administration 
of such plans rightly belongs in the 
hands of mangement. . . (and will) 
serve the best interests of the worker 
and the company.” 

The course of these issues, said 
Mr. Hochuli, will be determined by 
the worker's attitude toward the 
company. Favorable attitude will 


depend on the proper supervisory 


practices, he said. 
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NPC’s New Study Group 
Headed by L. F. McCollum 


NPN News Bureau 
WASHINGTON—Chairman Walter 
S. Hallanan of the National Petro- 
leum Council has named a committee 
to study and report on petroleum pro- 
ductive capacity of U. S. as of Jan. 
1, 1953. The study had been requested 
by Interior Department’s Oil and Gas 
Division. 

The committee is headed by L. F. 
McCollum, president of Continental 
Oil Co. Members are: 

Hines H. Baker, Humble Oil & Re- 
fining. 

Max W. Ball, Washington, D. C. 

H. S. M. Burns, Shell Oil. 

J. P. Coleman, National Stripper 
Well Assn. 

Howard A. Cowden, Consumers Co- 
operative Assn. 

E. DeGolyer, DeGolyer & Mac- 
Naughton. 

J. C. Donnell, II, Ohio Oil. 

Paul Endacott, Phillips Petroleum. 

R. G. Follis, Standard Oil of Calif- 
ornia. 

Robert L. Foree, Texas Independent 
Producers and Royalty Owners Assn. 

B. I. Graves, Tide Water Associated. 

Jake L. Hamon, Dallas. 

B. A. Hardey, Shreveport. 

John Harper, Harper Oil Co. 

D. A. Hulcy, Lone Star Gas, 

A. Jacobsen, Amerada Petroleum. 

B. Brewster Jennings, Socony-Vac- 
uum. 

John M. Lovejoy, Seaboard Oil Co. 
of Delaware. 

Charlton H. Lyons, Independent Pe- 
troleum Assn. of America. 

A. C. Mattei, Honolulu Oil Corp., 

N. C. McGowen, United Gas Corp. 

E. E. Pyles, Monterey Oil Co. 

Ralph O. Rhoades, Gulf Oil. 

R. S. Shannon, Pioneer Oil Corp. 

P. C. Spencer, Sinclair Oil. 

Stewart M. Vockel, Waverly Oil 
Works. 

W. K. Warren, Warren Petroleum. 

L. S. Wescoat, Pure Oil. 

Robert E. Wilson, Standard Oil 
(Indiana). 


Tax Write-Offs Seen 
For Alkylate Units 


NPN News Bureau 

WASHINGTON — An official of 
Defense Production Administration 
indicated that the agency would ap- 
prove a PAD request to increase the 
rapid tax write-off rate on alkylate 
facilities to 100%. Current rate gen- 
erally permitted is 90%. 

Deputy PAD J. Ed Warren stressed 
the need for additional alkylate fa- 
cilities and, in a letter to DPA, 
pointed out the industry’s natural re- 
luctance to build such facilities be- 
cause of the fear of a sharp drop in 
demand. 

DPA official said the agency would 
regard the request favorably because 
“our purpose here is to get needed 
facilities built.” He said, however, 
that the 100% rate is granted only 
in rare instances. 


FEBRUARY 4, 1953 











Order your NPN 


Spring Lube Sales Boosters! 


Lube facts—not company or product identified promotion 
literature—prepared for the marketer, to be given by the 
dealer to the motorist! Powerful sales ammunition aimed 
to increase lube sales profits, These leaflets and pamphlets 
provide sales punch at the pump island—recommended 
as pass-out literature at county fairs, petroleum displays, 
at dealer meetings and as direct mail lube for sales pro- 
grams. Space provided for dealer hand-stamp or imprint. 


MOTORIST PROMOTION 


Four individual four-page leaflets, 54% x 8%”, to be used 
in an extended lube sales campaign—one part handed 
out at the pump island every week or ten days to every 
motorist who drives in for service. Order by Part number. 


Part I: How Motor Oil Keeps Engines Young 


Part Il: When Motor Oil Gets Dirty— 
It Needs a Change 


Part Ill: Why Cars Need Lubrication 
Part IV: it Costs Less To Buy More Oil 
OIL—YOUR CAR AND YOU (pamphlet) 


The above four articles in 16-page pamphlet provides 
powerful sales push for concentrated lube sales programs. 


SALES TRAINING HELPS 


“Lubrication Sales Boosters”—each of the four Parts, 
described above, of the customer education and promotion 
series of lube sales boosters are available in regular re- 
print size, 8% x 11”, three-hole punch for standard note- 
book and sales manuals. Order by Part number. 


“Lubrication Can Be Sold”—semi-technical eight page re- 
print from NPN, 8% x 11”, written specifically for job- 
bers, service station operators, and sales-service clinics, It 
tells how to sell lubrication, points out sales tips, why and 
how regular lubrication reduces automotive maintenance. 


“1000-Mile Oil Change Is A Must”—reprinted from NPN, 
six page, 8% x 11” size, laboratory report by W. F. Wei- 
land, Professor of Mechanical Engineering at the Uni- 
versity of Nebraska. It reports the results of experiments 
on lube stability vs. corrosion which proved that a 1000- 
mile oil change prevents excessive engine wear. 


HOW TO ORDER 


Send your request on regular company or business letter- 
head. Shipping and billing will be completed within one 
week. Special prices are available upon request for orders 
of 10,000 or more. Minimum order: $1.00. 


Lube Sales Boosters—Part |, Part Il, Part Ill, Part IV 
Leaflets: each 100: $2.50 each 1000: $20.00 
Pamphlets: 100: 8.00 1000: 40.00 
8% x 11” Reprint 100: 2.50 1000: 20.00 


“Lubrication Can Be Sold” —8 page, 82 x 11” reprint 
Single copies: 25c 100: $2.50 1000: $20.00 


**1000-Mile Oil Change Is A Must"’—6-page reprint 
Single copies: 25c 100: $2.50 1000: $20.00 


Order from the Reprint Dept. 
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J. P. Mosher, Jr., Market Editor NPN 
er OILGRAM News Bureaus 
Washington (4), 1046 National 
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Pennsylvania, Mid-Continent Lube Prices Dip 


Sharp declines in lubricating oil prices highlighted late 
January markets for refined products. 

Pennsylvania bright stock and neutral oils were off in 
amounts ranging from 1 to 4c per gal., Mid-Continent 
solvent and conventionally refined oils were down 1 to 2c, 
while solvent bright stock at the Gulf was quoted 2.5c 
lower. 

Trade reports to NPN said that the lubricating oil 
market “overnight” had become pretty much of a “dog 
eat dog” proposition. Sale of approximately 30,000 bbls. 
total of Mid-Continent solvent bright stock and 200 vis. 
neutral to three northern buyers who had “pooled” their 
requirements was said to have been made at prices netting 
back 22c for the bright, 12c for the neutral, FOB Tulsa 
basis, for shipment over first quarter of 1953. The trans- 
action, which lacked confirmation, was widely known 
among the trade. 

Some refiners in the Mid-Continent, however, described 
the lube market as “terribly weak” and while the low 
quotation for solvent bright was 25c, some sources said 
that product “undoubtedly” had been offered to domestic 
buyers at lower prices. 

Pennsylvania refiners blamed competition from the 
Mid-Continent for the decline in their prices, while the 
break at the Gulf was credited to “keen competitive 
bidding” for European business. 

Residual fuels came in for their share of trade interest. 
After a standoff of several days duration in which neither 
Mid-Continent refiners nor buyers would budge to close 
a 5c per bbl. gap between asking and bid prices, sup- 
pliers finally yielded. At the end of the month, refiners 
were making sales of No. 6 at $0.75, Group 3, to resellers 
for February shipment. Railroad purchasing agents said 
they are paying $0.90 for No. 6 flat over February, which 
is same price they have been paying since last August. 

The residual market in Chicago District was unsettled 
even though inventories were on the short side, Local 
suppliers said “low cost” tank car offerings from Mid- 
Continent to their large consumer accounts had had a 
“telling effect” on truck transport shipments even though 
they were shipping their own material at high tempera- 
tures. In some cases, the price differential between “out- 
side” and Chicago product amounted to 0.8c gal. in favor 
of the tank car seller. 

Comparatively mild weather East of the Rockies con- 
tinued to hold back burning oil shipments. In the Great 
Lakes pipe line “territory,” distillates were particularly 
easy and shippers said sharp “discounting’’ had broken 
out at one terminal point. Demurrage charges, in some 
cases amounting to several thousand dollars per month, 
tended to aggravate the situation as Feb. 1 date ap- 
proached and more material became subject to storage 
costs of 1c daily per bbl. Mid-Continent distillates for 
tank car shipment were in the doldrums and lacked the 
spark of buying interest to test prices. 

Three Chicago District suppliers, who earlier had indi- 
cated they were buyers of range oil due to a “trans- 
portation shortage,” did an about face when product was 








offered. One of the buyers said the price was “ridiculous- 
ly high” and was tied up in a package with “unwanted” 
No. 2 fuel, which also was “too high.” Nevertheless, 
most trade sources continued to report a local over-all 
tightness in range oil which suppliers apparently were go- 
ing to ride out the season with because of milder weather 
to date. 

At ports from New York to Baltimore, there was con- 
siderable buying of light fuels in anticipation of the strike 
of tug and barge workers on Jan. 31. Sources said all 
buying was by regular customers. The activity, however, 
tended to steady prices. Meanwhile, Esso Standard Oil 
Co., effective Jan. 28, reduced its consumer tank car 
prices for kerosine, No. 2 fuel, Diese] fuel and gas oil 
by 0.15c per gal. at Wilmington, Del., and throughout the 
state of Pennsylvania. Move made Esso’s prices for dis- 
tillates the same for consumer and reseller tank car custo- 
mers in this area and met an earlier reduction by Atlan- 
tic Refining Co. 

At the Gulf there was continued tightness in premium- 
grade gasoline. However, reports indicated 93 oct. grade 
had appeared at 12c, same price recently bid for two 
cargoes. Regular-grade product remained plentiful, but 
some buyers have become “octane conscious” and were 
looking for regular gasoline testing 87. A buyer of 30,- 
000-bbl. lot of premium gasoline said he paid same price 
as generally quoted. 

Trading in distillates generally was quiet at the Gulf. 
Buyers were said to be able to obtain kerosine at 9c and 
No, 2 fuel at 8c, although no actual general offerings were 
disclosed at these prices—the “lows.” Some Gulf ship- 
pers hesitated to schedule distillate fuel shipments to 
the East Coast because of the tug and barge tieup in 
offing. Residuals were slow moving at the Gulf and ma- 
terial available at $1.50 bbl. still sought buyers. 

A New York Harbor independent reportedly has con- 
tracted to buy 2,000,000 bbls. of bunker “C” fuel per 
year for five-year period from Mexico at $1.25 per bbl., 
FOB Tampico, with price to escalate (up and down) with 
U.S. Gulf Coast prices. 


ATLANTIC COAST 
Threatened Barge Tieup Spurs Shipments 


Eastern markets for distillates got a shot in the arm 
toward the end of January when a prospective tugboat 
and barge strike that would affect principal ports from 
New York to Baltimore sent resellers into the market to 
‘fill up their tanks. 

Prices for light fuel oils firmed generally along the 
seaboard, for not only were suppliers moving larger 
quantities of oil than they had planned, but also their 
incoming supplies at many terminals were in jeopardy 
unless they could bring tankers into position without the 
aid of tugs. 

Entering the market to stock up for what might turn 
out to be a prolonged barge strike was no doubt a diffi- 
cult decision to make for many secondary terminal opera- 
tors. They have seen weak prices along the seaboard 
for some time, and many barge terminal operators re- 
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Summary of Daily Gasoline Prices (Jan. 27 through Feb. 2) 


Motor Gasoline 93 Oct. (Premium): 


N, Tex. (Texas & New Mex. shpt. es 
shpt ee 


W. Tex. (Texas & a Mex. 
E. Tex. (Truck Tnsp 


Cent. W. Tex. (Truck rnsp.) reeeteets 


Motor Gasoline 90 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.) .. 
W. Tex. (Texas & eo Mex, shpt.) .. 


. Tex, (Truck T: 
ent. W. Tex. 


Motor Gasoline 88 Oct. cremains 
Okla., Group 3 (Okla. shpt. 


Okla., Group 3 (Northern 
Midwestern (Group 3 basis) 


. Tex. (Texas & New Mex. shpt.) .. 
W, Tex. (Texas & New Mex. shpt.) .. 


E. Tex. (Truck Tnsp.) ....... 
Cent. W. Tex. (Truck Tnsp.) 
Motor Gasoline 86 Oct. (Premium): 


. (Texas & New Mex, shpt.) .. 
W, Tex. (Texas & New Mex. shpt.) .. 


E. Tex. (Truck Tnsp.) 
Motor Gasoline 84 Oct. (Regular): 


N, .Tex. (Texas & New Mex, shpt.) .. 
W. Tex, (Texas & New Mex, am. ) a6 


E. Tex. (Truck Tnsp.) Stee 
Cent. W. Tex, (Truck Tnsp.) 


Motor Gasoline 82 Oct. (Regular): 
Okla., Group 3 (Okla. shpt.) 


Okla., Group 3 (Northern shpt.) 
Midwestern (Group 3 basis) .. 


N, Tex. (Texas & New Mex. shpt.) .. 
W. Tex, (Texas & New Mex, shpt.) .. 


E. Tex. (Truck Tnsp.) 


Cent. W. Tex. (Truck Tnsp.) ........ 


Motor Gasoline 80 Oct. (Regular): 
Okla., Group 3 (Okla. sh 
Okla., Group 3 ty ge 8 pt.) 
Midwestern (Group 3 bas 


N, Tex. (Texas & New Mex, shpt.) .. 
W. Tex. (Texas & New Mex, shpt.) .. 


Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt. 
Okla., Group 3 (Northern s 
Midwestern (Group 3 basis) 


N, Tex. (Texas & New Mex. shpt.) .. 
. (Texas & 44 Mex, shpt.) .. 


. (Truck Tns 
Cent. W. Tex. ( 


Motor Gasoline 92 Oct. Givens 


New York harbor ...........s0s. eevee 
New York harbor, barges ............ 


Philadelphia 
a. 
Balti 





Motor Gasoline 90 Oct. 
New York harbor 


Monday Friday 

Feb. 2 Jan. 30 
13.2-13.25(2) 13.2-13.25(2) 
2. 12.5 


10.75-11.7 
10.75-11.25 
10.75-11.25 


(4)10.5-10.875 

(6)10.375-10.625 

(5) 10.375-10.5 
10.75-11.25 


10.75-11 10. 75-11 
(2)10.75-11 (2)10.75-11 
10.75 10.75 


10.75-11(2) 10.75-11(2) 

10.75-11 10. 75-11 
9.625-10.125 
9.5-9.875 
9.625-9.75 

(2)9.75-10.8 
10.25-10.5 
9.875-10.5 
10 


13.85-15 
13.75-14.9 
15.15-15.2 


15.05 
12.9-15(2) 
12.8 


13.85-14.35 


Thursday 
dan. 29 


-2-13.25(2) 


(3)11.5-11.875 

(6)11.375-11.75 

(4)11.375-11.75 
(2)12-12.75 


12(2) 
(2)11.75-12 
12 


12 
12 
11.75 


10.75-11.7 
10.75-11.25 
10.75-11.25 


(4)10.5-10.875 


(6) 10. lat =~ 


(2)10. 75-11 
0.75 


10.75-11(2) 
10.75-11 


9.60819. 128 
ye 


625- 4 35 
(2)8:15-10-8 
10.25-10.5 
9.875-10.5 
10 


13.85-15 
13.75-14.9 
15.15-15.2 


15.05 
12.9-15(2) 
12.8 


Wednesday 
dan, 28 
13.2-13.25(2) 
12.5 


(3)11.5-11.875 
(6)11.375-11.75 
(4)11.375-11.75 
(2)12-12.75 


12(2) 
(2)11.75-12 
12 


(4)10.5-10.875 
pt og 2 ae 
(5)10.375-10.5 
+ 3 75-11.25 
0.75-11 
(2)10. 75-11 
10.75 


10.75-11(2) 10.75-11(2) 

10.75-11 10.75-11 
9.625-10.125 
9.5-9.875 
9.625-9.75 

(2)9.75-10.8 
10.25-10.5 
9.875-10.5 
10 


9.625-10.125 
9.5-9.875 


13.85-15 
13.75-14.9 
15.15-15.2 


15.05 
12.9-15(2) 
12.8 


New York sae, BOSGED aca cdbncctas 

Philadelph 

Philadelphia. 

Baltimore kbd NGboetstecadben 

Baltimore, barges” TT OTE TYR te 
Motor Gasoline 86 Oct. (Regular): 

New York harbor . 

New York harbor, barges 

Philadelphia ... Tew os 

Philadelphia, barges 

REMENOED. 6 cd deve pb'eses 0 

Baltimore, barges 


Motor Gasoline 
Western ronan, Bradford-Warren: 
90 Oct. (Prem.) 
86 Oct. (Regular) 
Western Penna., Oil City: 
90 Oct. (Prem.) 
86 Oct. (Regular) 
Western Penna., Pittsburgh: 


90 Oct. (Prem.) 
86 Oct, (Regular) 


13.75-14 
12.75(2) 


13.75-13.9 
12.75-12.9(2) 


13.9(2) 
12.9(2) 


13.75-14 
12.75(2) 


13.75-13.9 
12.75-12.9(2) 


13.85-14.35 
13.75-14.25 
15.15 

15.05 
12.9-13.25 
12.8-13 


3. 85-14.35 


13.75-14 


13.75-14 
12.75(2) 


13.7 
12.75(2) 12.75(2) 
13.75-13.9 13.75-13.9 
12.75-12.9(2) 12.75-12.9(2) 


13.9(2) -9(2) 


12.9(2) 12.9(2) 12.9(2) 





portedly have scaled down their purchases so as to have 
minimum working stocks on hand should a price de- 
crease catch them unawares. With the threat of a strike, 
however, it appeared that any price reductions that may 
have been contemplated will be deferred at least for the 
time being. 

With suppliers shipping large quantities to their regu- 
lar barge customers, intra-harbor transportation was virt- 
ually impossible to obtain as far as spot buyers were con- 
cerned, and open market trading generally was quiet. 
On the other hand, two cargo lots of No. 2 fuel were 
closed at delivered New York prices “between 9.2 and 
9.3c per gal.,” trade sources said. 

A tugboat and barge tie-up could affect the channels 
of supply drastically at New York Harbor, should it 
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be a prolonged one, suppliers said. As it was, however, 
stocks at the barge level of supply have been replenished 
to the point where there is now a “considerable cushion.” 
In addition, many sections of the New York metropolitan 
area that normally are supplied by barge could, in a pinch 
be supplied by over-the-road transportation. 

Suppliers at points from Philadelphia to Norfolk said 
that most of their deliveries are by truck, rather than 
barge, and the effect of a barge tie-up on retail distribu- 
tion would be negligible. 

No price or trading developments were indicated for 
gasoline and bunker “C” fuel. While trading in residual 
was quiet, the “depressed” rates on foreign flag tankers 
from Netherlands West Indies to North-of-Hatteras points 
continued to make for “weak” prices for No. 6 fuel. 
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Explanations of Price Tables 


The reader’s attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
53 und the price tabes appearing on pages bo-vl 
of this issue. 

The letter “X” indicates a change in prices; if 
the change is on the low of the price range, the 
“X” is adjacent to the low; if the change is on 
the high of the price change, the “X’”’ is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X”’ 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 

Parentuetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 59 all prices reported are shown. In 
all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to in- 
dicate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker terminal operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











GULF COAST 


Supplies of Most Products Increase 


Easier supplies of a number of products were indicated 
at the Gulf the last week in January, and demand for 
Spot quantities continued relatively quiet. Refiners said 
that their bookings for 1953, according to preliminary 
estimates, were “heavy,” but the calls for gasoline gen- 
erally were for forward lifting, while prompt domestic dis- 
tillate requirements were relatively light. 

Adding to the easier trend in supplies was the opinion 
that there was risk involved in loading out cargoes des- 
tined for New York because of anticipated barge and 
tug strike on Feb. 1. This might account partially 
for reports that a “serious buyer” of distillates could 
find No. 2 fuel with a firm bid at 8c and kerosine at 9c. 
However, earlier this season at least one major refiner 
had said that he shortly would be offering No. 2 fuel 
“or else cutting runs.” 

There also were indications that 93 oct. premium gaso- 
line had been offered at 12c per gal., the low quoted price 
for top-grade motor fuel. 


A foreign buyer commented that he recently has had 
“no difficulty” covering his requirements of distillates. 

The products that have been offered generally for the 
most part continued available, and, if anything, in larger 
quantities. Regular-grade gasoline was plentiful at 1lc, 
and some “octane-conscious” buyers were saying that they 
would not consider offerings of regular testing lower 
than 87. No offerings of gasoline at “discounts” (below 
published prices) were disclosed, however. 

Outside of shipments to regular customers, trading was 
reported slow by refiners and cargo traders. Distillate 
demand from terminals along the upper Mississippi has 
been slack, and relatively easy prices for these products 
on the East Coast pointed to ample inventories at New 
York and other seaboard points. 

A cargo shipment of natural gasoline from the Gulf 
to the West Coast was reported, but price was not dis- 
closed. For refined products, quotations for cargo quanti- 
ties were reported unchanged. 


CHICAGO DISTRICT 


Residual Prices Unsettled by ‘Imports’ 


Weight of residual fuel offerings from other refining 
districts to large local consumers at prices lower than 
Chicago District quotations unsettled the local market 
for heavy fuels last week. Quotations were unchanged 
for all products, however. 

Light fuels and gasoline were quiet. Although three 
primary suppliers had been in market earlier in January 
as buyers of range oil, quantities offered by other pri- 
mary suppliers went unsold. One large lot of kerosine 
and No. 2 fuel offered for sale as “unbroken package,” 
was quoted at 11.35c and 10.35c, delivered suppliers’ Chi- 
cago District storage for the two products respectively, 
and No. 2 fuel offered by a broker at 9.75c, Chicago Dis- 
trict, moved slowly. Quotations for range oil to the trade 
as reported by primary suppliers ranged from 10.9 to 
11.375¢c and No. 2 fuel from 9.9 to 10.375c. 

Despite convenience of receiving heated residual .fuels 
by transport, tank car material arriving at approximately 
5.55c, delivered consumer’s siding, had telling effect on 
local shipments. While no local supplier was “long” on 
residual, material quoted at 5.7 to 6.175c, FOB Chicago 
District, was of “little interest” to buyers, sources said. 

Pointing up local supply situation in No. 6 fue] was 
the fact that one supplier had to buy part of his fuel re- 
quirements for his own plant from Mid-Continent sources 
because Chicago refiners were unable to fill all of his 
needs. 

Yard prices for range oil ranged from 12 to 12.3c and 
for No. 2 fuel from 11 to 11.3c, down 0.2c on the low. 
Some sources said cut in range oil prices to haulers was 
difficult to understand from standpoint of local supplies, 
but No. 2 was “quite easy.” 


CENTRAL MICHIGAN 
Distillate Demand Picks Up 


Colder weather most of last week stimulated demand 
for light fuels in Central Michigan, but failed to end 
reports of “sniping” in heavy fuels. Gasoline was quiet. 
Refiners’ prices unchanged. 

Subzero weather early in the week caused demand to 
pick up for all fuels; nevertheless, refiners, normally buy- 
ers of the lighter grades by late January, still were “mak- 
ing out” on their own production. Two refiners said some 
of their residual fuel accounts still were targets for “snip- 
ing,” and they were having to meet this competition even 
though demand had improved. 


MIDWESTERN (Chicago-E. St. Lovis Area) 


Heavy Fuel Eases Again 


Standoff between buyers and sellers of No. 6 fuel ended 
in Midwest last week when sizeable purchases were dis- 
closed at $0.75, Group 3, for resale. Distillates were easy 
in Great Lakes pipe line “territory” because of big stocks 
at terminals, relatively mild weather and mounting de- 
murrage charges. Gasoline was quiet. Refiners’ prices 
unchanged for all products. 

Two purchases of No. 6 fuel indicated suppliers had 
yielded to buyers’ bids of $0.75, Group 3, for resale and 
February shipment. One purchase of approximately 100 
cars was disclosed by a tank car marketer who said bulk 
of his purchase was at $0.75 and balance at $0.80. All 
the material bought at the higher price covered oil with 
maximum 1% sulfur; lower priced material varied from 
1% to 1.5%. 

Another purchase of 15,000 bbls. of No. 6 at $0.75, for 
resale, and shipment over February, was disclosed. Mean- 
while railroad buyers said they are paying $0.90 for No. 
6 over February, unchanged since last August. Quota- 
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tions for No. 6 to the trade reported by refiners ranged 
from $0.90 to $1. 

Easiness in distillates brought on a rash of “discount- 
ing” at Minneapolis, but trade sources said there was 
virtually no spot movement “regardless of price” because 
tanks were full all the way back to the consumer. In 
general, suppliers blamed rising demurrage costs, in some 
cases, amounting to “several thousand dollars monthly.” 


WESTERN PENNA. 
Lube Prices Drop 1 to 4c 


Sharp decline in lubricating oil prices featured the 
Western Penna. market the final week in January, with 
neutral oils off 1c, cylinder stocks down 2 to 4c, and bright 
stock dropping 4c a gal. Quotations for other products 
generally were unchanged. 

Competition from the Mid-Continent was blamed by re- 
finers for the sharp reductions in Penna. prices, especially 
on bright stock. As the week ended, 25 pour bright was 
quoted upward from 25c 200 vis.; 25 pour neutral from 26c, 
and 600 steam refined stock from 20c. And the lower 
prices failed to stimulate demand appreciably, most re- 
finers said. 

Refiners described bright and cylinder stocks as “es- 
pecially weak,” but differed as to the status of neutral 
oils. Some said there was steady winter demand for 
neutrals while others declared these oils also were “weak.” 

Domestic demand for white crude scale wax was in 
fairly good volume and most refiners said they were 
sold up for about a month. Competition from the sea- 
board and lack of export demand, however, continued to 
prevent any improvement in the market pricewise, ac- 
cording to most reports. Some shading of 3.75c per Ib. 
was indicated but, for the most part, lower prices reported- 
ly were on off-grade material. 

Most refiners reported over-all good demand for light 
fuels with brisk industrial demand and growing railroad 
Diesel market compensating for slack heating oil sales. 
Just how long industrial demand will continue at its re- 
cent pace was a matter of concern to a number of re- 
finers, however. Because of the mild weather to date, 
supplies of natural gas are becoming available to indus- 
trial users earlier than usual. One large natural gas 
company which had cut off industrial users for the period 
December through March reportedly has advised its cus- 
tomers in northwestern Penna, it is in position to supply 
them now. 


MID-CONTINENT 


‘Discounts’ Continue on Distillate 


Refiners in the Mid-Continent were still offering dis- 
tillate fuels at sharp “discounts” (from quoted price) the 
last week in January, as stocks continued big in face of 
light demand, and lubricating oils were quoted lower by 
several refiners. Residual fuel, which showed signs of 
strengthening earlier in month, once again was being of- 
fered at $0.75, for resale, in Oklahoma. Gasoline was 
generally described as fair for season, and some refiners 
said their summer storage problems were behind year 
ago. New open market sales were disclosed. 

A few refiners were having to pay demurrage on burn- 
ing oils in Great Lakes Pipe Line system during week, 
according to several reports. Meantime, some demand 
was reported for distillates in the Chicago area, but re- 





Crude Oil Prices 


No changes in crude oil prices reported in 
week ended Jan. 31. For complete price sched- 
ules, see NPN Jan. 28, p. 46-47. 
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NPN Gasoline Index 


Dealer T.W Tank Car 
ie Peer 15.23* 11.63 
Month Ago . 15.26 11.63 


Weer ABD occcocccosvcvesses 15.06 11.57 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. ¥. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 

*Previous weeks figures revized to read as follows: Jan. 5, 
15.26; Jan, 12, 19 and 26, 15.23. 














finers said they were unable to tender products to pipe 
line because of crowded conditions at other points. 

In tank car distillate trading, refiners offered No. 1 
fuel at 7.75c and No, 2 at 7.125c “freely” to resale agents, 
but failed to attract many buyers. East Texas refiner, 
finding distillate market north “non-existent,” sought 
burning oil buyer at Gulf Coast, but said the best offer 
he could get was 8c, delivered Houston, for No. 2 fuel. 
This price would net him only about 7c, refinery, he said, 
although he added that he doubted he could get that much 
going north. 

Selvent bright stock and neutrals, and conventional 
bright stock prices ranged lower, following reductions by 
three refiners. Low quotations reported for solvent 
grades were: bright stock 25c, 170-180 vis. neutral 14.5c, 
200-210 vis. neutral 15.5c, and 300 vis. neutral 16.5c. 

Lubricating oil market was described as “terribly weak” 
by one refiner who reduced his quotations for both con- 
ventional and solvent oils. Same refiner added that he 
doubted his new prices would “compare” with prices “some 
refiners in the Mid-Continent are willing to sell at.” 

Sale of No. 6 fuel (less than 1% sulfur) was disclosed 
by Kansas refiner at $1.25, FOB refinery, and market was 
still described as firm in that area. However, in Okla- 
homa, at least one large refiner who earlier in January 
was asking $0.80 on high sulfur residual offered to resell- 
ers was quoting $0.75 at end of past week, and several 
sources described the Oklahoma market as “weak.” 

One Oklahoma refiner, summing up the status of various 
products in the Mid-Continent, said he couldn’t find “any- 
thing good to report on any product.” 


Warm Weather Cuts LP-Gas Sales 


TULSA—Unseasonally mild weather in the Midwest 
and Southwest continues to hold down sales of liquefied 
petroleum gases, according to reports Jan. 28, but some 
producers say they still are using all their output of 
propane. 

Butane prices, while generally unchanged, are re- 
ported “soft” both at Group 3 and Texas shipping points, 
and supplies are readily available at 4.5¢c and 4c, in 
the two areas respectively. 

No open market sales are reported, and principal pro- 
ducers generally continue to quote 4c for propane, 4.5c 
for butane-propane mix, and 5c for butane, Group 3. 
While some Midwestern trade sources say that Janu- 
ary is “too early” to start unloading excess inventories, 
they generally comment that continued warm weather 
is bringing out open market offerings earlier than usual 
this year. 

In the East, sales of bottled propane have increased 
following ice storms that cut off electric power in many 
communities. 


Boise, Idaho, Prices Down 0.2c Gal. 


SAN FRANCISCO—Standard of California reports 0.2c 
gal. reduction in its posted tank truck prices for sev- 
eral products at Boise, Idaho, effective Jan. 28, with 
new prices, for deliveries of 400 gals. or more, as fol- 
lows: 

Chevron (regular-grade) Gasoline 17c; Diesel/Furnace 
Oil 14.6c; Stove Oil 16.1c. Gasoline price is ex 8c state 
and federal taxes, and distillate prices are ex all taxes. 





Oil PRICE SECTION 





Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT FEB. 2 




















Prices herewith are reproduced from Platt’s OILGRAM Daily Oil distribution or publication. During period of short supply, some sellers 
Price Service, associated with National Petroleum News, whose rep- and at times all sellers, withhold quotations to new customers or the 
resentafives in all NPN-OILGRAM offices devote their time exclusively posting of firm prices but give OILGRAM the prices they otherwise 
to reporting oil industry prices everywhere. would quote to the trade in general and which they confine to their 

Prices shown in tables are sales prices or quotations or genera! offers regular customers only, and such prices appear in the price tables. 
or posted prices by refiners, by pipeline terminal operators, and by Gasoline ratings are by ASTM Research Method and are minimum 
tanker terminal operators; for current sales and shipments; for the busi- ratings, except where letter M is used to indicate that octane rating is 
ness day or period stated; except Tank Wagon prices, prices are for by ASTM Motor Method. For further details of price conditions apply 
bulk lots such as tank car, truck transport, barge; prices applying to to any NPN—OILGRAM office or see back of any OILGRAM Price 
barges or cargoes or truck transport lots only, so designated; FOB re- Service invoice. 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; For complete price service delivered daily from nearest OJLGRAM 
for crude oil and its products lawfully produced and transported; re- publishing office, New York, Cleveland and Houston, address Platt’s 
ported as received by OILGRAM and National Petroleum News but not Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual) 
guaranteed; for subscribers’ private use only and not for resale or Subscription rate in U. 8.: $150 per year, payable in advance. 

GASOLINE CENTRAL MICHIGAN KANSAS (For Kansas destinations only) 
(FOB Central Michigan refineries) CROAT... cca rwende vebees (2)9-9.875 
OKLA., Group 3 (Okla. shpt.) CO GUE WOM, cckcoccccce (2)13.5-14.75 - 52 & below D.I, Diesel.... 9-9.3 
(3)11.5-11.875 86 Oct, Prem. ........... 13.25-13.75(2) 58 & above D.I. Diesel.... (2)9-9.3 
(4)10.5-10.875 S64 Cat, BB ccc cvcccccces (2)12.5-13.25 Bee S SOR sn wcicvncece cn cede 8.7-9.625 
pees GB Oak, TE cee ivccecvcs (2)12.25-12.75 DE, in Btesdedceocoese 8.1-9.25 
9.625-10,.125 oa S GB coccewcceyecces eevee 
CALIFORNIA Oh. BE cccccsesecececc $1.45-1.475 
OKLA., Group 3 (Northern shpt.) ine og Ha ee ree eee $1.05-1.40 
88 Oct, Prem. ........ ++. (6)11.375-11.75 90 Oct. Prem. ......... 13-16.5 
7 Pod “aeadgeersryetion (6)10.375-10.625 i. ........... 11.5-14(2) ARK. (For shipment to Ark, & La.) 
60 Oct. M & below ...... 9.5-9.875 ™ 42-46 WiW. ccccccccccccses 9.25 
or w ~ ag apeeeg 16.28.47 , Oe eeeacese® 9.5 
MIDWESTERN (Group 3 basis) 80 Oct. Reg. -....-..--.  14.25-14.5 nae an cee =** _—_ 
88 Oct. Prem. ........... (4)11.375-11.75 San Joaquin Valley Dist.: Re WEE: o> whee wothn' kis ot 8.375 
82 Oct, Reg. ...... steeeee (5)10.375-10.5 90 Oct. Prem. ......... 16.25-17 Bb WN ceiacvsévodaonss 8 
60 Oct, M & below ......  9.625-9.75 80 Oct. Reg. ...... 5 eet 14.25-14.5 ee epee $1.80 
Bey. BS BE dvs cocssecevces $1.60 
N. TEX. (Texas & New Mex, shpt.) WR. OBO ces cccocccccoes $1.45 
98 Oct. Prem. ........ oes 13.2-13.25(2) 
rs = ONL. 0 ccccdsecuse 12.75(2) KEROSINE, GAS & FUEL OILS ae. PENNA. 
ee, 606 ad snecee (2)12-12.75 OKLA., Group 3 (Okla. shpt.) Bradford-Warren:(*) 
86 Oct. Pram, .......00.. 12 g: ‘ : Kerosine ........ Pay 11.25-11.95 
G4 Oct. Reg. 2.20. anaes 10.75-11.7 41-43 WW. ee ee ee eeeress 8.75-9.25 55 eetane Diesel ....... 11(2) 
BO UNE, < sanocatancen 10. 7511.25 See En Cheah eas or cos oe: No. 1 fuel ; or 
ORO, WOR. «cs ces caste 10.75-11(2) ge oll .. 5(3) No. 2 fuel cisdcaannnapse. ne 
60 Oct. M. & below... (2)9.75-10.8 yay sey DL. Di Diesel. oe (3985-90) og | > Gorter bani ge: 10.75-11.2 
eT Oe e 7.625-8.5 36-40 gravity fuel ...++- 10.25 
W. TEX, (Texas & New Mex, shpt.) ‘ Z Ol City 
Se eer (2)7.625-7.875(2) 
93 Oct. Prem. ........... 12.5 Wi) Ee cvdsscrsessece (2)$0.90-1.20 Kerosine ++ (211. ~~ 
4 4 ——. Sedvcvineee 12.5-12.75 ° 10. ae . 
86 Oct, Peay Stoasennars a OKLA., Group 3 (Northern shpt.) 10.5-10.75(2) 
84 Oct. Reg. .............  10.75+11.25 GAGD WW, io cintocevasess (4)8.75-9(2) Ee aes 10.5 
Oak IOS kn i vies ca 540, 10.75-11. 42-44 W.W. ........ eeseeee (5)8. a 36-40 gravity fuel ........ 10.5 
ph mo Ey Me gaeey Sues 38 & above Di. Diesel. TOT, na oeaes’ (2)11.4-11.65 
Oct. M BAS f Y 15 58 & above D.I. Diesel.... (6)8.5-9 = = ===$= = = REFOSINE «100+ -eeevesevens . . 
ae @ teow 10.25-10.5 = es. eee om x8. 25-—-8.75(3) a cetane Diesel ........++-. s 
1, 3B BBB cocccees evrcsee 7.625-8.125(2) WHO, 2 BMG ccc cc cvecsccvce 11. 
E. TEX, (Truck transport lots) USE eS eae? (2)7.625-7.875(2) No, 3 fuel ...........- 22) (2)10.65-10.75 
OO Gee, SE, bbe daceceen 12 BOG, B GE oc vse gs coccscce (3)$0.90-1.15 No, 3 ful .. cscccccsvocsese gece 
. — Scere Cod ccovcces 11. oo 15 36-40 gravity fuel ...... * 10.525-10.65 
oe ONS cc ascnccsces (2)11. beak WES’ basi (*) Prices of some Bradford-Warren District 
OD Geb. PEO, onc cccccces 1.75 poe ee ep S ae 7 sellers to bulk cial S are 0.15¢ 
84 Oct! Reg een 10.7548 ee ee tesa seee i+ higher than prices shown above. 
~ Ost. nes. Seureareeined (2)10.75-11 aa (4) ) 
eee ee eee eetee eee te gh oO ele ae CENTRAL MICHIGAN 
60 Oct. M & below ...... 9.875-10.5 ees Da. Di seeagieh (4)8.5-8. ‘75(2) (FOB Central Michigan refineries.) 
ee, BD ML wcdeccbescccess 7.625-8.125 RRARGS GE oc co cccccccccce 11.55—12.25 
CENT. W. TEX. (Truck transport lots) WE BE Sackiseeee ciurus (3)$0. 90-1.00(2) 46-49 w.w. kero. ......+-. 11.55-12.4 
88 Oct. Prem. ... ; 12 P.W. distillate ........... (2)11.5-12(2) 
82 Oct. Reg. ... s 10.75 N. TEX. (Texas & New Mex. shpt.) ~ : Re apeea ana ae atta 
60 Oct, M & below ...... 10 ee eee eevee (2)8.75-9.5(2) U.G.I, gas oll ........... (2)8.5-9.7 
42-44 WLW. oon eine ss eeee 9 yo Saelpeneaecte: (3)6.25-8.25 (2) 
ARK, (For shipment to Ark. & La.) od & above D.I. Diesel. 8.5-9.25 ya ny Ve <<" Se anaes ead ‘ (3)6-8 
11.75 Mm B BOS cecpreccce geen oases 
RSL No, 6 fuel ........ Geese ee (2)$1.00-1.50 OHIO—Quotations of 8.0, Ohio for delivery to 
10.75 Ohio points: 
9.625 W. TEX. (Texas & New Mex. shpt.) 
mak eae 8.75 Kerosine ........ eevcccece 11.9 
KANSAS (For Kanes dination oni Se Be ot. ae name ot Secnaeatewes oe 
90 Oct, Prem. ........ 11.6-11.8 SS & aheew OE: Dheed. 2.5 See Sa tee ae ¥ 
88 Oct. Prem. 02.0000... 1.612.375 NO. 2 {UAL s.sceeesee0ee0s 8.75-9.25(2) Diesel (Light & Med). oe 
s ey rer No, 2 fuel ........- eccee 8.5-9 
OS OUR. Te Wisse cocccece 10.6-11.375 We, © BO ho ceweccdceces $0.90-1.75 became seetmar nage " 
4 ~— ROB. .ccecevccves 10.5-10.625(2) po eae Valley anes siges 
t. M & below ...... * ‘ eet ee ene eeeee ** 
a S, Se, Claes Cuess te Heavy fuel (PS 400) .....  $1.95-2.05 
WESTERN PENNA. - Light fuel (PS 300) ...... $2.25(2) 
Bradford-Warren: Diesel fuel (PS 200) ... 10.4-11.5 
90 Oct. Prem. ... -.  -:13.76-14 ag erent 9 - oy alaions 
86 aon OU vebesseccce 12.75(2) oe eeee 40-43 Ae Ba Hy iz. 
. . eee ° - Heavy fuel (PS “400) sesee 1. 5 
20, } ag _. ¥ ae eneeucas Pane! Light fuel (PS 300) ...... $2.25(2) 
ruaberghe” poe valeNeaess 1 12.9(2) CENT. W. TEX. (Truck transport lots) Diesel fuel (PS 200) ...... 10.4-11.5 
_ 41-43 WLW, 2. een e ences 9 Stove dist. (PS 100) .....- 11.9-13 
co a. stteeeeeees 13.9(2) 58 & above D.I. Diesel.. 8.75 Los Angeles Dist. : 
. p Pee. ceeeseeees 12.9(2) U.G.I. gas oll ‘eRe f ipa 40-43 w.w, siatzcecerse ee eer 
io, 1 seereeeecescoes cess eavy fuel ( , ) esess 
} yi a a of 8.0. Ohio for delivery to No 2 fuel ......-.+.--0-. . Light fuel (PS 300) ......  $2.15-2.20(4) 
. We, © OBE cccccccccccccces ose Diesel fuel (PS 200) ..... 8.26~-11.4 
BB Get, RB” csccesdcvccce 14.0 WO, 6 POM a ccvccccccccccs $1.40 Stove dist. (PS 100) ..... 9-12.9 
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OIL PRICE SECTION 





LUBRICATING OILS 


WESTERN PENNA. 


Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 


Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


DIBAik onc dene cccgvecceas Sees 
10 p.t. He uuibe tine ns onees «28.5 
fe EE eer «27.5 
OE: owe spatad es ‘ 26(3)x 
150 Vis. (143 at 100°) 400-405 fi. 

10 p.t «26.5 
15 p.t «25.5 
25 p.t x (3) 24-25 
Bright Stocks 

145-155 vis, at 210°, 540-550 fi. No. 8 col. 
3D WS. ses «27.5 
, SS ee Oe rerte : «26.5 
_ i Sree és =x (3)25-28(5)x 
Cylinder Stocks 

600 s.r. filterb’! x (2)20-23(2)x 
650 «s.r. eee «x (2)21-24(2)x 
600 flash x(2)25-28% 
630 flash 30<2) 


MIDCONTINENT LUBFES 

FOB Tulsa basis, for domestic shipment enly. 
Bright Stocks, vis. at 210° Neutrals, vis. at 
100°, 0-10 p.p. 


Neutral Oils—Conventional 


Pale Oils Col, 
60-85 vis Re 11-12 
86-110 vis, ss 11.5~—12. 25x 
150 vis. 3.. 11.75—12. 5x 
180 vis. 12.25—12. 75x 
200 vis. 3.. 12.25-13x 
250 vis. 3 12. 75-13. 25x 
280 vis. 3.. 13—13.5x 
300 vis. 3 13. 25-13. 75x 
Bright Stock—Conventional 
200 vis. D: 

10-25 p.p. . . x25 
150-160 vis. D: 

0-10 p.p. ..... “sa 22(2)x 

10-25 p.p. . . «21.5-22x 
120 vis. D: 

0-10 p.p. .... 21(2)x 
Bright Stock—Soivent 
150-160 vis. 0-10 p.p., 95 v.i. x (2)25-27(2) 
Neutral Olls—Solvent (95 v.i.) 
170-180 vis x (2)14.5-15.5(2) 


200-210 vis. =x (3)15.5-16.5(2) 
300 vis. «(3)16.5-17.5 
Cylinder Stocks 

600 s.r., olive green ...... 18 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 
Bright stock—Vis. at 210° 

150-160 vis., 0-10 pour 

test, 95 v.i. ... x24-27.5 
Neutral Oils—Vis. at 100°; 95 v.i.; 0-10 p.t. 
LT 6 sas casee 13-14 
EN hxc Codadh ose. co sen 15-16(3) 
300 vis. ....... (2)17-17.5(2) 
500 vis. 


(2) 18.25-19.5(2) 


SOUTH TEXAS LUBES 


(Vis, at 100° F, FOB 8S. Tex., refineries for 
domestic and/or export shipment.) 


PALE OILS: 
Vis. Color 


100 1%-2Y% one eeesceeee (4)11-12(2) 
ZOD BB an nccccccescseses 13(6) 
BOD BB ccc cvcccccsccces 14(6) 
ee hk, a ee 15(6) 
FEO Bh cccccccccescccce 16(6) 
WOO BB cccccccccccscces 17(5) 
DOOD 4B cevccccccsccccccce (4)18-19(2) 
. 


(3)11-12(2) 
13(6) 


1 
(5)18-19 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT FEB. 2 
WAX 


WESTERN PENNA, (T.C., in Bulk) 
White Crude Scale: 


Sree A, coc cuscvese 


(3)3.75-3.875 
124-126 A.m.p. 


(3)3.75-3.875 


SEABOARD 


Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestie 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons. 


Crude Scale N.Y. Domestic N.Y. Export 


124-126 white 5.6(2) (2)4.8-5.6(2) 
Fully Refined: 

123-5 ....... 7.45 ode 

| a MTT 7.45(3) 7-8 .15(3) 
128-30 7.45(3) 7-8 .15(3) 
130-32 ...... 0 4a 7.1-8.25 
133-5 ....... 7.55(3) 7.1-8.25(2) 
BIBS cccdess 7.55(3) . 25-8 .4 
138-40 ...... 7.55(3) 7.6-8.75 
SOD ccivece 7.55-8.3 7.8-9 
149-51 ...... 9.55 11.2 


LPG PRICES 


(Of refiners, FOB refineries, in cents per gai. 
tank cars or transport trucks) 
Commercial 


Industrial 
District Propane 
N. Y. Harbor ... & s 
Philadelphia .... 8(3) 8(3) 
Baltimore ...... o° cose 
Hastings ....... a2 pees 
New Orleans 4.375 4.375 
Houston ........ 3.75 3.75 
Bele esccccses 7 7 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to biend 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
turing district.) 


FOB GROUP 3 


Grade 26-70 ....... 6.375( Quotations) 


FOB BRECKENRIDGE 


Grade 26-70 .... 5.875( Quotations) 





See hse regular Supply House. 





ty SCULLY SIGNAL COMPANY confit 32. 
customer tanks 


Cancdion Licensee: EMPIRE BRASS MFG. 










| “HUST FIL TIL THE WHISTLE STOPS” ; 7 


tank installations 


CO, LTD., Toronto, ted 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 











TO JOBBERS 


MEMBER P. G. C.O. A. PERMIT No. 24 
be ee ee ee ee 





WHO MARKET THE 
WORLD’S FINEST MOTOR OIL 


® Qualified jobbers and marketers who seek the 
finest quality in 100% Pure Pennsylvania Lubri- 
cants are invited to contact UNITED. From 
producing wells, through pipe line, to two modern 
refineries, UNITED provides every essential step 


in assuring a responsible source of supply. 


100% PURE PENNSYLVANIA OIL 







REFINING ' COMPANY 


Cla) ~4UNITED REFINING COMPANY, WARREN, PENNSYLVANIA >C=0 


57 











Otl PRICE SECTION 





CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 


BB Ost, POM. oecccccccses 12.85~-13.75 
OB Oak, BOB. ocecccccvecsece (3)12:1-12.75 
Light Fuel Oils 

BEDE . woe céenseeeneses (3)10.9-11.375 
WOO. DB BOG occ cccccccvcace (3)9.9-10.375 


Heavy Fuel Oils 


No, 5, low sulfur ........ 6.8 
No, 5, high sulfur ....... (2)6.8-7.25 
No. 6, low sulfur ........ (2)6.056-6.175 
No. 6, high sulfur ....... 5.7-6.05 
WESTERN PENNA, 

(Bbis., carloads; tank car, 1 to 1.5¢ less.) 
Snow white ......sseeeees (2)6.875-7.375 
MOTE WE coc cccccscccece (3)6.625-7.25 
Lily white .....c.ccccssees (2)6.375-7 
Cream white ........00++. (2)6-6.75 
Soft yellow .....6.ceseees 5(3) 
TAG GEIRGE ccvcceccecscs (3)5-5.25 
AMEE occ cccccccecccccees (3)4. 75-5 

MOB ccvdcccecvacececesace 4.5-4.75(2) 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 





Stoddard solvent ......... 11.375(3) 
Cleaners naphtha ......... 11.875(2) 
V.M.&P, naphtha ......... 11.875(4) 
Mineral spirits ... 10.875(4) 
Rubber solvent . 11.875(3) 


Lacquer diluent 


. (2)12.125-12.375 
Benzo! diluent 


A ss0 dais ** (2)13.125-13.625 


WESTERN PENNA. 
Ol City: 


Stoddard solvent ......... 14 
Pittsburgh: 
Stoddard solvent ......... 15(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


VIO. DOGURUR. 6 icc desind dence 17.0 
Mineral spirits & stoddara ‘solvent 16.0 
Rubber solvent ......... eoeeeses 14.875 
E. TEXAS (Truck Trnspt. lots) 

Stoddard solvent .......... 11.25 


CENT. W. TEX. (Truck Trnspt, lots) 
Stoddard solvent .......... 
KANSAS (For Kans, Dest’n. only) 
Stoddard solvent . 


ATLANTIO COAST 


et et ee 

AAAAD 

ad et wet a wr 
SRaan _ ° 
es Ee ee ll . * 
> OO x a 
~~ 


V.M.&P. 
Naphtha 
New York 
ee 17(4) 
Philadelphia 16 .5(4) 
Baltimore ease 
Boston ....... 17.5(4) 
Providenes sees 











t: Reduces Engine Deposits 


aitsallale hice 


Ring Stick ng 
Reduces Wear 











PRICES IN EFFECT FEB. 2 


Refinery & Terminal Prices (Continued) 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
terminals. Shi 





FOB their ps’ bunkers prices are exclusive of lighterage. 
92 Oct. 90 Oct. 86 Oct. 83 Oct. Kerosine | 
District Prem. Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline No. 1 Fuei(*) 
N. Y, Harbor 13.85-15 13.85-14.35 12.85-13.6 sees 10.75(19) 
do barges . 13.75-14.9 13.75-14.25 12.5-13.4 eee 10.65(19) 
Albany .....  14.2-15.2(3) 14.2-15.2 (732. 7-13.7(6) sinha 11.05(9) 
Baltimore .. 12.9-15(2) 12.9-13.25 1.9-13.5 cees 10.85( 10) 
de barges. 12.8 12.8-13 118-12 ae 10.75(9) 
Baten Rouge. .... ence > 11.1 9.7 
do barges . aces ecee 11 ears 
Boston ..... 14.95-15.7 14.95-15.2(2) 3.7(8 12.7 10.95(16) 
Charleston .. 13.3-14.475 13.3 ia. 3- 12. 475 deve (3) 10.7-10.9(2) 
Corpus Christi 12.5-13.5 12.5 1.5(2) cece eeee 
Houston .... 12.25-13.3 12.25-13.3 (2)11.25-11 3 9.25-9.75 
do barges . 12.25-13.3 (2)12-12.25 11.25-11.3 9-9.25 
Jacksonville . 13.6(4) 13.3-13.6(2) 9 = 6(7) 11.4(11) 
Miami ...... ones 13.6 11.5(2) 
Mobile ...... 13.4(3) 13.4 12. 403) 10.4(4) 
New Haven 15(3) 15 13.5(3) seee 10.95(8) 
New Orleans. 12.6 12 11.6 11.25-11.3 9.7-10.15 
do barges . 12.6 11.6 11.2-11.25 9.7-9.95 
Norfolk ..... 12.9-14.6 12.9-13.2 11.9-12.6 sess 10.75(7) 
Pensacola ... 13.4 13.4 12.4 10.4(2) 
Philadelphia . 15. 15-15.2 15.15 (2)13.7-13.9 10.85( 10) 
do barges . 15.05 15.05 13.6-13.8 10.75(10) 
Port Everglades 13.6(3) 13.6 12.6(4) 11.545) 
Portland .... 15.05-15.3(3) 15.05-15.3 13.8(4) 11.05(9) 
Providence .. 14.95-15.2(3) 14.95-15.2 13.7(5) 10.95(9) 
Savannah ... 13.6(3) 13.3(2) (2)12.3-12.6(5) 11.45(7) 
Tampa ..... 13.4(3) 13.3-13.4 12.3-12.4 11.15(8) 
Wilmington, 
N. C. ....  13.05-14.56(2) 13.05-13.2 12.05-12.55 12.05 (3) 10.7-10.9(4) 
Diesel Oil ht Diesel 
Gas House No. 5 Fuel No.5 Fuel Shore Piants* Ships’ Bunkers 
No. 2 Fuei* Gas Oll* = (0-10 p.t.) (15-60 p.t.) (S0cet.,656d.1.) (45cet., 45 dt.) 
N. Y. Harb. 9.75(19) 9.85 (11)$3.02-3.56 $2.55 (8) 10.15-10.25 $4.24(4) 
do barges. 9.65(18) ee (11)2.99-3.46 2.52 esse cece 
Albany ..... 10.05(12) 10.45 3.75 seve 10.45(4) one 
Baltimore 9.85(11) 9.95 3.05(3) 2.58 10.25(5) 4.24(4) 
do barges. 9.75(6) er 2.99(3) 2.52 bhoe oeht 
Baton Rouge 8.4 8.8 eee 2.09 8.8 3.49 
Boston ..... 9.95(16) 10.35 cece 3.01(5) 10.35(6) 4.27-4.28(2) 
en + 9.905) eee eT ies 10(2) 4.18(2) 
Housto 8.625-8.75 be0~0 sabe 8.5(2) 3.49(6) 
do barges. hee coe 2.35 ooee eves 
Jacksonville 10.4(8) eevee eve 10.4(6) 4.431(5) 
Miami ..... 10.5 ves veee 10.5(2) 4.473(2) 
Mobile ..... 9.5(2) eve coe . cece 
New Haven. 9.95(10) x3.15°* oube 10.35(5) cece 
New Orleans 8.5-8.7(3) oe cose 2.00 8.7-9.1(2) 3.49(3) 
ges. 8.7 cose cose 2.06 PPTr cose 
Norfolk .... 9.75(6) 10.15 3.00 2.56(2) 10.15(4) 4.19-4,.24(2) 
ensacola .. 9. cove eoce asco 9.5 cece 
Philadelphia. 9.85(10) 9.95 (3)3.08-3.10 2.84(6) 10.25(8) 4.24(4) 
do barges. 9.75(9) cece coon seee coos sees 
Pt.Evergiades 10.5(4) eee eoee cece 10.5(5) 4.473(3) 
Portland ... 059) 10.465 oeee 2éee 10.45(4) eves 
Providence 9.95(9) 10.35 2.99 2.99(2) 10.35(4) 4.28 
Savannah 10.45(7) esa 2.71-2.76 coos 10.45(5) 4.452(5) 
Tampa ..... 10.25(5) edse eves wees 10.25(6) 4.368(5) 
Wiimingto 
B.S, sece BOT) 9.9 0(2) 4.18(3) 
**Correct for Jan. 19 also; shown incorrectly in Jan, 21 ‘and Jan. 28 NPN. 
No. 6 Fuel No. 6 Fuel Bunker OC Heavy 
Neo. 6 Fuel No Sulfur No, 6 Fuel Max. 1% Fuel Diesel 
No Sulfur Guarantee Max. 1% Sulfur Ships’ Ships’ 
Guarantee Barges Sulfur Barges Bunkers Bunkers 
N. Y. Harb.. $2.00(13) $2.00(13) (3)$2.10-2.15 (3)$2.10-2.15 $2.00(10) $3.91(4) 
Baltimore ..  2.06(5) 2.00(4) 2.28 2.25 2.00(4) 3.91(2) 
Baton Rouge 1.63 1.60 exe rr 1.60(2) 3.24 
Bo:ton ..... 2.04(7) 2.04(5) 2.19 2.19 2.04(5) bea 
Charleston . 1.98(2) 1.95(3) esos ever 1.95(3) e 
Corpus Christi 1.63 1.60 1.60(2) 15 
Houston ... 1.60-1.65 1.60(4) (8)1.60-1.85(2)  3.24(5) 
Jacksonville . 1.95(6) 1.92(6) 1.92(6) eee 
Miami ..... 1.90 1.87 1.87(3) 
Mobile ..... 1.68 1.65 1.65 ‘ 
New Haven.. 2.02(3) 2.02 2.02(2) o08 
New Orleans 1.63(2) 1.60(2) 1.60(4) 3.24(2) 
Norfolk 2.01(3) 1.98(4) ee 1.98(5) a 
Pensacola .. ease 1.85 ses0 oven 1.85 ‘ee 
Philadelphia . 2.03(8) 2.00(8) 2.18(5) 2.15(5) 2.00(8) 3.91(4) 
Pt.Evergiades 1.90(2) 1.87(2) eves eras 1.87(3) one 
Portland ... 2:07(2) 2.04 hae 2.04 
Providence .(3)2.01-2.02(2) (2)2.01-2.02 2.26 2.01-2.02(2) 
Savannah 1.98(5) 1.95(4) veee 1.95(5) 
Tampa ..... 1.87(5) 1.84(4) 1,84(5) 
“=a 


(*) At Atlantic Coast refineries and terminals, 


and at Albany and Tampa, prieas of some sellers to 
bulk commercial consumers are 0.15¢ higher ‘than prices shown above. 
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OlL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT FEB. 2 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8S. Gulf, minimum of 20,000 bbis., and are by refiners only te 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 

Aviation Gasoline (MIL-F-6572) 


Grade 91/96 .. 


12-12.25(2) 
11.75-12-12.25 
11(2)-11.26-11.5(2) 
10.75-11-11.25 


TW Get. sccccccoces 10.5—11(2) 

70-72 Oct. M Leaded 10-10. 25-10.75 
Kerosine & Light Fuels 

41-43 w.w. kerosine exes 9(3) 

Be, B PU cccccvcseccccscccccese 8(5)-8.25 
Diesel & Gas Olls 

43-47 Diesel index os 125-8 .25 

48-62 Diesel index .......ccccccececceees eocces 125-8 . 25-8 . 375-8 .6 

53-57 Diesel index 22... cccccscccseccevceceses :: ‘25-8 .375-8 .5-8.625 


Heavy Fuels—Cargoes 
No. 5 Fuel, 0-10 p.t. $2.35(2)-$2.50 
$1.50(4)-$1 . 75-$1.86(2) 


Bunker C Fuel . 
MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. 8, gals., exclusive of local port or other governmental charges, 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those 
Type. of API 


Crude Per Bbi. FOB Point Gravity 
Arabian . Ras Tanura, Saudi Arabia 36-36.9 
Qatar f Umm Said, Qatar 39-39.9 
Arabian y Sidon, Lebanon 36-36.9 
Traq-Kirkuk . Tripoli, Lebanon 36-36.9 
Araq-Basrah Fao, Iraq 32-82.9 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp. for sale and/or purchase lot quantities FOB 
deepwater terminals at porte named, and are subject to crude availability and company's require- 
ments; 2c per bbl, differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardiess of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. purchases made 
in fields, prices shown are basis for such purchases with deductions being made Mot terminaling 
and pipe line services in accordance with published tariffs, Purchases not subject to contracts with 
Venezuelan government are made at — established by schedule shown below lees ic a oe 


Crude = API —— 
Bachaquero .......+.+ 
Tia Juana Heavy eoeece 
Lagunillas Heavy ..... 
Tia Juana Medium .... 
Tia Juana 102 L.P, ... 
Tia Juana Light 

Mara 

Cumarebo 

San Joaquin 

Oficina 

Muleta 

Jusepin 

Quiriguire 

Temblador .. 
Pedernales 


FOB 
Las Piedras or Amuay Bay 
Amuay Bay 
Las Piedras or Amuay Bay 


y me a (Pedernales) 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
) ° 


MIL-F-5572, unless otherwise noted. 

District Grade 100/130 sg 91/96 
New York, N. Y. 17.6-18.6 6.1-17.2 
Boston, Mass. . . 2 16.7 
Portland, Me. . 

Philadelphia, Pa. . 

Baltimore, Md, . 

Norfolk, Va. 

Charleston, 8. C. . ° 

New Orleans, La, “(Baton Rouge) ...... 

Houston, Tex. 


11.95(3) ° . 
11.2-11.7 
11.45¢4) 10 2-10.95 
ese 7.35(3) 
6.85(3) 


PACIFIC COAST 


(In Ships’ Bunkers, Diesel Fuel 
or Deep Tank Lots} (P.8. 200) 
San Pedro, Calif. §3. teres 
$3.75 San Francisco .. 3.65(4) 
cove Portland, Ore, .. 3.88(4) 
3.75 Seattle, Wash... 3.86(4) 


. Fuel 
Delivered Cleveland. 


MEXICAN BUNKER PRICES 


U. 8. DOLLARS PER BBL. OF 159 LITERS 
Bunker C Diesel 


(Ships Bunkers) 
Mexican Gulf 
Tampico $1.65 
Veracruz ...... -65 
Minatitlan 
50 
50 


Guaymas ‘ $2. 


Manzanillo 2.50 
Salina Cruz 2. 
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PATENT CHEMICALS 


Paterson 4, New Jersey 








REPUBLIC OIL REFINING CO. 


Refiners of 
and BLiC Petroleum 
Marketers Products 


Main Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 





TANK CAR BUYERS 


. 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


P.O. BOX 1 PHONE 2-435) 
TULSA, OKLA 








INDUSTRIAL “ 


FUEL OIL 


SPECIALISTS 


WATER TRUCK 


PHOENIX OIL CORPORATION 





PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20. N.Y 





aragon 


EXPORT e 
9x On 


30 E. 40 ST. NEW YORK CITY 16.N.Y 


errrer 











. OIL PRICE SECTION 





Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 














effect Feb. 2, 1953, as posted by principal marketing companies at 
their headquarters offices, but subject to later correction 


Inspection fees per gal., 
unless otherwise specified, are as follows: 





included in both gasoline and "kerosine prices, 








inspection fees as shown in next column. Gasoline taxes, shown in Ala. 1/40c on gasoline; Ark, 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 
separate column, include — 2c federal, and state taxes; also city and 2/25c; Kans. 1/100c; La. 1/32c; Minn, 5/200c; Mo, 1/25c; Neb. 2/100c; 
county tazes as in f t Kerosine tank wagon prices Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla, 2/25c; 8, C. 1/8c; 8. D. 
also do not include taxes; kerosine taxes where levied are indicated in 1/40c; Tenn. 2/5¢c; and Wisc, 3/100c. 
footnot Di , if any, are shown in footnotes. These prices in Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich, 1/5c. 
ATLANTIC Atlantic STANDARD OF CHEVRON ESSO Esso Gasoline 
Ga Kero.& (Regular) Av. 80/87 Gaso- (Regular Grade) 
REFINING Regular Grade) No.1 No. 2 CALIFORNIA T.T. 7.7. line STANDARD Gasoline 
Dir. Cons. Fuel Fuel 400 Gals. & over Taxes Dir. Cons. sine 
T.W. T.W. Taxes T.W. T.W. San Fran., Cal. ... 14.5 18.0 6.5 T.W. T.W. Taxes T.W. 
Allentown, Pa. 15.3 15.3 7.0 148 13.6 Los Angeles ass. aoe 17.5 6.5 Atlantic City, N. J. 14.6 14.6 5.0 14.0 
Altoona ...... 15.6 15.6 7.0 15.35 13.95 Freeno .......000. 15.7 19.2 6.5 | 14.6 14.6 5.0 13.9 
Ble wncccccccs on ans -. 15.35 13.95 Phoenix, Ariz, .... 17.3 20.8 7.0 Baltimore, Md. ... 14.5 14.5 7.0 13.8 
Greensburg ... 15.6 15.6 7.0 15.35 13.95 Reno, Nev. ....... 17.1 + 20.6 7.5 Cumberland ...... 15.7 16.7 7.0 15.2 
Harrisburg .... 15.3 15.3 7.0 14.8 13.6 Portland, Ore. .... 15.0 18.5 8.0 Washington, D. C.. 14.9 14.9 7.0 14.5 
Philadelphia 14.7 14.7 7.0 14.2 13.0 Seattle, Wash, esce 26.9 18.5 8.5 Danville, Va, ..... 15.4 15.4 8.0 14.2 
Pittsburgh .... 15.6 15.6 7.0 15.35 13.95 Spokane ......... sae 21.3 8.5 Petersburg ....... 15.0 15.0 8.0 14.7 
Reading ...... 15.3 153 7.0 148 13.6 TACOMA ....es0000 15.0 18.5 8.5 Norfolk ........+. 14.1 14.1 8.0 14.0 
Scranton ..... 15.3 15.3 7.0 15.1 13.9 Boise, Idaho ..... x17.0 22.7 8.0 Richmond ........ 14.5 14.5 8.0 14.4 
Wilkes Barre.. és one a ae | Salt Lake, U. .. 15.4 19.4 7.0 Roanoke .......... 16.3 16.3 8.0 15.1 
—, +. 15.6 15.6 7.0 15.1 13.9 Honolulu, T. H. . 15.6 19.1 8.5 Charleston, w. Va. 16.1 16.1 7.0 15.2 
York .......-. 15.0 15.0 7.0 14.5 13.3 Fairbanks, ‘Alaska. 27.4 30.9 4.0 Fairmont ......... 16.1 16.1 7.0 15.6 
Ww limington, papi a PO mad u50sss6a 16.6 20.1 4.0 er eeeees 16.0 16.0 7.0 14.6 
errr 14.7 14. é 14.2 13.1 rere 16.0 16.0 7.0 14.4 
Bridgpt., Conn. 14.8 14.8 6.0 Se PEP Charlotte, N. C. .. 15.4 15.4 9.0 13.9 
Hartford ...... 14.8 15.1 6.0 FR fT! Kerosine Diesel Standard MOMOTY cee cscecee 15.8 15.8 9.0 14.1 
New Haven ... 14.8 14.8 6.0 ro | * | x eoil BER, AMF ccvcccecs 16.0 1316.0 9.0 14.4 
Boston, Mass.. 14.9 14.9 7.0 oe 23.4 40/199 T.T. T.T. RAI . cccccccess 16.0 16.0 9.0 15.1 
Fall River .... 14.9 14.9 7.0 es pate gals (400 gals.or more) Salisbury ... - 15.3 15.3 9.0 13.7 
Werte cc iek it te cs HG vgs Fae ee SS ay ee 
sees ‘ ‘ és \. San Fran. Wet 8. ? 4 Olumbia ......... . = 9.0 eeee 
Prov., R. I. .. 14.9 149 60 ... 13.3 dee nt ae a yf Spartanburg ...... 15.0 15.0 9.0 .... 
Camden, N. J. 14.6 14.6 5.0 14.0 13.0 a 19.8 11.8 13.3 New Orleans, La. . 13.3 13.3 9.0 12.8 
yong re “ ue ee se 44 Phoenix, Ariz... 21.3 14.3 15.8 yo — eee a | 13.7 9.0 12.5 
ed ot 2) ae ae ey ot Reno, Nev. ...... 21.1 13.8 15.3 “po _ at 15.1 15.1 9.0 13.7 
oo © >. v \ . Portland, Ore. ... 20.5 11.5 ale e Charles 13.8 13.8 9.0 13.1 
oe eocese =. s $4 as <7 Seattle Wash 20.5 11.5 pt or és - 15.4 15.4 9.0 13.5 
Clmira ....... ‘ . e . ° . ea; - . ca New Iberia ....... 13.9 13.9 9.0 13.1 
Spokane ......... 24.3 14.8 16.3 § 
a eR BE SS RES = — tera a as oe ee ee ee ee 
Syracuse ..... y " ‘ . . Boise, Idaho .... 28.7 x14.6 “16.1 PE éecccccccs . " 4 13. 
Watertown .... 16.6 166 60 16.9 15.2 Salt Lake, U. .... 16.5 13.0 13.5 Chattanooga ...... 15.2 15.2 9.0 13.6 
SE RR ET RR a eS er soe TO aS ge 
Charlotte, N.C. 154 15.4 9.0 13.9 126 Fairbanks, Alaska 35.1 ree : ¥ i. 
oo i Mae: sa P Juneau .....20006 22.1 Naphthas-T.W. & Steel Bois. 
Jacksonville, Min, Spirits V.M.&P. 
eee 15.2 9.0 . Taxes: Newark, N. J 
Boise—Sc gas tax applies to motor fuel 3,600 ‘gals, & over 17.0 18.5 
Mineral Spirits V.M.&P only; avgas taxes are 2c federal, 2.5c state. Steel bbls. ....... poet. “e- 24.5 
T.W “rw. Salt Lake—7c gas tax applies to motor Baltimore, Md. Z f : 
oWe — fuel only; avgas taxes are 2c federal, 4c 3,600 gals, & over. 15.7 
Philadephia, Pa, .... 16.5 18.0 state. Steel bbis. 24.5 
Pittsburgn «......++++ 20.0 21.0 Honolulu—-8.5¢ gas tax applies to motor fuel Washington, area eae . 
only; avgas taxes are 2c federal, 4c terri- 100-499 gals. . 19.0 
Heavy Fuel Oils—T.W. torial, Standard Diesel/furnace oil price is 500-3,599 gals, ...... 18.0 
No. 5 No. 6 s. Ic mere mane fuels tax. All er 3,600 gals. & over... 16.2 
prices are ex Hawaiian gross income tax o . : 
Philadelphia, Pa. ....... 7.06 Ss 1% to resellers, 2.5% to consumers, pe FUEL ‘cndcw. 
Notes: ye » ‘- a P No.1 No.2 No.4 No.6 
r asoline—For other deliveries of Chevron Atlantic City, N.J. 14.0 13.0 
PB a ying rg ony yt ac pe (Regular) and Chevron Aviation 80/87, add to Newark, N. J. 13.9 12.9 $3. 544 $2. 556 
at one time, Camden—Add ic for ae of 400-gals.-and-over price 1.0c for 40-199 gals. ; Baltimore, Md. .. 13.8 13.3 3.51 2.52 
100-299 gals., 2c for less than 100 gals. 0.5¢ for 200-399 gals., except for deliveries to Washington, D.C. 14.5 13.7 3.68 2.64 
Mineral Spirits prices also apply to Stod- Marine trade in Alaska (exclyding Chevron Norfolk, Va, .... 14.0 12.9 eeee 
dard Solvent. Aviation 80/87) where 0.5c differential applies DPV cc icocte acee 12.8 e 
to 40-399 gal. delivery; for less than 40 gals. Petersburg ...... 14.7 13.6 ° 
add 4.0c gal., except at Honolulu add 4.5c¢ for Richmond ....... 14.4 13.3 - 
less than 40 gals. to Marine trade and less Roanoke ........ ése0 13.7 e 
than 100 gals. to Shoreside trade. Prices for Charlotte, N. C... 13.9 12.6. 
CONT'L (N. B. Prices are Continental's Chevron Aviation 80/87 at Salt Lake City ap- Hickory Min - Se . 
tankwagon prices. Current selling ply to all quantities in excess of 40 gals. Mt. Airy 13.1 ° 
OL prices may vary from those shown Prices for Chevron Supreme (Premium) are Raleigh 1 14.2 . 
because of local conditions.) 2.0c gal, higher than Chevron (Regular) for ey ar 12.3 
Conoco Demand quantity delivered, except at Salt Lake which Charleston, 8S. C.. ...- 13.1 
N-tane (3rd  Gaso- Kero- is 1.5¢ gal, higher, For less than 40 gals. de- Columbia ........ coos «618.8 
(regular) Grade) line sine liveries, add 4.5c gal. to 400-gals.-and-over Spartanburg ..... 12.5 
Wagon Taxes T.W. price, except at Honolulu, add 5.0c gal. for Taxes: Louisiana kerosine prices” do not in- 
a - ome 13.8 8.0 14.7 less than 40 gals. (Marine) and less than 100 clude 1c state tax. 
Geans ‘Teus hie tary 17.2 16.2 8:0 17.1 gals. (Shoreside), Add to Chevron Aviation Notes: Kerosine No. 1—Atlantic City prices are 
Pueblo Veicebess or 14.6 80 15.5 80/87 quantity delivered prices, 2.0c for 91/98, for deliveries of 300 gals. or more; add ic for 
Casper. Wyo... 15.7 14:7 8:0 15.0 5.0c for 100/130, and 8.0¢ for 115/145. 100-299 gals. 2c for less than 100 gals. 
Cheyenne Pre, % 15-7 14.7 8.0 15.6 Kerosine—T.T. prices, except at Salt Lake No. 6—Washington price is for min. delivery 
Billings Mont... 17.0 7 80 16.5 City, apply to deliveries of 40-199 gals. For of 1,050 gals.; for min. delivery of 2,500 gals. 
Sette’ wee 180 eeee 8:0 18.2 other deliveries: less than 40 gals., add 4c; price is $2.58 per bbl. 
Great Fue... "470 shine: 80 13/2 200-399 gals., deduct 3c; 400 gals. & “over, 
Helena. onset Soe tees 8.0 18.2 deduct 4c; tank car-truck trailer, deduct 5.5c. IMPERIAL (Prices are per imperial gal.; to 
ele tine esas tees 7:0 16:5 Salt Lake City posted tank truck price is for arrive at price per U. 8S. gal., 
PARE Mo ae ell OiL subtract 1/6th.) 
Albuquer., 'N.M.. * 16.0 15.0 85 14.9 Standard Diesel/Furnace Oi] & Standard Esso Gasoline 
Saawell. cs ..2, ae 14.3 815 14.2 Stove Oil—T.T. prices are for deliveries of 400 (Regular Grade) Kero- 
Santa Fe ......16.3 .... 9.0 15.2 gals. or more. For other deliveries: 40-199 Dealer sine 
Muskogee, Okla.. 13.7 12.7 8.5 12.9 gals., add 1c; 200-399 gals., add 0.5c; less T.W. Taxes T.W. 
Oklahoma City.. 13.5 12.5 8.5 13.1 ee a oe St. John’s, Nfld. .. 24.4° 14.0 24.4 
Bulaa: vs dvsives 13.6 12. 85 12.5 = + Halifax, N. 8. .... 20.8 15.0 22.8 
St. John, N. B. 20.8 13.0 22.8 
Taxes: nage oe E.l 22.8 13.0 24.8 
a Me tax col includes these city taxes: ontreal Que. ... 21.7 13.0 «23.7 
Albuquerque & Roswell, 0.5c; Santa Fe, 1c; HUMBLE cerca Toronto, ‘Ont. ..... 21.7 11.0 23.7 
; , Gasoline Gaso- Kerosine H 23.7 
Cheyenne, ic; Casper, ic. OIL line lamilton, Ont. .... 21.7 11.0 ° 
BF ig Tank Re- Winnipeg, Man. ... 22.1 9.0 26.1 
Discounts: eatin sts kai Retail Taxes Wagon tail Brandon, Man, ... 24.3 9.0 38.3 
allas, Tex.. d 19.0 6.0 12.8 17.0 egina, Sask. .... 20. 10.0 . 
wank ae ie NR ny gg Ft, Worth .. 14.0 19.0 6.0 12.8 17.0 Saskatoon, Sask... 23.7 10.0 25.7 
ann ry gals.; 200-399 a Ay ‘ee: Houston .... 14.0 19.0 6.0 12.8 17.0 Calgary, Alta. .... 21.0 10.0 23.0 
400 gals. and evel. detect a ., deduc ; San Antonio. 14.0 19.0 6.0 12.8 17.0 Edmonton, Alta. .. 19.5 10.0 21.5 
. . N 3 Vancouver, B. C. . 21.8 10.0 23.8 


Notes: 
T.W. prices are to consumers and dealers. 





T.W. prices are to all classes of dealers and 
consumers. 


(*) Price is for Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 
x Effective Jan. 26. 
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OIL PRICE SECTION 
Tank Wagon Prices (Continued) 





SOCONY VACUUM 


Mobilgas Aircraft 
Grade 

91 100 

TW. T.W. T.W. 


Mobilgas “a3 4 “34 
Cons. Dir. 
T. w. 


T.C. T.C. 
as as City: 


Richmond oe 
Albany, N. Y. . 
Binghamton ........ 
Buffalo 
Jamestown 
Mt. Vernon 
Plattsburg 
Rochester 
Syracuse 
Bridgeport, 
Danbury 
Hartford 
New Haven 
Bangor, Me. 
Portland 
Boston, 


cwnwoenw 


[oO NHN Wee oe 
: Du: CHW WH ORBAGD 


CHOBAWHWHN: We: 


SaorsIDHODeN: #O- 
ow 


is bo im OD ~2 be 


Conn, 


+s 
a 
2a: 


Lameaster ....ccccss 
Manchester 
Portsmouth 
Providence, R. 
Burlington, Vt, 
Rutland es ° 
Tank Wagon Prices” 
PE GED fr aslb.ns ned 0 cdbwtebaecusabtauls 
V.M.&P. Naphtha 20.5 18.5 
Taxes: N.Y.C. prices do not include 3% city sales tax applicable to price 
Discounts: 
Mobil Kerosine—Mt. Vernon T.W, less 0.5c for deliveries of 300 gals. 
Mobilfuel Diesel—All points, 0.5¢c for T.W. deliveries of 800 gals. or 
FO aaa Vernon T.W. less 0.5¢ for deliveries of 300 gals. or 
Jamestown T.C. prices are delivered prices: all other T.C. prices are FOB bulk terminals. 
Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators, tank car prices to commercial consumers are 0.15¢ higher 
Mobilfuel Diese] tank car prices are to commercial consumers; tank car prices to bulk plant operators are 0.15c less. 


OHIO STANDARD 


DHBAOwWORWOHS 


te & & G9 m3 SD Sb W hs C9 DO OS OOH DPD Ag dad ad 
ee eo 


bg Go © bo my S © we bd OO 0 E900 OH © WO ON DoD aD ad ad ad AD 


Rochester 
20.0 
21.5 

of gasoline (ex 
or more 

more 

more, 


& Solvents—Cons. T.W. 
V.M.&P. 
Varno- 


Aviation Gas.-Cons. T.W. 
Sohio 


Avia. 
100 


rE 


Sol- 
Akron ee 
GE 6 00 cn cack pis 
Cincinnati 
Cleveland 
Columbus 


ix} 
a 
°o 
of | 
°o 
oe 


Mansfield 
Marion 


Toledo 


BUNBENESBEE EBs 
SoooooooooSo°o 
SEEESEERRRE 
cooooooooooo 
coocoooooooooN 
ccoooosoooooo 


eooooeoooeoso 
SSESSESESESE 
ecoooooooosco 


‘9° 9° 
Zanesville 


19. 15 20. 21 2 13.9° 13.9° 2.9 
: Hangar operators can purchase aviation gasoline less 4c per pe State Road’ Tax by supporting purchase with State Tax Exemption Form 
A-10 to supplier. 


Discounts: Sohio Aviation—on contract to hangar tors and Mers, 2c off consumer t.w. 
Kerosine, Nos. 1 & 2—Prices with asterisk (*) are for t.w. or drum deliveries of 100 gals. or more; less than 100 gals., 0.5¢ higher. 
other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 0.5c higher. 
Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5¢; 1000. to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5¢; 250 to 499 gals., 1c; 500 gals. or over 1.5¢ 
Notes: Renown (third- -grade) gasoline prices are same as X-Tane unless otherwise noted. 8.8. prices are at company-operated stations. 


INDIANA STANDARD 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
Indiana bulk plants where the company’s prices are publicly posted. K 
Red Crown (Reg. Grade) $ 
Red Cr’n, Red .Cr’n. Ss i} 
e Dir Gasoline 1-99 
gals 


to 
a 
pbtttdttttettats 


wuoneuoanaoaan 
bnbenebboonoe 
= . *e. . . . . . . 
BVeonaaaaaanan 
SSSsSssssssss 
AAAAaaaaaanaan 
BUBEEEEEEEES 
AAPMaaaaaaaaan 





Prices at 





100 gals. 
& over 


Furnace 0i|——_—_———_- 
100-174 175-999 1,000 gals. 
gals gals. & over 


T.w. 
Chicago, Ill, .. 17. 
South Bend, Ind. 
Detroit, Mich, ee 
Mpls.-St. Paul . 
Des Moines, Ia.. 
St. Louis, Mo... 
Wichita, Kans. . 
Omaha, Neb.... 
N. D. 
Huron, 8. D. 
Milwaukee, Wise. 


Fuel Oils—T.W.—Chicago, Ill. 
Standard 

Heater Oil — ou 
14. 


14.3 Covington, Ky. ........ 
13.6 Lexington 

ones Louisville 

Paducah 

Jackson, 

Vicksburg 
Birmingham, Ala. .. 
Mobile 

Montgomery 

Atlanta, Ga. 
Augusta 

Macon 

Savannah 
Jacksonville, Fila. 


oo 
oso 


bubanroneen! 
~ 


= 


AAVYARRAHH-2 
coos oooouscSe 





1-99 gals. 

100-149 gals. 

150 gals. & ov 
100-399 gals. 

400 gals. & over .... 


Dallas, Tex. 
Fort Worth .... 
Wichita Falls ... 
Amarillo .... 


* 
Cop SH eowrvamerane 2 
a 


I) 
Some OBROAIHWAANHAS 


soocoooeoooooo 


Gasoline tax column includes these city & 


1-749 gals. county taxes: Mobile, 2c city; Birmingham, ic 


750 gals. & over .... 9.4 
Taxes: St. Louis, Mo., gasoline tax includes 1c 
city tax. Des Moines, Ta., kerosine and furnace 
oll prices do not include 4c state tax, State 
sales. occupation, consumer & use taxes to be 
added where applicable. 

*“Temnorarv’’ price. 

x Effective Jan. 1. 


FEBRUARY 4, 1953 


San Antonio .... 
Port Arthur ... 4. .80 

Notes: —— tw. prices apply also to all 
s with minimum delivery 


SoocooUsoO000 
ARARBABAAAAH 
Soo0o0S00000 





of 50 ie. 


county; Montgomery, lc city & lc county; Pen- 
sacola, lc city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, ker- 
osine ic; Mississippi, kerosine 0.5c. 


Notes: 


Consumer t.w. prices are same as net dealer 
prices. 








STATISTICS 





Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities*** 


Midwestern Lubricating Oils 


(Compiled by Western Petroleum Refiners Assn. from figures of 12 
reporting companies, figures in bbls, of 42 gals.) 


November, 1952 


Total Solvent Total Solvent Paraf- 
Bright Bright Viscous Viscous fin 
Steck Stock Neutrals Neutrals Oils 


Production . 270,992 219,618 450,491 377,369 120,179 
Shipments: 
Domestic 
Export 
TOTAL 
Inventory 
Nov. 30 
Days Supply 


. 167,882 153,903 400,188 334,417 132,606 
20,031 5,022 3,859 3,859 703 
. 187,913 158,925 404,047 338,276 133,336 


482,732 wae baer ~ sear 101,536 
. 49 


o_O, ‘951 

Production . 347,319 277,802 638,149 548,786 127,883 
Shipments: 

. 284,864 229,933 602,761 506,049 135,764 

43,288 18,059 13,011 13,011 1,160 

. 328,152 247,992 615,772 519,060 136,924 


301,866 240,656 715,607 595,488 126,210 
29 29 38 34 


Inventory 
Nov, 30 .....-- 
Days Supply .. 





Pennsylvania Lubricating Oils at sage 
(Compiled by National Petroleum Assn. from 


reports o 
fining Pennsylvania Grade crude oil. Figures in bbls, of ‘s U. 


Pro- Total In- 
duction ventory 
Nov., Nov. 30, 
1952 19 

. Raw Long residuum .......... 
. 600 steam refined stock . 

. Other steam refined stock .... 
. Finished dewaxed long residuum. 
. Bright stock 

. Viscous neutral, below 180 vis. but 
not below 142 vis. @ 100 - 

. Viscous neutral, 180 vis. 
and above 


,. 226,572 


86,372 147,258 


117,115 226,166 


Pennsylvania Oil Other than Lubes at R 


Re- 

fined Blended 

Steck Oils 

22,633 503,150 

13,440 460,843 
200 12,880 

13,640 473,723 


37,887 506,400 


28,267 699,383 

24,033 637,593 
339 

24,372 706, 497 

50,816 374,629 


neries 


a=. 
. gals.) 


Pro- Total In- 
duction ventory 
Oct., 


Oct. 31, 


1952 1952 


190,240 
174,100 


81,412 
109,242 


efineries 


(Compiled by National Petroleum Assn, from report of all region 


refiners. Figures in bbls.) 


Nov. 30, 


1. Naphthas & Gasoline 
(1) Straight run, unblended and/or 
for sale as motor fuel .........cececeves 
(2) Naphtha and gasoline, for sale for blend- 
ing or further refining or held at refinery 
for further distillation, ee ne 


unleaded, 


or leading .. 
(3) Below 65 octane, ‘not ‘included in (1). or. (2) 
above .... éux 
(4) 65 octane and "above 
2. Salable naphthas other than motor fuel mate- 
rial (does not include nage: etre —, 1 
3. Kerosine .. é 
4. 36/40 gas oil 
5. Fuel Oil (not reported above) 
6. Olls held as cracking plant charging stocks.. 
7. Non viscous neutral 
8. Wax distillate 
9. Crude petroleum 
10. Wax (ibs.) 


% include “tu rnace oil ) 


Net Stocks of Pennsylvania Crude 


Oct. 31, 


1952 1952 


3,040 3,353 


253,628 


1,654 


61,240 


Oil 


(Compiled by National Petroleum Assn. Figures in bbls.) 


Nov. 30, Oct. 31, 
1952 1952 

At refineries 

Pipe Line and tank farm .... 

DEE ci yece j 


377,301 
1,462,793 
1,840,004 


1,410,850 


District 5 Demand 


Nov. 30, 
1951 


1,309, 230 
1,593,886 


(California, Oregon, Washington, Arizona and Nevada) 


(Bureau of Mines Figures in thousands of b 


Gasoline & Naphtha 

Liquefied Petroleum Gases 
Kerosine & Kerosine Distillates 
Lubricating Oils & Distillates 
Stove Oil & Diesel Oil 

Fuel Oi 

Asphalt & Road ‘ou 


bis, daily) 
November, October, 
1952 1952 


November, 
1951 


January 1, 1953 


its per Gi 
Indicated 
Dealer (ine 


Dealer’s 
Net Price 
(Ex Tax) 

15.22 
14.40 
14.40 
15.60 
14.90 
14.90 


City 

Average United States... 
Portiand, Me. ........ 
Manchester, N, H. 
Burlington, Vt. < 
Boston, Mass. 
Providence, R. 

Hartford, Conn. 


Philadelphia, Pa. 
Dover, Del. .... 
Baltimorre, Md. 
Washington, D. Cc. eonces 
Charleston, W. Va. 
Norfolk, Va. si aabec nes 
Charlotte, N. C. 
Charleston, 8. C. 
Atianta, Ga. 
Jacksonville, Fla. 
Birmingham, Ala. 
Vicksburg, Miss. 
Memphis, Tenn. 
Lexington, Ky. 
Youngstown, Ohio 

South Bend, Ind, 
Chicago, Il, 

Detroit, Mich. 


ied 


SCwOUInIAeaec 


en 


Twin Cities, 


Omaha, Neb. ‘ 

Des Moines, Iowa 

St. Louis, ‘Mo. 

Wichita, Kans. 

Tulsa, Okla. 

Little Rock, Ark. 

New Orleans, La, 
Houston, Texas ........ 
Albuquerque, N. M. 
Denver, Colo. 

Casper, Wyo. 

Butte, Mont, 

Boise, Idaho 

Salt Lake City, Utah .. 
Reno, Nev. 

Phoenix, Ariz. 

San Francisco, Calif, 
Portiand, Ore, 

Spokane, Wash. 


*- eu 


oe 


SSSSSSSSSSSsssss: SSSSSSuRSSSSSSSSSSSS 


1 

14. 50 
15.00 
17.80 


00 00 DB AI AB ATWO WH WH MD OW OHIRHAINNIIAARAIBRAROOOOOHOOGHAAINIINIASAMMAINNOA 


AALS AAGHPAAAAAAAS, SPHRPAAAAASHABDAPAABANSAAAAAASAAASY 


* Includes city tax of 1c per gal. 
** Includes city tax of 0.5c per gal. 
*** API figures as reported by The Texas Co. 


+ Editor’s Note: Where there are price wars these indicated margins 
do not necessarily show what the dealer is actually realizing per gallon 


pressanpronsceaccussceencerrcer ree nassnsrecccccrc ee 


Tax Service 
Station 


. 2e 
Margin? sete tam? (Ine. Tax) 


of gasoline sold. Special allowances temporarily are being granted tc 


some dealers hit by the subnormal retail prices. 
t Applies to deliveries of 400 gals. and over. 
tt Includes county tax of lc per gallon. 





Production of Natural Gasoline 


(Bareau of Mines figures in bbis., 


000 omitted) 


November, 


1952 
East Coast 
W. New York 
W. Pennsylvania 
West Virginia 
Illinois 
Kansaas a seesgnee 
EE og Cunlnc ce bcc 66-00-53 abun sees soanenes 
Michigan 
Ge nce se 
Oklahoma 
BETAMERS 0 cc ccccancercseees 


Mississippi P 
New Mexico .. 
Texas: 

West Texas. 


Wyoming 
California 

Total 

Daily Average 


-- 2,592 
. 19,360 
645 


* Colorado, Nebraska and Utah gasoline products included with Wy- 


oming. 
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DISPLAYED: Advertisements set in special type or with border— 
$13.50 per column inch. 
UNDISPLAYED: For Sale", “Wanted to Buy”, “Help Wanted”, 
Business unities”’, us classifica- 
tions set in type this size without border—30 cents a word. Minimum 
charge $7.50 per insertion. 


CLASSIFIED 





“Positions Wanted’’—15 cénts a word. Minimum charge §3 per insertion. 
Box number counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 





For Sale 


: 1—4050 gallon Butler twin trans- 

+; 1—5000 gallon Fruehauf, excellent con- 

BUTLER MANUFACTURING COM- 

PANY, 7400 East 13th St., Kansas City, Mo., 
Phone: BEnton 7400, Extension 231. 


5000 GALLON FRUEHAUF Tandem, 3 com- 
partments, 16% x 6 air brakes, 1947, with WC 
20-134” WB White. Clean, immediate delivery. 


$5750.00. NELSON J. STROOP, ECONOMY 


GAS & OIL CO., Phone 4585, 
gan. 





An advertisement in NPN’s Classified 
Section will bring you quick, effective 


Wanted To Trade 


WILL TRADE 1—1500 gal. 6 compartment 
truck tank equipped with pump and meter for 
late model streamlined 1000 or 1200 gal. truck 
tank. Pictures of tank available. PERRINE 
OILs Pa. 


For Sale 


FOR SALE: 3—5400 gal. 4 compt. 1950 Stand- 
ard Stee] tandem trailers. $3950.00. BRUCE E. 
HACKETT CO., Hiland 1385, 621 West 58th 
St., Kansas City, Mo, 


For Sale: Former Marine Oi] Company plant 
at New Orleans located on 44,000 square feet 
of property owned by the Illinois Centra) Rail- 
road Company. Plant has 20 individually piped 


Wanted to Buy 


8 STEEL STORAGE TANKS 10,000 to 25,000 
Gal. cap. and 2—10,000 bbi. cap.; also pumps 
for bulk plant. LESTAN CORP., Rosemont, 
Pa. 


Position Wanted 


SALES MANAGER: Complete experience retail 
and wholesale petroleum marketing, TBA mer- 
chandising, leasing and property acquisition. 
Brand unbranded operations. Graduate 

Mid-West location, will 


Position Open 


INDEPENDENT OIL JOBBER buying from 














results at low cost. 
NATIONAL PETROLEUM NEWS 
1213 W. Third St., Cleveland 13, Ohio 
WRITE TODAY 











tanks totaling 290,000 
operate with office equipment, pumps, piping 
and other necessary equipment. Buildings total 
over 6,000 square feet. Will sacrifice all for 
less than $25,000.00. 
COMPANY, P.O, Box 95, 


gallons. Complete to 


major company and fiying major flag in 
Northwest Florida, wants man with some 
experience; some financia] backing to set up a 
commission agency. Great future for responsi- 


EVANS COOPERAGE ble man under 50 years of age. Write BOX 


, Louisiana. 697, Panama City, 





(PAA Crude-Products ‘Spread’ Narrows Ic 


WASHINGTON—January spread of refined products 
price averages over crude price averages, as computed 
by Independent Petroleum Assn. of America, was down 
le from December in continuation of declining products/ 
crude ratio that has been in progress for year and a 
half. 

Association’s compilation shows January differential 
of products over crude as 99c per bbl. for nation as a 
whole, while figure for east of California was 87c. In 
both instances, decline of 1¢ per bbl. in “spread” re- 
sulted from reductions of 0.0lc per gal. in average 
prices for motor gasoline and 0.02c for heavy fuel, with 
averages for kerosine and light fuel unchanged. 

IPAA’s averages for January and December, 1952 and 
for January, 1953 compare as follows: 

Table 1—California Included 
Refined products in 9 Jan. Dec. Jan. 

Refinery markets: 1953 
Motor Gasoline (¢ gal.).............. . ‘ 11.33 
I te AS” 6 vccoinw veneadeeac 9 9.¢ 9.94 
Light Fuel (¢ gal.) * 53 8.53 
ty 5 RA eres . y 3.41 
Average above 4 products 
Cents per gal, ‘ . 8.46 
Dollars per bbl. ’ , 3.55 
Crude Pet. in 8 areas ($ bbl.)....... 2.56 2.56 

Table 2—California Excluded 
Refined products in 8 

Refinery markets: 

Motor Gasoline (¢ gal.) ............. 11.19 . 11.29 
RE Ea eee . 9. 9.43 
Light Fuel (¢ gal.) f y 8.41 
ee Oe OD 6 kd. ccdesesuqeedss : . 3.22 
Average above 4 products: 

Cents per gal. 8. 8. 8.34 
ot .. Beer Sree ee af 3.50 
Crude Pet. in 7 areas (§ bbl.)....... . 2. 2.63 

Prices shown above are weighted averages based on low quotations 
as published in NATIONAL m News, and prepared by IPAA 
to reflect trend in oil prices and should not be interpreted as showing 
actual sales realization for producers or refiners. 

(See NPN Dec. 10, 1952, p. 53 for weights allotted by IPAA to the 
various refinery districts, products and crude). 


Mid-East Crude to Los Angeles at $3.155 


NEW YORK-—A T2 tanker has been fixed to carry 
crude oil from Persian Gulf to California at rate which 
will deliver 35 gravity Middle East oil to Los Angeles 
at about $3.155 per bbl., duty included, according to 
reports in oil and ship chartering circles here. 

Jeanny, a foreign flag dirty vessel, has been chartered 
for voyage in mid-February at $10.02 per ton (USMC 
minus 40%), or equivalent of $1.32 bbl. for 35 gravity 
crude. Buildup to Los Angeles is: $1.73 (posted price 
FOB Ras Tanura, Saudi Arabia), plus $1.32 freight, plus 
10.5c duty, to total $3.155. 

While price for Middle East oil, including duty, fails 
by 29.5c bbl. of matching cost of California crude laid 
down in Los Angeles Basin area, it beats by 13.5c bbl. 
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estimates of what Canadian crude will cost, also de- 
livered Los Angeles, upon completion of Trans-Mountain’s 
Edmonton-to-Vancouver pipe line. 

When Office of Price Stabilization began consideration 
of West Coast producers’ plea for higher crude price 
last fall, cost of 35 gravity California oil delivered in 
Los Angeles Basin was given as $2.86 bbl., while esti- 
mated cost on completion of Edmonton-Vancouver pipe 
line of same gravity Western Canada crude, laid down 
Los Angeles, was given as $3.29, of which 97c repre- 
sented gathering costs, pipe line tariff to tidewater, 
ocean freight from Vancouver and import duty. 

Prices of $3.155 for Middle East crude includes 10.5c 
duty, and scme Persian Gulf sellers reportedly are 
willing to offer on a “duty-protected” basis. If duty 
was waived on Middle East oil, the score thus could read: 
California oil $2.86, Middle East $3.05, Canadian $3.29. 

Admittedly, trade sources say, tanker rates on foreign 
flag ships now are at “depressed levels,” and continuation 
of shipments of Middle East crude to California at 
prices below those estimated for Alberta oil may be 
remote. But for some months now, West Coast has been 
importer of crude with needs of California refiners 
estimated at as much as 100,000 b/d above local pro- 
duction. 

For time being, however, there are indications that 
principal oil marketers are becoming increasingly long 
on tanker tonnage, particularly for February. For that 
month alone, 11 clean tankers and 11 dirties—all U.S. 
flag vessels—are being offered for charter. These are 
additional to the many foreign flag ships that have 
weighed heavily on tanker tonnage market for several 
months. 


Oil Price Index Declines 
WASHINGTON—Bureau of Labor Statistics reported 
that decrease of 7.9% in price index for natural gaso- 
line and 0.7% for lubricating oils was only of sufficient 
weight to decrease over-all price index 0.1% for week 
ended Jan. 27. Complete index, based on Platt’s Oilgram 
quotations, is shown below for week's ended on dates 
indicated (1947-49 equals 100): 
% Change 
dan. 20 to 
dan. 27, 
1953 
Crude and products ........ , A . —0.1 
CERES cocccccvverces knead Seve 
Refined products ........... 
GASONMO 2 nce ee cen en cerees 


PP eee 
Distillate fuels ............. 


dan, 27, 
1953 


Residual fuels ....... 
Lubricating oils . 
Natural gasoline .. 





LONG ISLAND at Standard of California company station in San Francisco. 
Island signs ask motorists to move ahead so maximum use of space can be achieved. Long, neonized sign over- 
head is “eye-stopper” 





It can handle four cars at once. 


What Multi-Pumps Need for Success 





This is the second of two articles bringing readers up to 
date on what has happened to multi-pump service stations in the 
past year. It discusses problems in management, design and equip- 


ment. 


The current series continues NPN’s policy of reporting in full 
the development of multi-pumps since they began spreading panic 
in gasoline marketing six years ago. Previous articles appeared in 
October-November, 1950, and in November-December, 1951. Last 
week’s story (Jan. 28, p. 48) presented over-all conclusions oil 
marketers have reached on multi-pumps, and reviewed trends of 


the past year. 


The definition of ‘“multi-pump” adopted by NPN in 1950 still 
holds: Three or more pump islands, the appearance of openness, 


and easy access from the street or highway. 





By FRANK BREESE 
Pacific Coast Editor 


Station management is as import- 
ant as the station itself. That’s an 
axiom most companies either publi- 
cize or acknowledge in one form or 
another. 

The trend to multiple pump sta- 
tions and larger conventionals, with 
the attendant trend to diversified 
merchandise and services, has raised 
the qualifications needed in a man- 
ager. Once dealerships were handled 
on a catch-as-catch-can basis. A man 
had some ‘gas’-pumping experience, 
a friendly smile, a few bucks and was 
willing. Some panned out, some 
didn’t. 

A more systematic approach is now 
being carried out to analyze require- 
ments and to locate and select men 
for dealerships. Today’s modern sta- 
tion requires that a dealer be able to 
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For This Old Timer 
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New Plans Were Made 
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To Bring I¢ Up to Date 





BEFORE TRANSFORMATION, the above old-fashioned conventional, a GP training station, had stood at busy intersection of 

Olympic Blvd. and Fairfax Ave., Los Angeles, since 1931. Planning produced excellent example of “open form” multi-pump, 

which made debut Jan. 16. New classroom is in rear. Building at left is now leased to laundramat-dry cleaning-shoe repair 
operators to fatten station income 
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HIGH CANOPIES sometimes called “area” canopies, at Hane Bros. multi-pump in Los Angeles (Olympic Blvd. and Fedora St.). 


Unlike conventional canopies, they don’t tie buildings to pump islands. 


without blocking out light. 


perform competently in these widely 
varied fields: accounting and book- 
keeping, employe relations, credit 
procedure, merchandising and selling, 
public relations, taxes, advertising 
and promotion. In addition to this is 
a well-grounded knowledge of the 
service station routine, plus a work- 
ing knowledge of automotive me- 
chanics. Moreover, big stations de- 
mand that a manager be able to 
think big, said a marketing execu- 
tive. 

All in all, more stations are en- 
tering the category of “big” small 
business. 

A marketing executive observed, 
“We have a dealer in a multi-pump 
making $2,500 a month net. That’s 
more than anyone in our marketing 
department makes, except maybe the 
head of it. It takes an able man to 
handle a deal like that. Not just some 
‘gas’ jockey in a lucky spot.” 


Finding Good Men—For three 
years, General Petroleum has been 
probing the management problem as 
a formal project. Here is what Vern 
A. Bellman, GP’s marketing vice 
president, says about it: 


“We are trying to find out what 
makes a good service station dealer. 
A lot of people still feel that ‘any- 
body can run a gas station.’ If that 
was ever true, and I don’t think it 
ever was, it certainly isn’t true to- 
day. Bigger stations with higher 
capital investments, fiercer competi- 
tion, more employes, more manage- 
ment skills, more taxes, more com- 
plicated selling and servicing of au- 
tomobiles—all these things tend to 
make the successful service station 
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Station reportedly did 300,000 gals. a month in 1952. 


tures full service 


dealer today a businessman of a high 
order of skill and ability. 

“We are trying to find out how to 
pick men who will succeed as serv- 
ice station dealers, not only because 
choosing the wrong men will be bad 
for us and will cost us money through 
high dealer turnover, but because a 
business failure is a bad thing for 
the man who fails. He not only 
loses money, but he undergoes an 
unpleasant and distasteful expe- 
rience. 

“We know we'll never find a per- 
fect formula any more than there's 
a perfect formula for choosing a wife, 
an employe or a political office- 
holder. But we’re going to try to 
work out a formula which will have 
a good scientific basis to eliminate 
the oftentimes inadequate by-guess- 
and-by-gawd method used today.” 

GP’s marketing department has 
been working with the industrial re- 
lations department on the problem 
of selectivity. 


Some Possibilities__A major com- 
pany marketing official said his de- 
partment has looked over other big- 
volume operations, including super- 
markets to see if some of those 
managers might be prospective deal- 
ers. Those operations require good 
men, he explained, and often their 
salaries are considerably less than 
the men could earn at a well-man- 
aged service station. 

“A garage man may not be a 
good dealer,” he commented. “But 
some man outside the oil business 
who can think in terms of a big op- 
eration and who has merchandising 
experience may be a good possibility. 


Added height gives protection from rain and direct sun, 
It has four long islands, 22 pumps, and fea- 


A tire distributor, for instance, might 
be a good prospect.” 

One of the problems, too, is con- 
vincing some prospects that it’s a 
respectable business. Outside the in- 
dustry, there is a tendency among 
Some to regard the service station 
business as a low form of livelihood. 
But that’s a psychological problem 
that time can solve, said a major 
company official. In Phoenix, Ariz., 
a new dealer at a Texaco station 
told NPN, “First time I ever worked 
at a station. I was starving in the 
advertising business. Sure, I get my 
hands dirty; but I'm make a living.” 


A special training course for multi- 
pump personnel has been developed 
by Standard of California, which has 
a string of company-operated multi’s. 
Crack managers are assigned to the 
big units. In addition, Standard has 
published a “multi-pump manual” 
with special instructions for man- 
agers. 

Among other things, the manager 
is expected to apply personalized 
service at large multi-pumps, just 
as at the smaller stations. 

In its search for men, the Urich 
organization looks for sales ability, 
some education and some money as 
principal requisites in its station man- 
agers who lease the operations. Sta- 
tion experience, once a desirable re- 
quirement, is no longer considered 
important. 

Another old-time problem is often 
not that of showing a dealer how to 
take in more money, but how to take 
more money out of existing busi- 
ness. This calls for an educational 
program. 
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MULTI-PUMPS 





Marketers generally agree that the 
big-volume units call for a special 
breed of operator. Some men who 
have done well on small layouts 
crack up on the larger ones. Some 
dealers may lack manpower because 
of the expense and be whipped by 
the size of the job. Some lack sta- 
bility, and some lack balance. 

It’s an even greater strain when 
men own their stations and have 
large multi-pump investments. 






bratae 
ROPLCR 


ROTARY PUMPS 


Multi-pumps are shrinking in size, 2 ; 
through their own Sanforizing proc- ; 
ess. we 





Smaller properties and fewer pump 
islands form the trend away from ; “ 
the mammoth layouts. Expansive 
sites, which were once favored, now 
face these objections: (1) Unneces- 
sary ground area represents unnec- 
essary expenditures for land. (2) Un- 

















less facilities are huge, the station 
may be lost in the open spaces, de- MODELS FOR AN 
tracting from general effectiveness. 
(3) When pump islands are scattered, EXCEPTIONALLY WIDE SERIES F 
they are harder for the men to cover. 
This em monn Mater melbewer RANGE OF APPLICATIONS PUMP 
costs or disgruntled employes (“‘Oh, 
my poor ankles!’’), or both. 

“Size does have a certain adver- SERIES TYPICAL USES PRESSURES SIZES 
tising value at a key location, but * 
its value shouldn’t be over-esti- nee ae As omg 
mated,” noted a marketer who has 3600 Oil Cireulatin to 60 P.S.1. | 40-300 G.P.M. 
built many large ones. General Transfer 

Once it was believed that a mul- — 
titude of islands and pumps would peewee aneetan 
enable a station to accommodate a . ut gw agazal te 300 P.S.1. | 1-300 G.P.M. 
lot of traffic and eliminate waiting. Lube Oil Transfer 
While speedy service is still a factor, 
gone is the belief that many pumps Pressure Lubrication 
and islands are warranted becauce K Hydraulic Service to 150 P.S.1. | %-50 GPM 
they enable customers to approach | Industrial Oil Burner ge — 
a@ pump without waiting. A leading | Fuel Supply 
ee ‘aunties gee nme! a Mydresiie Power 
practice in ese words, “You don’ est Equipment 
have to have places for everyone at | bn Pressure Lubrication to 1000 P.S.1.) 5-75 G.P.M. 
rush hours any more than you have High Pressure Coolant 
to build 10 extra bedrooms to ac- 

















commodate a bunch of relatives who . :, — 

visit you every five years. You have | SARE en ae p 

to consider costs and payouts.” NEW * LATEST EDITION OF THIS 
Operations officials have reported | ; 

these trends in multi-pump physical > “BOOKLET NOW READY FOR 

facilities: | ‘YOU! SEND FOR YOUR FREE COPY 
Property Dimensions—For a major Lie 

brand unit, frontage should be at | 

least 100’, though 125’ is better. A | 

100’ x 100’ site will do, but 125’ x | 

100’ is preferable and will accommo- | 

date three or four pump blocks. 
When islands are placed at an 

angle or perpendicularly to the street, — 

a deep lot is needed, probably 150’. 
Independent multi-pumps, which 

once were built on lots averaging 

200’ x 150’, are now built on lots 

averaging 150’ x 125’. 


' 
! 
! 
! 
! 
1 
Pump Islands—Both Independents 
1 
! 
1 


A valuable guide covering important fundamentals 
of estimating requirements of the average pumping 
job. It includes tables, charts, sample problems, and 





Geo. D. Roper Corporation, 472 Blackhawk Park Ave., Rockford, Ill. . 
Please Send Booklet—‘How to Solve Pumping Problems” 





eR ROPER 
and majors have accepted four is- 

SE 
lands as a going maximum, For the ADORESS............... wee 6 eee 
majors, though, four is rare. XK WZ 

Long pump blocks have been used city : STATE Or Ta ty Ute 


more extensively this past year and 


ek sls il se et In es cen ce ceeds ities dicta 
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have gained some real support among 
majors. Their length runs about 30’, 
and they usually hold two pumps at 
each end. The long island can accom- 
modate four cars. lwo of them have 
eight-car capacity, which is consid- 
ered ample for most stations. Two 
four-pump islands (eight cars) yield 
more car capacity than three, three- 
pump islands (six cars), occupy less 
= in the layout and should cost 
ess. 

Operators keep the traffic flowing 
during rush hours by beckoning mo- 
torists to advance to forward posi- 
tions. In some stations, signs ask 
the patrons to drive forward. 

Operations men have found it ad- 
visable to allow plenty of length so 
four cars can be accommodated. 
Otherwise, standard-length blocks 
might as well be used, they believe. 

Largest volume is done at the is- 
land nearest the sales room and 
building, marketers reported almost 
unanimously. 

Still a controversial point is the 
number of pumps an island should 
have—two or three. Long blocks, of 
course, take four pumps, or dispens- 
ing outlets. Some say units of two 
suffice if two grades of gasoline are 
sold; three pumps, if there is a third 
grade. Supporters of three-pump 
blocks contend the islands are more 
imposing and that by using the third 
pump for the grade selling best at 
the station, chance of customer- 
waiting is reduced. 

Island Placement—On the whole, 
major companies have shown a pref- 
erence for placing pump islands par- 
allel to the street. For private-brand 
multi-pumps, though, the vertical po- 
sition is still standard, because dis- 
play is better. To some extent, that’s 
a mark of identification for them. 

One variation of the parallel 


placement of two islands is that of 
setting them in tandem formation, 
one behind the other. This layout 
is advantageous on a narrow lot. An- 
gle placement is seldom used. 

However, there is an infinite num- 
ber of arrangements. Considerations 
have been discussed in previous re- 
ports and still apply. 

One thing planners guard against 
is placement of buildings too far 
from the pump blocks. There is a 
tendency for attendants to retreat 
into the building. One major com- 
pany describes 40’ as the ideal dis- 
tance; 55’ is maximum and 32’, mini- 
mum for a layout with vertical or 
angled islands. 

Generally speaking, 20’ is a de- 
sirable distance to set islands back 
from the curb. Desirable distance be- 
tween islands set vertically or at an 
angle is 22’ to 24’, with 20’ as a mini- 
mum. In a parallel layout, desirable 
distance between islands, set side by 
side, is 32’, with 20’ as minimum. 
Placed in tandem, 40’ is the desirable 
distance. between them, with 30’ as 
minimum. 


Desirable distance between a par- . 


allel island and office building is 24’, 
with 12’ as minimum. A big reason 
majors prefer parallel layouts is 
that the office building can be built 
closer to the islands, cutting down on 
ground space. 

Companies have found it important 
to ascertain the frontage usable for 
driveway purposes. Unless property 
is checked, as much as 30’ may be 
lost if a curb is built. This may af- 
fect ease of ingress and egress. 

Buildings—The trend is toward 
larger ones. Major brand marketers 
provide at least two bays, sometimes 
three, at multi-pumps. Usually, Inde- 
pendents include one or two bays. 

One major has adopted two pre- 





A notable exception to cur- 
rent multi-pump norms is the 
24-pump serve-yourself station 
of Earl H. Gilmore on Beverly 
Blvd., near Fairfax Ave., Los 
Angeles. 

It has eight islands, twice the 
going maximum. It was opened 
in August, 1948, at the peak 
of self-serve affluence. It sticks 
to self-service, though most 
multi-pumps have gone part- 
serve. (“We'll serve women if 
the attendants have time, but 
not men,” said John Gostovich, 
Gilmore official). The station 
doesn’t stress TBA or other 
service, though most multi- 
pumps do. (It was tried, but it 
didn’t work). 





24-Pump Self-Serve Still Holding Its Own 


Mr. Gostovich stated the unit 
averages 225,000 to 250,000 gals. 
a month, even though nearby 
majors are within 1.9c of his 
retail price for regular (21.5c; 
23.5c for premium). The station 
averaged 350,000 gals. a month 
at its peak and had a record 
month of 404,000, said Mr. Gos- 
tovich. 

Mr. Gostovich told NPN he 
attributed the station’s success 
to: good management (same 
manager, Walt Bailey, since it 
opened); good location; good 
product (from a major refin- 
ery), and special attention to 
customer relations (courtesy, 
kindness, pleasantness, etc. but 
no pressure). 

















ferred sizes for buildings: 26’ x 43’ 
or 26’ x 46’. 

Larger restrooms have been in- 
stalled at multi-pumps. 


Canopies—While absence of cano- 
pies is the distinguishing mark of 
multi-pumps, some of them do have 
canopies. In desert and rainy areas, 
some companies have experimented 
with unusually high canopies over 
a portion of the pump islands. A 
trend may result. 

Distinguishing feature of this type 
of canopy is that it is not attached 
directly to the building and is usu- 
ally higher. If it is tied to the build- 
ing, it is more likely for design 
rather than for structural depend- 
ence. For the detached canopies, 
stilts are used to support them. One 
company refers to them as “area” 
canopies. 


Lighting—Better lighting has been 
achieved at the large stations, and 
more care is given to lighting engi- 
neering. 

The problem has been to illuminate 
effectively without running up a big 
bill and boosting the overhead. A typ- 
ical multi-pump layout finds the face 
of the building lighted by a 150-watt 
par 38 spotlight located on the is- 
land nearest the building. Good qual- 
ity island lighting is recommended. 
Overhead slim-line is used extens- 
ively. Supplementary lighting on 
some, but not all, yard areas is com- 
mon. 


Signs—Better signs have been de- 
veloped, but the problem of signing 
has not been solved. 

It is generally agreed that for. the 
large stations, signs should be larger 
than’ those on small stations both 
for appearance and to draw atten- 
tion more forcefully. However, ideal 
sign dimensions and lighting: arrange- 
ments haven’t been determined yet. 

Many large stations have been 
oversigned, resulting in costly main- 
tenance and repair, a merchandising 
authority told NPN. 

Most economic are the panel signs 
with reflective lighting. As a varia- 
tion, they may be equipped with neon 
tubing. Bulb signs, while effective, 
become expensive, consuming bulbs 
and power. 

A gigantic sign will cost between 
$2,000 and $4,000. And for that you 
will get something 20’ long and 8’ 
to 10’ high, the range being deter- 
mined by type of lighting. That, in- 
cidentally, is the equivalent to the 
cost of an island, which may be 
$2,500 to $3,000. 

Merchandisers are still groping for 
an answer to the question of what- 
is-the-ideal-sign, handicapped  be- 
cause there is no scientific method 
of appraising effectiveness with fool- 
proof accuracy. 


“Remote Control”—Use of remote 
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15 MILLION 


TRICO WINDSHIELD WASHERS 
need anti-freeze, too 


Trico Solvent prevents 
Windshield Washer jar breakage in 
winter — but, even more important, it improves 
vision and eliminates eye strain the year round by removing 
oily roadsplash, grime and dust. 
Order counter-display cartons of six bottles 
from your Jobber NOW! 





@ With the new Trico 
Windshield Washer In- 
stallation Kits, you can 
fit any one of 61 differ- 
ent car models from a 
stock of only four kits. 


You make double profit 

... one profit on the 

Washer and another on 

the installation . . . for 

these custom-built kits 

can be installed easily and quickly. 

In most instances, wo drilling is 

necessary; only a wrench and screwdriver needed 
for the job. 


15 million television screens ... and millions of 
satisfied users ... advertise the famous “Two Little 
Squirts.” Now you can cash in on this demand with 
these new “quick-on-the car” kits. 


TRICO PRODUCTS CORPORATION, CUFFALO, N. Y. 
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pumps at multi-pumps has become 
standard practice. 

Six dispensers is considered the 
breaking point in determining that 
installation, the operations depart- 
ment of one West Coast major told 
NPN, When there are more than six 
dispensers, it is economic to employ 
pumps at the storage tanks to push 
gasoline to the outlets. That calls for 
fewer pumps on the islands. Below 
six, it is not economic. However, 
heat, atmospheric conditions or a 
long line might justify a “remote 
control” system when there are few- 
er than six dispensers. 

Costs — Multi-pump construction 
costs have risen a bit, but they are 
cubstantially the same as reported 
in 1951. A modern “open form” sta- 
tion will take $25,000 to $40,000. 


With some elaboration and elegance, 
a multi-pump can cost $40,000 to 
$60,000. 

Very few stations costing more 
than $50,000 are built these days. 
And the over-$100,000 station is rare 
because the fast pay-out is a tough 
proposition. 

A dealer needs $5,000 to $10,000 to 
lease a multi-pump these days. As 
a typical case, there would be $3,000 
for products, $2,000 for hand tools, 
charger, etc., plus working capital. 


A‘Look Ahead 


Multi-pumps are here to stay. That 
conclusion drawn four years ago has 
been reiterated by marketers. The 
multi-pump position in the market 
has finally been established. 


Since the petroleum retail market 
is anything but static, the future 
is a matter of conjecture. Some pre- 
dict a new surge in Independent 
multi-pump activities if a gasoline 
surplus occurs. 

Leo Pearlston, sales manager of 
the Sunset Oil Co., which has em- 
barked on a large-scale multi-pump 
program, stated confidently, ‘“Multi- 
pumps are the thing of the future. 
The 4,000- to 7,000-gal. stations are 
on the way out.” 

Except for the Sunset and Urich 
companies, though, multi-pump con- 
struction in the foreseeable future 
will be negligible, according to 
many marketers. 


Multi-Pumps on March—One West 
Coast major, trying to prepare for 








TRAINING CLASS LESSON in Diesel cylinder function is conducted by Dennison 
W. Mills, General Petroleum’s supervisor of service station training. The course 
is part of GP’s revised sales training program in which college-educated men like 
these trainees are taught the principles of petroleum marketing preparatory to taking 
sales positions with the company. Students, left to right, are: Richard Roswall, Guy 
Toombs, Kelton Esty, William Russell, Dave Reardon and George McGaffigan 


GP Classroom Aids Sales Training 


Classroom work is a feature of 
General Petroleum’s revised sales 
training program, and the first class 
is nearing completion of the initial 
term. 

The first 30 days of this nine- 
month term are spent by the 
trainees learning basic service sta- 
tion operations. Classroom instruc- 
tion doesn’t begin until the second 
month. For the balance of this term, 
the students alternate a week of 
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classroom study with a week on the 
station. 

After indoctrination lessons about 
the industry’ and the company, 
trainees are taught all phases of re- 
seller and commercial activities from 
service station management to the 
function of . power transmissions. 
Heavy emphasis is laid on working 
with dealers. Also included is an 
extensive course in human relations. 

After completing the first stage, 





trainees are assigned to bulk plants 
for about six months to learn ali 
angles of that operation. As open- 
ings occur, they are sent into the 
field as junior salesmen. From ma- 
triculation to junior salesman, the 
span may be 18 months to two years. 

Previously, training programs in- 
cluded stints at stations and bulk 
plants without classroom study. Pur- 
pose of the classroom is to famil- 
iarize the men with subjects they 
wouldn’t ordinarily encounter at this 
stage so they will be better prepared 
for field work. 

Hand-pick Students—tTrainees are 
coliege graduates (22 to 28 years 
old), often in business administra- 
tion, selected by an industrial rela- 
tions department official who visits 
West Coast colleges interviewing ap- 
plicants. Junior credit men and in- 
dustrial ‘representatives are also put 
through the course. 

The present program was estab- 
lished last year, and the first class 
was formed last June. Classes were 
held in a trailer until the station 
was transformed into a multi-pump 
unit with an attached classroom. 
(See pictures on p. 65.) 

Training complements usually con- 
sist of 10 men, split into two groups 
for alternating station and class- 
room schedules. They are on a 48- 
hour week. Classroom echedule is 
five eight-hour days, which requires 
homework on their own time. The 
sixth day is spent on the station. 

Written examinations .are held 
twice a week, and trainees are 
eraded. Starting salary for trainees 
is $323 a month. 

Study Mechanics—Props for class- 
room exercises include cutaway mod- 
els of an air compressor, a two-cyl- 
inder Diesel to show the cylinder 
operation, a gasoline engine cylin- 
der and a Diesel fuel injector and a 
machine to demonstrate over-lubri- 
cation of a bearing. Each trainee 
receives a loose-leaf manual with an 
outline of each of the lectures. 
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MILLER 


Geaned to-the fad TIRES 


Put yourself in their place! 


UT yourself in the place of The K-T Oil 

Corporation of El Dorado, Kansas . . . and 
you'll be doing a bang-up job of selling tires 
and making money. K-T and Miller Rubber 
Company have teamed up to get a growing 
share of the tire business in the Sunflower State. 
Miller not only supplies this aggressive petro- 
leum marketer with a complete line ot quality 


passenger car, truck and farm tires... but helps 
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sell them with its enterprising TBA merchan- 


dising programs. 


You, too, can increase TBA sales and profits by 
teaming up with Miller. For complete informa- 
tion on the Miller protected-tertitory franchise, 
write Dept. NM-2, Oil Division, Miller Rubber 
Company, a Division of The B. F. Goodrich 
Company, Akron, Ohio. 

















MULTI-PUMP DEVELOPMENT 











MAMMOTH SIGN is feature of this “open-form”, two-island, dealer station of 


Standard of California at Ramona and Fremont Sts., Monterey, Calif. 


Sign is illumi- 


nated by combination of neon (upper left area) and reflective lighting (from spot- 
lights on island canopy) 


the future, worked out this long- 
range forecast based on field re- 
ports: 

—In 5 years: 

(1) 55% conventional canopy sta- 
tions. 

(2) 35% one- or two-island “open 
form.” 

(3) 9% three- or four-island multi- 
pumps. 

(4) 1% five or more island multi- 
pumps. 

—In 10 years: 

(1) 35% conventional canopy sta- 
tions. 

(2) 45% one- or two-island “open 
form.” 

(3) 18% 
multi’s. 

(4) 2% five or more island multi’s. 


three- or four-island 


This forecast implies a steady in- 
crease in multi-pumps and steady 
elimination of small stations to ar- 
rive at thoce percentages. 

A prediction that most marketers 
share is that the small conventionals 
will continue dropping out. 


Price Outlook—<As to price, the 2c 
differential is figured to hold for the 
time being. Hugh Lacy, vice presi- 
dent of the Urich company, com- 
mented, “People will come in for a 
2c savings because they like the idea. 
That is a fair spread. A wider spread 
is.unhealthy for the industry. Some 
chiselers get down to 3 and 4c, but 
not us. When they cut below 2c, they 
don’t do any more business. You got 
to be rock-bottom to make any 
money on chiseling. We can’t go up 
to the same price. as the majors 
either.” 

Product surpluses might affect 
prices. None is in sight now, but 


products are expected to be in good 
supply by the end of the year or in 
1954. 

If a general war broke out, the pic- 
ture would change. Mr. Lacy said if 
the manpower situation became 
acute, the Urich stations would re- 
vert to 100% self-serve. 

Problems ‘Normal’—On the whole, 
marketers are occupied with the day- 
to-day problems of improving mer- 
chandising and operating procedures 
and physical facilities. 

As an example, the extensive use 
of remote pumps at storage tanks 
leaves the island shells empty. Op- 
erations men are studying ways of 
making the shell more useful and 
have tried building cash boxes and 
merchandising displays. 

Another point of concern is wheth- 
er today’s stations will appear mod- 
ern five years hence, or whether 
they will be outmoded. Many West 
Coast units built just prior to World 
War II now look old-fashioned, even 
though they are utilitarian. So plan- 
ners are trying to anticipate future 
styling. 

Present problems are minor, 
though, after the self-serve disturb- 
ance. 





Reprints Available 


Reprints of this multi-pump 
article and the one appearing 
last week (NPN Jan. 28, p. 48) 
will be available soon. They 
may be ordered from: Reprint 
Department, NATIONAL PETRO- 
LEUM NEWS, 1213 West Third 
St., Cleveland 13, Ohio. 











Motorists Credit Checks 
Gaining in Popularity 


LONDON, Ont.—Another Canadian 
oil company, Reliance Petroleum Lim- 
ited, marketing under the brand name 
“Reliance” throughout the province 
of Ontario, has inaugurated for 1953 
the use of books of credit card in- 
voices bound in check book style, in 
place of the conventional credit card. 
The new method is similar to that 
just adopted by Supertest Petroleum 
Corp., also of London. 


Thus there will be four Canadian 
companies, British-American, Reli- 
ance, Supertest and Sun Oil issuing 
pads of card-style invoices to credit 
card holders. Three U. S. companies, 
General Petroleum, Continental, and 
Sun Oil Co. use the same or similar 
systems. 


Reliance calls it new card-invoices, 
Reliance Travel-Chex. Dealers have 
been instructed in their use, and were 
told about their advantages, includ- 
ing speed, elimination of charge-backs 
due to illegibility, absence of carbon 
copies, etc. Calling attention to a spec- 
ial feature, Reliance notes that: “Even 
a pencil is provided in the attrac- 
tive Fabrikoid cover of the book of 
Travel-Chex.” 


Convenience Stressed—In a promo- 
tion piece mailed to credit card hold- 
ers, Reliance suggests that the Trav- 
el-Chex books are less likely to be 
lost because they are kept in the glove 
compartment of the car rather than 
carried in a pocket; calls attention to 
provision for automatic mailing of 
new books as needed; the minimum 
of writing required because customer 
name and account number already 
appear on each card; and the conven- 
ience of using the stub in the book 
to compare purchases with the month- 
ly statement. 


To assist in getting the pre-punched 
car invoices back in good condition for 
machine sorting in the main office, 
dealers are provided with a special 
manila envelope. It is a combination 
accounting form and container for the 
card invoices. Ruled spaces on the 
face of the invoice permit the dealer 
to list the Travel-Chex he is turning 
in, total the amounts, and affix his 
signature. 

An unusual feature of Reliance’s in- 
troduction of the new system, was a 
three-page bulletin to all company 
employes, explaining how oil com- 
pany credit cards may be put to use 
in distant places, through interchange 
agreements, while the customer re- 
ceives but one statement for his pur- 
chases. A complete explanation was 
given in the bulletin of the account- 
ing problems sought to be overcome 
by the new plan, as well as the ad- 
vantages offered to dealers and cus- 
tomers. * 
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What's the Good Word for ’53? 


‘BALANCE! 


Your Customers’ New Tire Problem 


.--Your New Profit Opportunity! 


This year more and more of your customers will 


ask: What can I do about unbalanced tires?” 


Here’s your answer—this great, new Micro-Bal- 


anced Norwalk. It’s precision-balanced at the factory “Unbalance . . . that’s your trouble, Mister.” 
High speed driving and low pressure tires 


. . create a new tire problem today—unbal- 
to save them balancing problems on the road. With save. Talk “Malaaas? seed veut euctomeare 


. P ill say it with sales, 
this new and different tire, Norwalk offers you a com- guiberded nics 


plete line of passenger and truck tires. All wanted sizes. 
All protected by franchise. All backed by local and 


national advertising that channels new customers, 














sales, profits to you. 


If you’re a petroleum marketer, you'll want the 
full story of one of the most attractive franchises 
offered in the industry. Write The Armstrong Norwalk 
Rubber Corporation, Norwalk, Conn. Today! 


Accurate as Human Hands Can Make It! . . . 
Every Norwalk Tire is precision-balanced 
at the factory by an instrument so deli- 
cate it reacts to the weight of a feather! 





oe he Ae ee BALANCED 


NORWALK =< TIRES 


ican Rectiveduacarn at Norwalk and West Haven, Conn., Natchez, Miss. and Des Moines, lowa 
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SPRING DISPLAYS like this can do much to boost TBA sales. 





Encouraging dealers to set them up will pay dividends 


Are Your Dealers Ready for Spring Sales? 


Both the gasoline and TBA sales 
pick up in the spring as soon as the 
car owner begins to notice that little 
extra sunshine at the end of the day, 
and to detect that slight warmth in 
the breeze. 


It may happen in February down 
in Louisiana, or not until May in 
Quebec. But somewhere along the 
line every service station operator 
will come to a time when the season 
is on his side, and his customers will 
begin to buy at a faster pace. 

Well before that time, the more 
aggressive petroleum marketers, 
whether oil jobbers or major com- 
panies, will be lining up their dealers 
for the high tide of seasonal activity 
that makes money for everybody. 
They will be telling the dealer how 
important it is to build up his TBA 
inventory, and reminding him what 
goods will be in heaviest demand dur- 
ing the spring months. 
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Dealer contact men for jobbers ahd 
oil companies have conducted similar 
campaigns in other years, but like 
all selling jobs there is always a new 
objective on the horizon: the goal of 
more sales this year than the year 
before. Dealers like to believe they 
can do better this year. They like 
to hope they will earn more for them- 
selves than in the past. 


Every dealer, and every oil man 
too, is quite properly horrified at the 
thought of a station running out of 
gasoline. The tough job is to get 
the dealer to think the same way 
about his TBA stock. It belies the 
very name of “service” station for a 
dealer to be out of a needed size in 
a tire, a battery, or any one of the 
many TBA items every station should 
carry. 

Experience the Guide—In theory 
the matter of what goods need to be 
most heavily stocked to take care of 


the spring rush should not be too 
much of a problem. Any man who 
has been in the business long enough 
to be a station owner, lessee or sta- 
tion manager, only has to recall what 
happened in other years, and he 
knows what to order now. 

But in practice most dealers lean 
heavily on the guidance of their 
gasoline suppliers on what and how 
much to put into the TBA inven- 
tory. The astute petroleum mar- 
keter tries to build up the spring 
selling season as much as possible 
in the dealer’s mind. Because the 
dealer, too, is affected by the onset 
of spring and his enthusiasm is more 
easily aroused. 

It isn’t necessary to say that a 
lot of tires will be bought in the 
spring. That has been true as long 
as we have had automobiles, as every- 
body in the tire and oil industry 
knows. But dealers need to be told 
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A U.S. Royal Basis for Business — 


(reater Value-(reater Hott 


The exclusive, visible sales features throughout the U.S. Royal 
line convince the car owner of greater tire and tube value. 
These features are wanted for their extra safety, mileage and 
comfort. They bring the U.S. Royal Dealer more top-quality 
sales... greater profit! 


UNITED STATES RUBBER COMPANY 
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that if they carry a good stock of 
tires and tubes, well balanced as to 
sizes and price lines, they will get a 
larger share of the tire business. 


Sales Push Pays—Dealers may 
have heard before all of the reasons 
why tire displays boost tire sales; 
and why signs, posters and banners 
advertising tires do a lot of his sell- 
ing for him. But there are stili 
too. many dealers who are skeptical. 
Some of them may be on the border- 
line where a little urging at this time 
will serve as the needed trigger to 
get them into action. 


Every oil marketer should get from 
his tire source the current data cir- 
culated by the Rubber Manufactur- 
ers Assn. on the relative popularity 
of tire sizes in the replacement mar- 
ket. From this information it is pos- 
sible to work out balanced tire in- 
ventories for the average service sta- 
tion. It is common knowledge that 
the 6.70 x 15 low pressure size is 
now the leading seller, displacing the 
former 6.00 x 16 size. There is al- 
ways some shifting in popularity 
from year to year and dealers need 
advice on this point. 

But most of all spring is the time 
when service station men can solicit 
tire business. They need to be en- 
couraged to exert more direct selling 


effort on tires than is their normal 
custom. For this purpose, the petro- 
leum marketer’s contact man should 
point out again, that all a dealer has 
to do is to look at the tires on his 
customers’ cars in order to find out 
who is in the market. 


Selling Review—A complete review 
of accepted tire selling methods, such 
as noting tire condition on lube tick- 
ets, mentioning worn tires to lube 
customers, checking tread depth of 
tires at the pump island, talking 
trade-in all the time, gets a better 
hearing from the dealer and his crew 
in the spring than at any other time. 
There is nothing like that spring sun- 
shine to put hope in the dealer’s 
heart. It’s just good merchandising 
sense to put that feeling to work. 

What elise does the car owner feel 
the urge to buy in the spring? 

For one thing he is always espe- 
cially conscious of engine perform- 
ance at the end of winter driving. If 
his spark plugs have been in the car 
for 5,000 miles, they need to be test- 
ed. © The dealer should have a test- 
ing device, suitable tools for remov- 
ing and replacing plugs, and for 
setting spark gaps. 

Naturally the petroleum supplier’s 
representative should remind him 
that his stock of spark plugs should 
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include an adequate supply of all 
popular sizes of replacement spark 
plugs, because many car owners will 
decide that spring is a good time to 
put in a new set. 


Most all petroleum marketers to- 
day carry some kind of fuel additive 
for the purpose of removing gum ac- 
cumulations from fuel lines, car- 
buretors, and valves. A suggestion 
that an owner’s car might be bene- 
fited by the addition of one of these 
products in the spring is certain to 
meet a receptive attitude from cus- 
tomers. This fact needs to be point- 
ed out to the dealer, however. He 
may have forgotten entirely about 
fuel additives. 


Fan Belts Too—Less closely re- 
lated to engine performance is the 
fan belt. All service stations have 
fan belts, but too often the dealer 
waits for a customer to report that 
his old belt is broken. It might be 
well to ask the service station op- 
erator why, as one manufacturer puts 
it, 85% of the fan belts are sold on 
an emergency basis. In the spring, 
a customer will thank the man who 
warns him about a bad fan belt. One 
car in three needs a new belt every 
year. 


Right handy to the fan belt is 
the battery. Maybe the dealer has 
never heard about the voltage drop 
resulting from poor connections at 
the battery terminals, or from partly 
broken battery cables. This naturally 
suggests that new plugs won’t help 
unless the ignition cables are in good 
shape. Many dealers sell both bat- 
tery and ignition cables, and spring 
is a good time to restock both items, 
and include a check of both items as 
part of the spring campaign. 


Dealers usually associate radiator 
service with the industry-wide spring 
changeover campaigns, built around 
the idea that every car needs a 
change to a heavier grade of motor 
oil and gear lubricants when the 
weather warms up. Although a lot 
of preaching has been done about the 
fact that all kinds of antifreeze need 
to be drained, radiators cleaned, and 
rust inhibitors added before the warm 
weather driving season, the idea has 
not penetrated to the car-driving 
public. y of them do not yet 
understand that rust inhibitor chemi- 
cals, whether blended with antifreeze, 
or added to radiator water, have a 
limited life. 


Explanations Help — The dealer 
contact man might well tell this 
story again. He should not be fooled 
when a dealer quickly agrees, be- 
cause the chances are the dealer him- 
self doesn’t half believe or understand 
the functions of the radiator chemi- 
cals he sells. Can he explain with 
conviction why it is important to his 
customer to keep the cooling system 
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in tip-top condition, and how it can 
be done? 

The field of radiator chemicals 
presents a typical case where prod- 
uct knowledge has to be imparted 
over and over again, and where the 
dealer who really learns the qualities 
and functions of his radiator chemi- 
cals will sell more of them because 
he believes in them. - 


In the process of putting the radi- 
ator in good condition for summer, 
a spring-time check of the radiator 
hose, the hose clamps, and the ther- 
mostat, will disclose some of each 
which have outlived their usefulness, 
and will need to be replaced. The 
station needs a proper assortment 
of hose sizes, as well as a good sup- 
ply of clamps and thermostats. 


Especially marked during the past 
three years has been the extensive 
promotion of a spring month as filter- 
change month. April was picked for 
oil filter promotion during the last 
two years, and no doubt the pro- 
gram will be repeated this year. 


TBA merchandisers are well aware 
of the fact that few filter cartridges 
are replaced as often as they should 
be. In the spring, dealers are often 
receptive to a program that includes 
a filter change as part of a general 
automobile spring house cleaning. 


Filter Change—Oil marketer rep- 
resentatives need to go over with 
dealers again the reasons why win- 
ter driving creates more oil con- 
tamination. This, too, is a story deal- 
ers have heard before, but many of 
them remain only half convinced. 
It is a good idea to get a dealer 
actually to examine a few clogged 
filters, and point out how easy it is 
to sell filter cartridge replacements, 
just by showing the owner the dirt 
in his old cartridge. 


The annual filter change program 
has one extra item of strong appeal 
to dealers. That is the consumer 
advertising put behind it. Consider- 
able effort has been put into consum- 
er advertising in the last few years, 
pointing out to car owners just how 
much sludge piles up in a filter car- 
tridge after a season of winter driv- 
ing. It is a good idea to call the 
dealer’s attention to this promotion 
which is working for him, pre-selling 
his customers on the importance of 
a new filter cartridge every spring. 


No car owner is immune from the 
urge to shine up the outside of his 
car at the first touch of spring. 
Spring sunshine has the same effect 
on sales in the wax and polish de- 
partment as it has on seeds in the 
garden. Both start to sprout. Deal- 
ers all know this, and so do the 
sales representatives who call on 
them. 

Millions of printed words and pic- 
tures have been fired at both dealers 
and salesmen every spring. But it 
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still needs to be said again every 
spring. 

Display for Waxes—For the most 
part the selling suggestions passed 
on to dealers for automobile wax, 
polish, cleaner, polishing cloths, 
chamois, sponges, and related items, 
urge the dealer to get the products 
out in prominent display positions. 
Unlike so many other TBA products, 
no one suggests that “pointing out 
the need” is the best way to sell wax- 
polish products. 

The car owner is not too much 


concerned about the economics of 
keeping the finish on his car in good 
condition. He may know it pays to 
take care of the finish, but his 
stfongest motive is the simple fact 
that he likes to look at a shiny car. 
When the days get a little longer, 
his car is visible in more daylight 
hours. Better weather permits him 
to drive more, and he suddenly be- 
comes “appearance conscious.” 

So what really is the best path to 
boosting wax and polish business at 
the service station? Of course the 


“ EVERY SECOND OF EVERY DAY 
| SELIS 5 LAMP BULBS” 


Okay, 


figure it out yourself. 
31,536,000 seconds in a year, 











There are 
not counting Leap Year. 


In round numbers 171,000,000 Sealed Beams and other 


lamps are sold for automotive replacement. 


That's 


5 per second — a terrific market that's getting 


terrifikker every day. 


Total replacement sales in the United States are 


$75 million a year. 


Every car on the road offers 18 or more oppor-— 


tunities for replacement bulb sales. 


The more 


complete the line you carry, the more you'll sell. 
Tung-Sol offers you a bulb for every use on 
every car, bus and truck on the road. 


FLASHERS, TOO! 


Flashers seldom 


need replacement, but you should carry 
some for repair and reconditioning jobs. 


Sell the bulbs and flashers that 
most car manufacturers use for original 


equipment — TUNG—SOL! 


Tangs 


“AUTO LAMPS ee 


TUNG-SOL ELECTRIC INC., NEWARK 4, N. J, 


Sales Offices: Atlanta, Chicogo, Culver City, Dalles, Denver, Detroit, Newark, Philodelphia 








Flashers, Picture Tubes, Radio, 


TUNG-SOL mekes: Ali-Giass Sealed Beam lamps, Miniature lamps, Signa! 
TV and Special Purpose Electron Tubes 
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CHECKING CUSTOMER NEEDS leads to TBA sales. Pointing out to dealers how 











a look at air pressure allows them to spot tire wear can open the door to sales 


exceptional dealer could work out a 
smooth sales talk. 


For instance, one good approach, 
time honored and always sure-fire, 
is to compliment a customer on the 
excellent finish or pleasing color of 
his car. That lays the foundation 
to slip in a suggestion about pro- 
tecting the finish and color with a 
good brand of car wax. 


Advertising Pays—But the dealers 
who will have the patience to try 
for some wax-polish sales by this 
direct method are few. Most of them 
will raise the equally time-honored 
objection that they are too busy. The 
chances are that they don’t employ 
enough help, and that their heads 
are too crowded with other details. 
So for most dealers, perhaps the best 
plan is to fall back on point-of-sale 
advertising, in conjunction with prod- 
uct displays. 


Oil marketers usually have avail- 
able for their dealers some special 
signs, banners or posters, promoting 
whatever car polish or wax they have 
in the TBA program. This may take 
the form of illustrated window ban- 
ners with some art work depicting a 
sparkling car. Or it may call atten- 
tion to some package deal, such as a 
combination of cleaner and polish at 
a special price. Other package deals 
are often worked out combining a 
can of wax or polish with a polish- 
ing cloth. 


Wax manufacturers who carry on 


consumer advertising campaigns 
sometimes provide reprints of na- 
tional advertising which can be post- 
ed in station windows for the tie-in 
effect. The petroleum marketer who 
gets his dealers to make the bést use 
of the point-of-sale material usually 
will move the largest volume of these 
products. 


While a service station operator 
can sell almost any brand of wax or 
polish he may wish to push, regard- 
less of the extent of the consumer 
advertising back of the brand, it is 
easier for him to go along with the 
point-of-sale material given to him 
by his gasoline supplier. Where this 
includes combination package deals, 
so much the better. Just so the oil 
marketer’s representative doesn’t talk 
so much about the promotion that 
he forgets to mention the good quali- 
ties of the product. 


Car Washing a Lure—There are 
still many service stations who like 
to make money on car washing and 
car polishing jobs, despite the labor 
problems involved. Since most of 
the revenue from this source is la- 
bor, many oil salesmen lose interest 
entirely in that phase of station op- 
eration. Customers who want that 
kind of service are easily lured to 
other stations where they can get it, 
taking their gasoline and motor oil 
business along. 


Spring is the time when more people 
want their cars washed and polished, 


so spring is a time when a dealer 
can lose gallonage by not taking 
care of all of his customers’ needs. 
The dealer contact man who neglects 
to mention the value of washing and 
polishing service, just because it 
doesn’t sell any of the merchandise 
in which he is interested, is fooling 
himself and his dealers. 


The foregoing list of seasonal TBA 
merchandise and services cover the 
more obvious items which should en- 
joy a sales bulge in the spring. There 
remain a few others which ought 
to be checked by the service station 
operator, as a springtime service to 
his customer and a source of profit 
to himself. 


Wiper blades do more work through 
the bad winter weather than at any 
other season. In spring many need 
replacing. 


Car interiors, particularly the 
floors, look pretty bad in the spring 
sunlight, after the rough treatment 
they get through the winter. Many 
owners are ripe then to spend a few 
dollars on floor mats. 


Under-Car Service — Underneath 
the car, the mud and water thrown 
up from dirty roads and streets is 
hard on the muffler, tailpipe and 
shock absorbers. They may be due 
for replacement, and spring is a good 
time to suggest it. 


People drive faster when the 
weather improves, and need good 
brakes. Spring is a good time to see 
if hydraulic brake fluid is needed. 

Owners will get along in the win- 
ter with worn, or dirty upholstery, 
but when spring comes the scene is 
set for some good seat cover busi- 
ness. 


Fall and winter is supposed to be 
the peak season for replacing all 
kinds of automobile lamps. But it is 
a fact that people do more night 
driving as soon as the weather warms 
up. So spring is also a good time to 
check over all of the lights on a car, 
inside as well as out. 


Owners will often go through the 
winter with damaged grille and 
bumper guards, but in the spring they 
are ready to have them replaced. 
Again, an owner will often convince 
himself through the dark days of 
winter driving, that a spotlight is a 
necessity, or that he really needs a 
sideview mirror. He may be ready 
to act on that impulse, if he sees 
those items offered for sale at the 
service station. 


The complete list is thus a long 
one. Dealers are often heard to com- 
plain that they “don’t have the time” 
to check everything a customer might 
need. But on the other hand there 
are some service stations who sell 
all of the regular line of TBA items, 
and do other work besides. They 
may offer tune-up service, or brake 


NATIONAL PETROLEUM NEWS 





TBA 





relining, both of which are in big de- 
mand in spring. Or some service 
stations have wheel balancing equip- 
ment, and remind owners that after 


winter’s rough driving it is a good ake G i 
idea to be sure that wheels are bal- p 
anced before the period of high-speed Retuforced 


car operation arrives. 


Probably the best answer to dealers 
who think they are too busy, is to 
point out that service stations are 
in business for the purpose of pro- 
viding the goods and service described 
here. The public expects it, and if 
they can’t get it at one place, they 
will go where they can get it. A 
sound business and a good income 
goes to the dealer who looks on the 
motorist’s many and complex needs 
as just so many opportunities to 
make more money. 


Florida Trip Is TBA Prize 


A Tennessee jobber is offering his 
dealers a free, five-day trip to Flori- 
da as the grand prize in a new TBA 
sales contest. 

He is William D. Pettway, head of 
Pettway Oil Co., Chattanooga, dis- 
tributor of Cities Service products. 
His contest, which will run for the 
first four months of this year, works 
as follows: 





The company’s 45 stations have 
been divided into three “gallonage 
brackets,” or teams. Each outlet has 
been given a sales goal. Mr. Pett- 


way says the quotas are “fair,” but 

set high enough so that “the boys will | CAMPBELL 

have to hustle.” a . 
The quotas are in the form of 

“points,” based on sales of various 

products (20 points for $1 worth of 

tires, 25 points for $1 worth of bat- 

teries, and 35 points for $1 worth of 

accessories). For each station, the 

quota is higher than the volume of 

TBA products the dealer has been 

buying from the company. Every 

dealer whose station hits the target 

gets the fishing trip in May, and 

Mr. Pettway says he’d “like to take 

45 boys to Florida.” 
The contest has another phase, in superior product outstanding package 


which stations on each of the three Only Campbell Chains have Campbell Chains are attrac- 
teams will be given prizes for the the patented Lug-Reinforced _ tively packed in boxes and bags ) 
largest percentage in sales gains. construction that means greater for easy identification and con- 
Prizes include electric roasters, mix- traction on ice and snow... venient storage in car or truck. 
ers, toasters and irons. Mr. Pettway guards against skids and side Every box includes the easy-to- 
says the aim here is to “get the > slips. use Chain Applier. 

women after the men to go after the 

business.” He adds Pad when the | forceful merchandising national advertising 


program was explained to dealers at , Campbell's new point-of-sale | Campbell advertises consistently 
a meeting, they gave it an “enthusi- 2 banner, ad-mats, window _ in PatHrinper, Business Week and 
astic reception. ; streamers and display sugges- a complete list of automotive 
Mr. Pettway took his original idea ; tions are real sales helps. and farm trade publications. 
for the contest to Cities Service, 
whose officials were “so interested in Make your winterizing program complete. Write for details. 
it they helped work out the mechan- 
ics, using national TBA sales figures 
to establish the quotas.” Mr. Pett- 
way says he will use his “complete 
records on station volume for last 
year’ to compare with results of 


the contest. | Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 
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Probably TBA 
men understand 
about as well as anyone in the oil 
industry the mental process that takes 
place in a customer’s mind when he 
is moved to buy something. They 
know the truth of that phrase coined 
some time back, that a sale is made 
in the mind, but they seldom go into 
it very deeply. 


First, they are busy providing fac- 
tual information and devising selling 
aids in various forms, plus inspiration 


and persuasion for the use of men ~ 


who sell, including their own sales 
department, as well as dealers and 
their employes. They work in the 
hope that these other men, particular- 
ly the men in the service stations, 
will accept and act on the counsel 
thus offered. 


Second, TBA men do not believe 
that service station operators are 
either interested in, or capable of 
grasping ideas about the motives back 
of customer behavior. They believe 
they need go no further than ham- 
mering on the idea that “pointing out 
the need” is all that has to be done 
to persuade a car owner to buy TBA 
merchandise. 


As a result of this fairly general 
policy, each year oil company sales 
promotion departments, aided by TBA 
manufacturers, turn out for the use 
of oil jobbers and service station deal- 
ers an ample supply of TBA sales 
helps. Granted that it is good stuff, 
by any standards in the merchandis- 
ing world. Granted also that it is get- 
ting some results. 


Yet it is a common observation 
both among major company men and 
among oil jobbers that petroieum deal- 
ers assimilate far less of the good 
sales help passed on to them by their 
suppliers, than do retailers in other 
lines. Times when dealers do use the 
sales helps are those occasions when 
a car owner volunteers some interest 
in new tires, or a change of .spark 
plugs, or reports that his fan belt has 
broken, or asks how much seat cov- 
ers cost. 


But as for “pointing out the need” 
for a particular TBA product, to a 
car owner who has already exhibited 
enough confidence in the dealer to 
drive into his place of business, the 
dealer continues to drag his feet. In 
view of this generally admitted fact, 
and in view of the years of effort 


Educating Dealer in Sales Psychology 
Might Stimulate TBA Selling Effort 


By Frank C. Sturtevant, TBA Editor 


put forth by hundreds of marketing 
experts on ways to get the dealer to 
capitalize on his favored position with 
the car owner, it becomes a fair ques- 
tion to ask what causes the dealer’s 
obstinate stand? 


A suggested answer may be the fact 
that the main business of a service 
station, that of dispensing gasoline, 
conditions the operator to dealing 
with people who have already made 
a buying decision. Most of them come 
in all set in their minds to buy gaso- 
line. A few, of course come in just 
for a lube job, or an oil change, and 
once in a while one comes in for no 
other purpose than to seek some 
needed TBA replacement. But what- 
ever they seek, the service station 
man gets the ingrained habit of tak- 
ing care of the needs of the motorist, 
as expressed to him by the motorist. 


It would be different if the man 
in the station had to go through the 
routine of even a skeleton sales talk 
with his gasoline customers. But the 
fact is a gasoline sale is assured for 
every car stopping at the pumps. Ex- 
perience tells the dealer that all he 
has to do is to be quick, efficient and 
friendly, and the car owner will be 
induced to come back again. 


By contrast, his supplier would 
have him believe that the car owner 
will be more inclined to return to buy. 
again only if the dealer also checks 
the oil, the water, the tires, the bat- 
tery, and in short makes as complete 
an inspection of the car as the cir- 
cumstances and the disposition of the 
customer will permit. Without going 
into the merits of the argument, we 
may assume from their failure to act, 
that dealers do not go along with it. 


This being the case why not try 
a little higher sales education? It 
might be possible to explain that 
where a dealer feels that a customer 
has his mind set on buying only gaso- 
line, and may not welcome a proposi- 
tion to buy a new set of tires, that 
at least a start should be made in 
changing the customer’s thinking. 


This can best be done by putting 
into words the thoughts that go 
through a typical car owner’s mind. 
It can be pointed out that the av- 
erage car owner, during the second 
year he owns his car, will occasionally 
think about tires, and wonder if and 
when he will need to buy new ones. 
These thoughts may come to him in 


the privacy of his home, or while 
driving, or even while he is having 
gasoline put in his tank. 


It will help the dealer get the tire 
business when the time comes, if he 
can identify his station as a place 
to buy tires, well in advance of the 
time of purchase. Displays and point- 
of-sale advertising are a big help. In 
addition, why shouldn’t a dealer drop 
some remark, any remark, which 
would let the customer know that 
the dealer is interested in his tire 
business, too? After a quick look at 
one tire, the dealer might say: “Are 
you going to have these tires retread- 
ed?” or ask if the tires are giving 
good service, or if the customer likes 
white sidewalls, or in fact any com- 
ment about tires that will help the 
car owner make a mental tie-in of 
the dealer and his station with his 
next tire purchase. 


A similar approach fits the rest of 
the TBA line. Admittedly educating 
dealers on how sales are made in the 
mind is a tough prospect. Dealers live 
a life of action, and not one of study 
and contemplation. It is hard to get 
them to read, or to come to a meet- 
ing and listen. 


But the objections do not lessen 
the need for more understanding by 
all who run retail establishments of 
what makes their fellow men tick. 
Men are daily grasping more and more 
complex ideas as they spring from 
our mechanical civilization. Experts 
have been preaching for years that 
we must eventually teach people to 
understand themselves as well as they 
understand machines. 


And besides, it all ties in with 
lowering the cost of distribution. Some 
time and thought devoted to unravel- 
ing, for service station men, the subtle 
nature of buying motives might well 
be a beginning of a job that has to 
be done some day. 


New Battery Chargers 





Four new portable fast chargers— 
two capable of charging either 6 or 
12-volt batteries, one for charging 
6-volt types, and one for charging 
12-volt units—are now being mar- 
keted by Franklin Transformer. The 
company believes that many service 
stations will still be interested in 
having separate 6 and 12-volt charg- 
ing sources rather than depend on 
one multi-purpose unit. 
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How Jobber Serves Trucks 


While most oil jobbers make littie 
effort to combine TBA with gasoline 
sales to commercial accounts, the 
Plymouth Oil Co., of Detroit, does 
its most important volume on both 
gasoline and TBA sales to large fleet 
operators. 


The kind of customers on which 
Plymouth concentrates are those 
whose principal business is trucking, 
plus a few industrial concerns whose 
truck fleet operation is an incidental 
part of the business. 


Some of the haulers are engaged 
in moving automobiles from the 
nearby car manufacturers, but others 
are the typical truck transporters 
found everywhere. Some of them are 
long distance haulers of things like 
steel, cement, brick, and the many 
manufactured products moving in 
and out of a big industrial cénter. 

Still others are the familiar type 
of construction contractors, moving 
road and building materials to job 
sites, or engaged in operations like 
grading and excavating. 


Fewer Dealers—Some conventional 
gasoline marketing is done through 
service stations under the Dixie 
brand. In its early days this was 
Plymouth Oil's main source of busi- 
ness. But today the company has 
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TIRE SERVICE at Plymouth includes retreading (top), repair of heavy 
casings (right), and service on solid tires (below) 






















New, rugged, patented Snap Seal 
vapor-and explosion-proof con- 
struction holds lens and Ye” thick 
Type 380 aluminum alloy body 
casting of WARREN Clearance 
Lights firmly together — pressure- 
sealed bubble-tight!— without 
screws, clips, washers, springs, etc. 
Remove lens in one second — with 
MODEL B-50 screwdriver —replace merely by MODEL B-60 
Face Mounted pushing lens back into body. All Flush Mounted 

WARREN Sofety Lights meet or ex- 

ceed S.A.E. recommended proced- 

ure, 1.C.C. ond State requirements. 


ewaaa, SEAL OUT MOISTURE, DIRT, GRIME & FUMES 
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CLEARANCE LIGHTS LIGHT —COST LESS FOR THE “LONG HAUL” 
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Manvfacturers of WARREN Valves and Custom Built Machinery Since 1901 
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Are Your Men 
dressed pell-mell... 








Sharp-looking Service Station attendants 
always attract more business. Why take 
chances? Specify LION-BILT Uniforms and 
increase your sales! Fine quality — long- 
wearing — low-priced. 


Write today for 
samples and prices 
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fewer dealer outlets than it had at 
the peak of its dealer expansion. 
This swing away from dealer ac- 
counts to commercial accounts has 
been dictated more by necessity than 
choice, according to Royal E. Decker, 
president of the company. In his 
opinion, oil jobbers in cities as large 
as Detroit are at a disadvantage 
against major company competition. 


The change in the character of 
Plymouth’s business has not caused 
its gallonage or TBA volume to 
shrink. Both run to sizeable figures, 
considerably above the average for 
oil jobbers generally. Other phases 
of the business also have grown and 
are sources of additional profit. These 
include a good business with car 
dealers, iong a specialty with Ply- 
mouth Oil, and a tire retreading 
business begun in more recent years. 


The five-man sales force is re- 
sponsible for three main fields. First 
and biggest job of course, is the con- 
tinuous contact work with the big 
fleet operators; then the Dixie serv- 
ice stations are given as much as- 
sistance as they can absorb and 
utilize; and third, Plymouth Oil is a 
bulk distributor of Pennzoil_ lubri- 
cants, and as such actively solicits 
car dealers, and all types of auto- 
motive service outlets. 


The Pennzoil franchise is a long- 
standing arrangement, and one which 
has aiways presented the need and 
opportunity for a vigorous sales pro- 
gram. 


Industry Helped — The truck ac- 
counts have not always been so big 
nor so numerous. They are a by- 
product of the familiar drift to truck 
transportation, aided by the consid- 
erable industrial expansion evident 
on all sides. As gasoline customers, 
truck operators are a familiar topic 
of discussion to oil men everywhere. 
Often they have been the object of 
intemperate price competition be- 
tween major companies and jobbers. 


Without entering into a price dis- 
cussion, Mr. Decker points out that 
it takes a lot of selling contact to 
get this kind of business in the first 
place, and a lot more contact work 
plus a lot of service, to keep the 
business after you get it. This is es- 
pecialiy true of Plymouth Oil, be- 
cause it also supplies tires, batteries, 
and other TBA requirements. 


To hold truck tire business today 
requires in addition to selling, a lot 
of top-notch attention lumped under 
the vague label of “service.” It is 
usually conceded that an essential 
part of service to truck tire custom- 
ers consists of readily available re- 
treading facilities. Truck operators 
know it pays to retread tires, and 
it is obviously suicide to force your 
customers to go to a competitor 
with their retreading business. So 
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TBA TRUCK backs up to loading dock at the Plymouth Oil Co. warehouse. 
business with operators of large truck fleets in the Detroit area 


Plymouth Oil Co. operates a well- 
equipped retreading plant of its own. 


Tire Service—The retread shop oc- 
cupies a separate building adjacent 
to the office and bulk plant. It con- 
tains a string of electrically heated 
molds ranging up to the larger truck 
sizes. One steam-heated cooker has 
been installed for curing extra large 
tires without tread grooves. Where 
this unit is used, treads may be 
grooved by hand after curing, if de- 
sired. Thus the plant has alterna- 
tive sources of heat, so that a com- 
plete shutdown never occurs. 


Heavy truck tires often sustain 
extensive injury in service. Because 
of the high initial cost of the big 
sizes, it is worthwhile to repair such 
damage, and for this purpose suit- 
able equipment for curing large sec- 
tional repairs is also available in 
the Plymouth retread shop. 


A unique feature of the retread 
plant is special equipment for han- 
dling solid tires. Several industries 
in the area operate a number of 
special types of shop trucks equipped 
with small-size solid tires. Usually 
the tires become cut and damaged, 
rather than worn out. 


A lathe has been set up in a corner 
of the retread plant for removing 
oid rubber from the steel rims of the 
solid tires. Other methods of re- 
moving old rubber by burning it off, 
too often distort the rims. 


For customers who have pneumat- 
ic-tired shop trucks, a small diam- 
eter curing mold, of the convention- 
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al type. is also available. It handles 
small casing retreads, in what are 
sometimes called “implement” sizes. 


Liner for Tires—A new product for 
use with truck tires is also fabri- 
cated on a hydraulic press in the 
solid tire department. It consists of 
a steel-backed, solid rubber liner, on 
which Plymouth Oil holds a patent, 
designed to furnish extra protection 
against tire damage in heavy duty 
truck service. 


An important adjunct of any tire 
service establishment are _ service 
trucks. Plymouth Oil operates four 
of them, and aims to have its tire 
service men in constant contact with 
the fleet accounts. Each truck is 
equipped with an air compressor 
driving an air-operated lug wrench, 









® Speeds Service 
© Avoids Waste 
Quart cans rest in dispenser, are 
punctured by light pressure on 
handle-lever only after in place 
in oil filler pipe...no spillage. 
Two cutting blades assure quick, 
complete drainage... fast, no 
waste. Rests without support in 
oil filler pipe... frees attendant 
for other duties. 

Clip this ad. Ask your jobber 
about it, or write for name of 
jobber in your area. 








Company specializes in both TBA and gasoline 


so that a quick job can be done of 
tire mounting or removal. 

The service trucks do not wait for 
trouble calls. In fact they are not 
for the purpose of furnishing so0- 
called road service, as no attempt is 
made to take care of emergency tire 
failures on the road. 


Tires Are Checked — Instead, the 
Plymouth tire service trucks check 
the condition of the tires on their 
customer’s trucks in the parking lot 
or garage. They either report to the 
fleet operator on any that need at- 
tention, or in many instances, are au- 
thorized to make on-the-spot tire 
changes, so that tires in need of re- 
pairs can be brought promptly into 
the shop. 

The importance of the tire inspec- 
tion service is best exemplified by 


STANLEY D. BOWLES CO. 


1910 S. Lamar St. © Dallas, Texas 
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the case of one of Piymouth’s very 
large fleet accounts. Here the volume 
of tire repair business is so large 
and so continuous that one man and 
a service truck are assigned full 
time, six days a weék, to this one 
fleet. 

Plymouth rates as one of the big 
tire dealers in the business. Volume 
is large enough to justify carrying 
two tire lines, Armstrong and Gooa- 
year; and two battery lines, Prest- 
O-Lite and Goodyear. William W. 
Decker, son of R. E. Decker, is al- 
ways on the lookout for suitable TBA 
items to add to the line which are 
of special application to truck op- 
erators. A recent typical example 
is an oil-bath wheel bearing cage 
made by Mechanex Corp., of Denver. 


For the future the Plymouth man- 
agement feels that its most diffi- 
cult problem will be to find the right 
men to add to its sales force. With 
the possibilities present for further 
steady growth, if suitable sales man- 
power can be selected, this phase 
of the business will come in for long 
and thoughtful attention in the year 
ahead. 

By F.C.S. 





Streamlined Accounting 


Plymouth Oil Co.’s dealings 
with many large accounts have 
brought a sizable increase in 
paper work. 

Naturally, most of the com- 
pany’s volume is handled on a 
credit basis, so, in order to speed 
up preparation of statements a 
new bookkeeping machine was 
installed recently. Statements 
are now completed by noon of 
the day following the close of 
the month, where a minimum 
of four days was formerly re- 
quired, 

In addition, commission state- 
ments are available early in each 
month, where previously they 
were seldom ready before the 
15th. Best of all, fewer people 
are needed to handle office work, 
and to make further gains in 
that direction, a second book- 
keeping machine will be in- 
stalled in the near future. Net 
result will be a one-third reduc- 
tion in the office force. 











Manual Redesigned 


The Atlas Supply Co. has rede- 
signed its TBA specification manual. 
Instead of subdivisions by products, 
a page for each car is devoted to 
listing all of the TBA replacement 
for that car. There is a separate page 
for every model of each make for the 
past 15 years. 








Amoco, Tire Firms Press 
Quantity Discount Appeal 


NPN News Bureau 
WASHINGTON — Twenty tire 
manufacturers and distributors, in- 
cluding American Oil Co., have fiied 
briefs in U. S. Court of Appeals here 
in their effort to have the Federal 
Trade Commission’s quantity tire 
discount limit rule declared illegal. 
The district court had ruled against 
them. 


Seventeen companies, including 
Goodrich, Goodyear and Firestone, 
filed a joint brief, while Montgomery 
Ward, Allied Tire & Battery Co. and 
American Oil Co. filed individual 
briefs. 


The American Oil Co. brief con- 
tends that “private brand” deaiers 
will be put out of business by the 
rule. They point out that their con- 
tract with their supplier is a cost- 
plus arrangement whereby Amoco is 
entirely responsible for distribution, 
advertising, etc. Thus, the company 
contends, the supplier can sell to it 
more cheaply than it can to brand 
distributors. If the company is lim- 
ited to the same discount all other 
distributors get, it will not be able 
to continue in competition, it said. 


Principal point of other companies’ 
argument is that the quantity limit 
rule itself—whether companies vio- 
lated it or not—would cause them 
“irreparable” damage because it 
would up-end a long established dis- 
tribution pattern, might cause loss 
of contracts between suppliers and 
distributors, and would cause dam- 
age in other respects. 


The lower court had decided that 
the rule itself would not cause dam- 
age and that the companies would 
have an opportunity for defense after 
one of them had been charged with 
violating it. 


The companies contend that if the 
rule is permitted to go into effect 
and they abide by it, there would be 
no opportunity to test its validity. 
If they did not abide by: the -rule, 
they said, they wouid be leaving 
themselves open for treble-damage 
suits which could “ruin” them. — 


The quantity tire discount limit 
rule—first of its kind issued by FTC 
—limits quantity discounts to a 
freight car load (20,000 Ibs.). 


Filter Promotion Pushed 


Again this year all of the oil mar- 
keters who handle Purolator oil fil- 
ters will have an opportunity to par- 
ticipate in a filter check month pro- 
motion. April is again the month 
chosen for the annual drive for filter 
cartridge replacement business. 

For its part, Purolator has pre- 





pared a special deal for station op- 
erators known as a “53 bonanza” 
package. It consists of 29 of the most 
popular filter refills; three Gay-Glo 
window streamers; and a 26-piece 
bonus set of silverware. 


As in the past Purolator will back 
up filter check month with a big 
consumer advertising campaign in 
national magazines. Aim of the whole 
program, says Purolator, is to make 
the public filter conscious to such an 
extent that selling oil filters and re- 
fill cartridges will be easy and prof- 
itable for everyone. 


Continental Promotes Two 


J. J. Nemeth 
has been named 
to the newly 
created position 
of company sales 
promotion man- 
ager of Conti- 
nental Oil Co., 
and wil help 
and direct sales 
promotion pro- 
grams for Co- 
noco’s line of pe- 
troleum products 
and TBA items, 
according to Harry J. Kennedy, vice 
president in charge of marketing. 


Mr. Nemeth 


Mr. Nemeth was formerly man- 
ager of Conoco’s TBA sales program. 
Succeeding him in that position will 
be C. J. Jameson, formerly assistant 
manager. Both men will continue to 
work out of Ponca City, Okla., Mr. 
Kennedy said. 





Brush Includes Scraper 


As a TBA item, scrapers for re- 


-moving ice from windshields never 


had much resale value, chiefly be- 
cause so many of them have been 
given away, as an advertising nov- 
elty. Something new in this line is 
an item called Scrape-n-Brush, put 
on the market by Industries for the 
Blind, Milwaukee. It provides a han- 
dle for the scraping operation, and a 
brush for completing the cleaning 
job. It comes in red, gold, green or 
blue plastic. 
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Seal-All 


Leak Sealer Joins TBA 


Another candidate for a place in 
the TBA field is a general purpose 
leak sealing compound known as 
Seal-All. It has been marketed previ- 
ously in larger containers to indus- 
trial users, including the oil industry, 
because it is claimed to be efficient 
for sealing leaks in gasoline tanks 
and gasoline hose, among other 
things. The manufacturer states that 
it is not affected by oil, naphtha, al- 
cohol or water. 

Seal-All is now packaged in a 
dispensing tube, and is being offered 
in a self-service counter display box 
designed to encourage impulse buy- 
ing. It is made by Allen Products 
Corp., 20450 Sherwood Ave., De- 
troit 34, Mich. 


New Tank Caps Offered 


Stant Manufacturing Co., Inc., of 
Connersville, Ind., is adding several 
new gasoline tank caps to its line, 
to take care of 1953 models. A num- 
ber of 1953 cars are coming out with 
non-vented caps, for which car de- 
signers have specified caps which are 
not interchangeable with caps on 
older tanks, where vented types must 
be used. Thus service stations will 
now be required to carry in stock a 
more varied assortment of tank caps 
than in the past. 


Bowers Opens New Plant 


Bowers Battery & Spark Plug Co., 
Reading, Pa., has opened a new plant 
in Hialeah, Fla. Five other plants 
are located in Reading, Boston, Pat- 
erson, N. J.; New Philadelphia, Ohio; 
Macon, Ga., and Monterrey, Mexico. 
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Car Polish Marketed 


Cities Service has added to its line 
a fast-acting, one-operation type au- 
tomobile cleaner and polish, contain- 
ing silicone. It will be packaged un- 
der the Cities Service brand, and will 
be known as Premium Auto Glaze. 


Urge Tire Rotation Plan 


There seems to be a sudden new 
interest in tire rotation. Several oil 
companies are telling their dealers 
that because of the increase in front- 
end weight on modern cars, old tire 
rotation charts are out of date, and 
the important thing is to put the best 
tires on the front end. 

Another oil company suggests to 
dealers that several rotation plans 
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can be worked out, either with or 
without the spare, but that one sys- 
tem should be adopted and used, in 
preference to a haphazard method. 
Dealers are also being reminded that 
wheel balance should be checked at 
time of rotation, particularly since 
unbalanced rear tires are often moved 
up front without being balanced, 
where danger of rough riding and 
uneven tire wear is more pronounced. 


TBA Line Expanded 


Tide Water has added William 
Penn Valve Ease to its TBA line. 
Dealers are being told that next to 
gasoline and motor oil, Valve Ease 
offers the best possibilities for repeat 
sales. 





If you are interested in 
your own private brand 
of chemicals, we will be 
glad to discuss it with you. 
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New Fan Belt Package 


Something new in a fan belt pack- 
age has been developed by the Miller 
Rubber division of the B. F. Goodrich 
Co. Instead of a long, narrow pack- 
age the new Miller fan belt cartons 
are square, so that an extra fan belt 
can be carried by a motorist in the 
glove compartment of his car. A 
new Miller display rack can be placed 
on a service station counter or shelf, 
or hung on the wall. 


Radiator Caps Displayed 


A new counter display of radiator 
pressure caps is being offered by 
Dorman Products, Inc., Cincinnati, 
Ohio. It holds an assortment of 12 
pressure caps in five sizes to fit all 
1940-1952 cars. Caps are made of non- 
corrosive brass with cadmium plated 
tops, tested for four or seven pounds. 
The display card carries an applica- 
tion chart showing proper pressures. 


Price Staff Change 


J. H. Meyers has been made man- 
ager of the Price Battery Co., truck, 
bus and marine division. He has 
been with other battery companies 
for the past 25 years. 
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Rubber Firm President 


New president 
of Corduroy Rub- 
ber Co., Grand 
Rapids, Mich., is 
Roy C. Murphy, 
former treasurer 
and general man- 
ager. He has 
been with Cordu- 
roy since 1921 in 
various capaci- 
ties. He succeeds 
L. A. Brown, 
founder of the 
company, who 
died Dec. 8. Charles E. Mills, factory 
manager has been elected vice presi- 
dent; and Malcom S. Bonney, director 
of purchases, has been chosen treas- 
urer. These men together with Leo 
B. McCourt, sales manager, and Jo- 
seph Stevens, Jr., constitute the 
board of directors. 





Mr. Murphy 


Hollingshead Appointment 


Harold L. Danziger has taken on 
new duties at R. M. Hollingshead 
Corp., as manager of all private 
brand sales. Formerly assistant 
sales manager of automotive private 
brand sales, Mr. Danziger succeeds 
Newell Flood who recentiy resigned. 

In his new position Mr. Danziger 
will be in charge of household pri- 
vate brands division and the auto- 
motive private brand sales division, 
which have been consolidated. 

W. R. Morris, who formerly man- 
aged household private brand sales, 
will report directly to Mr. Danziger 
under the new division set-up but 
will continue to handle the selling 
activities of household sales. 

Mr. Danziger joined Hollingshead 
in 1937 and a year later was made 
district sales manager. In 1940 he 
was appointed division manager and 
in 1941 was made assistant sales 
manager in charge of national ac- 
count sales. 


Promotion at Firestone 


Robert D. Thomas, former Akron 
district manager for Firestone, has 
been promoted to Central Division 
sales manager, in charge of five 
states including 10 sales districts. He 
succeeds Paul B. Sewell, who has 
been on extended leave of absence, 
due to illness. 











Mr. Wrightnour Mr. Kelley 


U. S. Rubber Staff Changes 


William F. Wrightnour has been 
made assistant to H. N. Hawkes, 
vice president and general manager 
of U. S. Rubber’s tire division. He 
will continue to be responsible for 
co-ordination of the management de- 
velopment program. Patrick H. Kel- 
ley succeeds Mr. Wrightnour as di- 
rector of training. 


Amoco TBA Head 

’ American Oil 
Co. has a new 
TBA manager. 
He is a former 
tire man, Eugene 
H. Almy, who 
has been with 
the Mansfield 
Tire & Rubber 
Co. in various 
capacities since 
1936. He served 
four years in the 
Army in the 
South Pacific 
theater, leaving the service with the 
rank of major. 

American Oil Co. is a Standard of 
Indiana subsidiary, marketing in 18 
states extending from Maine to 
Florida. 


Sales Chief Chosen 


D. S. Shipley has been made trade 
sales manager of the Price Battery 
Corp., Hamburg, Pa. He will con- 
centrate on sales of the company’s 
Thord brand storage batteries. 


Mr. Almy 


Goodrich Appointments 


James Wells Martin has been ap- 
pointed replacement tire district man- 
ager in Salt Lake City, Utah, for 
the B. F. Goodrich Co. He has been 
acting manager since April. 
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McClanahan Named 


New president 

of Atias Supply 

Co. is Ellis 

J. McClana- 

han, Standard of 

California’s mar- 

keting vice pres- 

ident. He suc- 

ceeds the late F. 

H. Bedford, Jr. 

Other appoint- 

ments made at 

Mr. McClanahan = recent board of 
directors meeting 

in Chicago, are: 

J. E. Partenheimer, executive vice 
president; H. H. Hewetson, director; 
and R. S. Bowers, alternate director. 


Signal Names TBA Head 


Wendell P. 
Thoreson has 
been named man- 
ager of TBA 
sales for the Sig- 
nal Oil Co. with 
headquarters in 
Los Angeles. Sig- 
nal is a division 
of Standard of 
California. 

Mr. Thoreson, 
who has been as- 
sistant manager 
since 1950, suc- 
ceeds H. S. Simons who died two 
years ago. He has been acting TBA 
sales manager, with the title of as- 
sistant. 

He joined Signai in 1938 as a serv- 
ice station operator. In 1946, after 
returning from military duty, he be- 
came a salesman in the TBA de- 
partment, then manager of this de- 
partment for the southern district 
in 1948. In 1950, he was named 
assistant merchandising manager of 
TBA. 


Mr. Thoreson 


Purolator Promotes Abeles 


James D. Ab- 
eles has’ been 
made executive 
vice president of 
Purolator Prod- 
ucts, Inc., Rah- 
way, N. J. He 
has filled many 
posts during his 
association with 
Purolator begin- 
ning in 1940, 
most recently 

Mr. Abeles that of general 
manager. 


Filter Promotion 


An oil filter special was promoted 
by Sears, Roebuck during January 
in a number of cities where the com- 
pany operates service stations in con- 
nection with its retail stores. News- 
paper space was used to advertise a 
combination oil change and filter. 
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Dow Markets Antifreeze 


Another entry into the private 
brand packaging of antifreeze is 
Dow Chemical Co., of Midland, Mich. 
The company has been a producer 
of ethylene glycol, principal ingredi- 
ent of permanent antifreeze, for 
some time. Ernest Briggs, Jr., for- 
merly head of Aromatic Sales at 
Dow, will have charge of merchan- 
dising and promotion of the new 
service. 


Fan Belt Contest 


Dayton Rubber Co., and Service 
Station Supply Co., Los Angeles, 
have teamed up on a fan belt sales 
contest built around a new tool, 
called Beltool, said to make it easy 
for a service station operator to in- 
stall a new fan belt. 


Horn Production Resumes 
Sparks-Withington has resumed 

production of its twin-trumpet Spar- 

ton Tornado automobile horn. Manu- 








NEW PEGBOARD DISPLAY FIXTURE recently adopted by Shell stations in some 


areas, is shown here set up in a Chicago dealer's window. 
long by 24-in. high. Units at either side are 29-in. by 20-in. 


Center unit is 5-ft., 6-in. 
They are made by 


Modern Displays Midwest, Inc., 840 N. Michigan Ave. Chicago 11, IIL. 


PUMP ISLAND pegboard unit, key- 
stone shaped, on a pipe standard, size 
24-in. by 18-in. is also being used by 
Shell dealers to promote sales of impulse 
items. Dealers report a good pick up 
in volume for goods put out in the open 











CURB DISPLAYS are also employed by 

some Shell dealers using the long, low 

pegboard unit. Since merchandise is 

mounted in place by detachable hooks, 

the dealer has unlimited flexibility in 

choice of display items, and changes 
can be made at will 





facture of this item was suspended 
after the outbreak of the Korean 
war because of material shortages. 





Mr. Gillespie Mr. Sullivan 


Staff Changes Announced 


V. E. Gillespie has been appointed 
manager of the Los Angeles district 
for Service Station Supply, a division 
of Wilco Co., succeeding R. W. Muir, 
who resigned to enter business for 
himself. 

P. L. Sullivan, formerly assistant 
to the manager, W. J. Whitfield, has 
succeeded Mr. Gillespie as manager 
of the Berkeley district. 

Tad Macia, sales representative in 
San Diego, took Mr. Sullivan’s post. 
Mr. Muir leased a service station 
(Union Oil) in Santa Ana, Calif. 
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New Battery Charger 


McColpin-Christie Corp. of Los 
Angeles, has brought out a new com- 
bination 6-volt and 12-volt battery 
charger. Although it has a rated 
capacity of 100 amperes for 6-volts 
and 80 amperes for 12 volts, the claim 
is made that the charger is “self ad- 
justing”’ permitting each battery to 
control and hold a charging current 
rate which will not be too high for 
the battery to absorb safely. 

Built into the charger are voltage 
testing circuits by which voltage 
comparisons of three cells can be 
made in one operation. 


NATIONAL PETROLEUM NEWS 


Era 





TRANSPORTATION 








TRANSPORTATION TOPICS 





Driver Alertness on the Highways 
Can Be the Vital Margin of Safety 


By Holger Ridder, NPN Transportation Editor 


On modern highways with their 
high-speed travel, the margin between 
safety and disaster is measured liter- 
ally in split seconds. 

That this vital lesson is important 
to all drivers in the oil industry can 
be confirmed by studying the Inter- 
state Commerce Commission’s re- 
port on a bus accident which took 
four lives and injured 10 others. 

The ICC investigation brought out 
the startling fact that one-tenth of a 
second—a hairline edge in time—might 
have been enough to avert the trag- 
edy that occurred last Oct. 4 on the 
Pennsylvania Turnpike near Donegal, 
Pa., when a speeding Greyhound bus 
smashed into a parked truck-trailer 
rig. 

According to the report, the Grey- 
hound driver, rounding a curve on the 
turnpike, came within sight distance 
of the truck about 320 ft. from the 
spot where it was parked. ICC con- 
cludes that the bus driver allowed his 
attention to be diverted from the road 
ahead for approximately 2.9 seconds. 
Traveling at about 58 miles per hour, 
the bus proceeded 245 ft. after gain- 
ing clear sight-distance of the truck 
before the driver became aware of 
the parked vehicle. 

This left the bus driver only 75 
ft., or one tenth of a second in which 
to react to the danger and swerve the 
bus. 

That the added margin of a tenth 
of a second probably would have 
avoided the crash is indicated in the 
fact that only that much additional 
time would have given the driver an- 
other five feet. Since he already had 
swerved sufficiently so that the bus 
caught only the rear left corner of 
the trailer, an added five feet prob- 
ably would have allowed the bus to 
get past safely. 


* . * 


Whether the Pennsylvania Motor 
Truck Assn. and 37 trucking compan- 
ies will succeed in their $250 million 
treble-damage suit against eastern 
railroads (see NPN Jan. 21, p. 30) will 
rest in the hands of the courts. How- 
ever, one significant point stands out 
—the trucking industry doesn’t in- 
tend to stand by and turn the other 
cheek when it comes to propaganda 
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disseminated by anti-truck groups. 

The truckers’ complaint points up 
other items which can’t be passed off 
too lightly. It charges an agent of the 
Maryland Highway Commission ac- 
cepted bribery, in return for which 
he agreed to “and did in fact publish 
a@ misrepresented and distorted ac- 
count of the test (Maryland Road Test) 
to the disadvantage of the truck op- 
erators before the official analysis of 
the results was made on April 1, 
1952.” 


The charge of bribery, of course, 
will be for the courts to decide, but 
the fact remains that however the re- 
ports originated and by whom they 
were prepared, these reports were 
picked up by the nation’s press and 
accorded wide distribution. The truck- 
ing industry, as a result, suffered. 
It again supports the contention often 
made by NPN in the past—that every 
precaution should be taken against 
any premature and inaccurate re- 
ports regarding road tests. They’re 
unfair and they overshadow the real 
purpose of the tests—to determine 
the kind of roads needed to carry 
modern highway traffic. 


The railroads’ attempt to picture the 
trucking industry as not paying its 
fair share of highway taxes may 
boomerang if a report compiled by a 
Pittsburgh tax attorney is based on 
sound legal grounds. 

The brief, written by John: A. 
McCann and made public by Pennsyl- 
vania Motor Truck Assn., says there 
are nine courses of action open to 
Pennsylvania municipalities and 
school districts to “collect much ad- 
ditional real property taxes” from 
railroads. He implies that Pennsyl- 
vania communities are losing some 
$50 million a year in collectible tax 
revenue from railroad real estate— 
real estate which now enjoys exemp- 
tion. 

7 - > 


Pennsylvania State College this 
year will offer five courses for truck 
fleet personnel and management. The 
schedule, now released, sets up the 
following dates: 


Feb. 12-18 — Two-day refresher 
conference for motor fleet super- 


visors. This conference is for per- 
sons who have attended a course for 
motor fleet supervisors or who have 
had several years’ experience in mo- 
tor fleet management. Fee is $15. 


March 23-27—Course for motor ve- 
hicle maintenance supervisors is in- 
tended for shop superintendents, 
maintenance superintendents, fore- 
men and others in charge of me- 
chanics, either in fleets or commer- 
cial garages. Topics to be covered 
will deal with vehicle fuels and se- 
lection, lubricants, shop layout, prop- 
er equipment, design and mainte- 
nance of various systems and parts 
of the vehicle and selection, train- 
ing and supervision of personnel. Fee 
is $25. 


Sept. 21-25 — Motor fleet super- 
visor training course for fleet super- 
visors, managers or owners, safety 
supervisors or directors, managers 
and others responsible for safe and 
efficient fleet operations. Topics will 
include: selection, training and su- 
pervision of drivers; award plans; 
driver attitude; accident reporting; 
recording and analyzing; and public 
relations. Fee $25. 


Oct. 12-16—Course for trainers of 
commercial drivers. Eligible to en- 
roll are: driver trainers, senior driv- 
ers, foremen, supervisors and others 
responsible for training and retrain- 
ing commercial drivers. Among 
topics included are: effective com- 
munication; how to instruct; teach- 
ing while riding with the driver; the 
use of tests; accident reporting; con- 
servation of equipment and cargo; 
use of emergency equipment. 


Nov. 9 (Philadelphia) and Nov. 11 
(Pittsburgh)—-Top management con- 
ference for owners and senior execu- 
tives of motor fleets. This is a 
conference on the policy-making 
level aiming at: (1) healthier net 
profits and reduction of insurance, 
accident, and operating costs; (2) 
management relief through develop- 
ment of competent understudies; (3) 
constructive public relations program 
forestalling punitive legislation. Fee 
$25. 

Except for the Nov. 9 and Nov. 11 
courses, all are conducted at Penn 
State College, State College, Pa. Ad- 
ditional information regarding any of 
the courses may be obtained by writ- 
ing Amos E. Neyhart, Administra- 
tive Head, Institute of Public Safety, 
Pennsylvania State College, State 
College, Pa. 


- * * 


_ Large oil companies, for the most 
part, have made great strides in the 
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last decade in increasing the effi- 
ciency of their highway fleets. 
Driver training, fleet safety and top 
management administration all have 
improved. 


But every once in a while some- 
thing pops up as a reminder that 
even though improvement is evident, 
there still remain some rather puz- 
zling and glaring weaknesses here 
and there, even among the large oil 
companies. 


A paper delivered at an SAE 
transportation meeting in Pitts- 
burgh by T. L. Preble of Tide Water 
Associated Oil Co. serves as the 
painful reminder in this instance. 

Speaking on “Fleet Management 
—a Job Evaluation,” Mr. Preble said 
among other things: 


“There are examples of higher 
company executives who are lacking 
in automotive knowledge and there- 
fore in understanding of the proper 
scope and responsibilities of the job. 
In such instances the fleet operator 
must realize that ample, thought- 
provoking data easily may be devel- 
oped with which to impress the boss 
with his automotive facts-of-life.” 


In talking to the transportation 
executive of a major oil company 


recently regarding tank truck operat- 
ing costs, it became evident that the 
man was most unhappy because, as 
he put it, the boss wouldn’t let him 
set up a cost system in each com- 
pany division which would provide 
data on the operating cost for every 
truck in the company’s fleet. 


The subject came up primarily be- 
cause of the need for comparing the 
operating costs of some new truck 
equipment with older units. The 
“boss” was interested only in av- 
erage operating costs for each di- 
vision and for the company as a 
whole. He wasn’t interested in in- 
dividual unit cost and apparently 
felt such records would be a waste of 
time, money and paper. 


However, what he didn’t seem to 
realize was that in a division where 
average costs did not compare fa- 
vorably with those of a competing 
division, the hapless division man- 
ager was hard put to explain why 
his costs were higher than they 
should be. 


Certainly, he could generalize and 
complain about inadequate or inef- 
ficient equipment, but he had no fig- 
ures to prove it. However, in this 
company, one division manager — 
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possibly as a matter of self-defense 
—took the initiative and set up in- 
dividual cost records for all the units 
in his division. 

That division manager has had 
little or no trouble making it clear 
to top management why his trans- 
portation costs may be higher some 
times. With his records he can put 
the finger immediately on the piece 
of equipment or practice which is 
sending his costs up. And, it has 
occurred that sometimes that very 
unit or practice is one which he was 
told had to be used. 


At the home office, the fleet man 
is still trying to convince top man- 
agement on the need for individual 
unit cost records. 


Contrary to this is the case of 
an Independent marketer in the 
South who maintains detailed cost 
records on individual units and can 
detect almost immediately any rise 
in tHe cost of operating any one 
unit, and can do something about 
it right then. 


It has been said time and time 
again, that in oil marketing, one of 
the best places to effect economies 
is in distribution—that includes 
truck operations. But to do that 
calls for individual unit cost rec- 
ords which will enable management 
to spot almost immediately practices 
or truck units which are operating 
inefficiently. That’s the only way to 
weed out unprofitable equipment and 
keep average costs down. 


November shipments of tank trail- 
ers dropped 20% below October fig- 
ures in 1952, according to Depart- 
ment of Commerce figures, This com- 
pares with an over-all trailer produc- 
tion drop of 9% for November under 
October. 


Petroleum tank trailer shipments 
for the month amounted to only 6.6% 
of over-all trailer shipments. In Oc- 
tober petroleum tank trailer ship- 
ments made up 7.6% of all trailer 
shipments. 

Comparative annual totals, the 
1951-52 11-month totals and the 
monthly petroleum tank trailer ship- 
ments through November of 1952 are 
shown in the table below. 


No. Tank % of Au 

Trailers Trailers 
Month and Year Shipped Shipped 
1950 (12 months)... 3,812 5.7 
1951 (12 months).... 5,065 7.8 
1951 (11 months).... 4,586 7.5 
1952 (11 months).. 3,984 7.5 
SE Gao s oe 0 << 492 ag 
February ......... 385 8.3 
SD <a 6.060400 Séee8 375 7.1 
6 be ce nbbbuste 360 6.8 
EE ecb bone owes 358 6.9 
SUD cn cccdacvas 318 7.9 
eG een e's yeee 265 6.7 
MI sis va 4s veae's 324 7.4 
September ......... 370 7.5 
October ......... 410 7.6 
November ........ 327 6.6 
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Army, Navy Reported Shying Away from Re-Refined Oil 


WASHINGTON—Although no defi- 
nite policy has been adopted, military 
services at this time are shying away 
from using re-refined oil. 


A responsible official, who asked 
that his name not be used, said the 
current “unofficial” practice is this: 


No re-refined oil is purchased by 
the military. Nor is any product 
containing re-refined oil purchased. 


Neither the Army nor the Navy is 
using re-refined oil at all. 


The Air Force, however, is collect- 
ing oil drainings at “two or three” 
installations and having them re-re- 
fined under contract. 


Air Force use has been limited 
chiefly to airplane oils, although the 
official said he “understood” there 
has been some use of re-refined oil 
for motor vehicles. 


He said the predominant Navy 
attitude now is that use of re-refined 
oil, especially in motor vehicles, can- 
not be justified on an economic, con- 
servation or technological basis. 


A case might be made, he said, for 
the Air Force practice in having 
some oil re-refined under certain 
conditions for use in planes. The 
reason, he said, is that such oil has a 
given base stock with a certain 
additive. It is collected by the Air 
Force under proper conditions and 
shipped to a nearby re-refiner who 
re-refines it and restores the identi- 
cal additives. 


On motor vehicle oil, however, he 
said, there are so many variations in 
base stocks and additives that the 
cost of testing which would be re- 
quired would more than offset the 
money saved. Also, he said, the 
purchaser of re-refined oil loses 
“quality contro:” and that therefore 
the Navy and Army are reluctant to 
try it. 


Guarded Opinion—Another official 
was much less positive on the entire 
matter. 


“There has been no official deci- 
sion,” he _ said. “We are open- 
minded on this thing and we are 
looking into all aspects of it care- 
fully. We want to save money 
if we can do so without endangering 
the equipment, but we realize it 
wouldn’t be smart to save a few dimes 
on oil if we were running the risk 
of ruining an expensive engine. 


“It’s a complicated problem, and 
we don’t want to say much about 
it until we can do some testing to 
determine what would be best for us 
to do.” 


It was evident he did not want to 
become involved in any “hot potato” 
issue. 


Another official said the Army 
and Navy had questioned the eco- 
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nomics of what he said was the Air 
Force “test” practice of draining 
virgin oil from a crankcase after 
1,000 miles to have it re-refined, 
whereas other service were—under 
favorable conditions—using the origi- 
nal oil up to 3,500 or 4,000 miles and 
then discarding it. 


“It costs the Air Force more to 
drain the oil out after short mileage 
and re-refine it than it does for us 
to use the original oil and discard 
it,” he said. “We think it makes 


more sense to get all the wear we 
can out of the original oil.” 


Terminal Operators Sought 


NPN News Bureau 
WASHINGTON — Armed Services 
Petroleum Purchasing Agency is 
seeking operators for six government- 
owned oil storage terminals of ca- 
pacities ranging from 200,000 to one 
million bbls. Facilities are at: Sears 
Port, Maine; Tampa Bay and Pan- 
ama City, Fla.; Kansas City, Los 
Angeles and Puget Sound area. 
Qualified terminal operators are 
requested to seek further information 
from ASPPA (Washington 25, D. C.) 
and indicate the area involved. 


Ut WAYNE COMPRESSORS 


For Longer, Trouble-Free Service... 
Lower Operating Costs ... Positive Air Supply 


Let the extra values in Wayne Air 
Compressors go to work for you, 
for extra service in your station. 
From first design to finished 
assembly, every Wayne Compres- 
sor is built to give you extra 
efficiency ... more value for your 
eompressor dollar. 

Wayne engineering features 
are aimed at providing a better 
compressor in every way—cooler 
in operation, with lower power 
consumption, higher efficiency, 
lower maintenance costs, and 
longer trouble-free life. 

When you buy a Wayne Com- 
pressor, you buy guaranteed full- 
rated usable air output . . . all 
the air you need for your station 
equipment. And every Wayne 
Compressor is backed by a nation- 
wide service organization. Make 
your next compressor Wayne. 


SALISBURY 
MARYLAND 


TORONTO 
CANADA 
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NEW OFFICERS of the Independent Oil Men’s Assn. of New England get a brief- 





- li 


ing from retiring president Horace E. Davenport, standing, Pocahontas Fuel Co. 
Left to right are Mahlon Walker, Godfrey Fuel Co.; secretary, Wesley E. Downing, 
State Fuel Co., president, and Robert W. Carney, Carney-Young Utilities, Inc., vice 


president. 


Not present when the picture was taken was the new treasurer John L. 


Matthewman of White Fuel Corp., Boston 


Wesley E. Downing, president of 
State Fuel Co., East Boston, Mass., 
was elected president of the Inde- 
pendent Oil Men’s Assn. of New 
England at its annual meeting. 


He succeeds Horace E. Davenport, 
vice president of Pocahontas Fuel 
Co., Inc., Salem, who was honored 
for his three years service as asso- 
ciation president with a silver tray 
inscribed, “Able in speech and deed, 
servant of his community, an articu- 
late and respected voice in the coun- 
cils of the American Petroleum In- 
dustry.” 


Other officers include Robert W. 
Carney, Carney - Young Utilities, 
Brighton, Mass., vice president; 
John L. Matthewman, White Fuel 
Corp., Boston, treasurer; and Mahlon 
Walker, Godfrey Fuel Co., Milton, 
Mass., secretary. 


Newly elected directors were Au- 
gustus L. Dwelley, Automatic Heat- 
ing Corp. of Mass., Boston; Frederick 
A. Whetton, Whetton’s Oil Co., Need- 
ham, Mass.; and Mr. Davenport. Re- 
elected directors include Fred E. 
Bergfors, Quincy Oil Co., Quincy, 
Mass.; John P. Birmingham, White 
Fuel Corp., Boston; Kenneth T. 
Howe, Jenney Manufacturing Co., 
Chestnut Hill, Mass.; Beton M. 
Kaneb, Union Oil Co. of Boston, 
Revere, Mass.; John W. Scott, Buck- 
ley & Scott Utilities, Inc., Water- 
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town; and Louis E. Gardner, Gen- 
eral Heat & Appliance Co., Boston. 

Appointed to the advisory board 
were Robert L. Crawford, Pacific 
Oil Co., Fall River, Mass.; Charles 
T. Reardon, Metropolitan Coal Co., 
Boston; and Warren S. Keith, Keith 
Oil Co., Brockton, Mass. 


Dirk Van der Burch has been named 
division department manager of in- 
dustrial products sales in the San 
Francisco division of Shell Oil. He 
previously was the division depart- 
ment manager of commercial and 
special products sales. 


H. F. J. Wilmot, formerly in the 
Los Angeles division, has been ap- 
pointed assistant manager, at San 
Francisco. 


* * * 


Dr. Paul Giddens has been made 
president of Hamline University, St. 
Paul, Minn, and will assume his new 
position March 1. Dr, Giddens, prof- 
essor of history and political science 
at Allegheny College, Meadville, Pa., 
and known for his books on the petro- 
leum industry, is now writing the his- 
tory of the Standard Oil Co. (Indi- 
ana). He is author of The Birth of 
the Oil Industry, Beginnings of the 
Petroleum Industry, Pennsylvania Pe- 
troleum and Early Days of Oil. 





Ak 
Mr. Ellis 


Mr. Ball 


Baxter F. Ball 
has been  ap- 
pointed to the re- 
activated position 
of sales manager 
for General Pe- 
troleum’s market- 
ing department. 
Mr. Ball is a vet- 
eran of more 
than 21 years 
with GP, having 
joined the com- 
pany in Seattle a 
few months after 
graduating from Dartmouth. He 
spent the next 15 years in the Pa- 
cific Northwest, becoming manager 
of the Oregon division in 1944. In 
1949 he became assistant general 
manager of the marketing depart- 
ment at Los Angeles. 

C. W. Ellis, formerly Oregon divi- 
sion manager, has been named mana- 
ger of GP’s new Northwest division, 
with headquarters in Portland. Mr. 
Ellis has been an oil marketer since 
1921. 

A. E. Horn, Jr. takes on the newly 
created position of manager of refin- 
ery sales, Northwest, with headquar- 
ters in Seattle. Mr. Horn was for- 
merly Washington division manager 
and except for an 18 month assign- 
ment in Los Angeles, has worked 
continuously in the Pacific North- 
west since joining GP in 1919. 

Other personnel changes in GP’s 
marketing set-up include: 

A. L. Knipping, Jr., formerly man- 
ager of operations, now designated 
manager of marine and traffic, with 
headquarters in Los Angeles. The 
former marine department has been 
merged with the marketing depart- 
ment. ° 

George N. Ramseyer, formerly man- 
ager of operations, Southern Califor- 
nia division, succeeds Mr. Knipping as 
operations manager at Los Angeles. 

Paul R. Nilsson, formerly mana- 
ger of the Arizona division, appointed 
division marketing assistant with 
headquarters in Los Angeles. 

J. B. Erickson, manager of the 
Utah division, appointed manager of 
real estate, Northwest division. 





Mr. Horn 
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Mr. Long 


On March 1, 
John Sayles 
Leach will move 
up from president 
to chairman of 
the board and 
chief executive 
officer of The 
Texas Co., and 
Augustus C. Long 
will be promoted 
from _ executive 
vice president to 
president. 

At the same 
time W. S. S. Rodgers will retire as 
chairman of the board and on April 
1, Col. Harry T. Klein will retire as 
chairman of the executive committee. 
Both retirements are under the com- 
pany’s compulsory retirement plan 
and Mr. Rodgers and Col. Klein 
will remain as members of the board 
of directors and the executive commit- 
tee. 

Another change at Texaco includes 
the appointment Feb. 1 of J. W. Foley 
as vice president. Mr. Foley is assist- 
ant to the chairman of the board 
and will continue in this capacity. 

Mr. Leach has been with the com- 
pany since 1916 and has worked 
most of that time in marketing. In 
August, 1938 he was elected vice 
president and in 1950 was made execu- 
tive vice president. He was elected 
president in April last year. 

Mr. Long, a graduate of the U. S. 
Naval Academy, class of ’26, joined 
Texaco in 1930 as a service station 
supervisor for the Florida sales de- 
partment. The next year he was 
transferred to the company’s export 
department and served as general 
manager in Ireland until 1934 when 
he was made manager of the Dutch 
subsidiary at The Hague, Netherlands. 
He returned to this country in 1940. 
During World War II he was pe- 
troleum attache at London, assisting 
in co-ordinating petroleum supplies 
for the allied nations. 

W. 8S. S. Rodgers retires from ac- 
tive duty at Texaco after 38 years. 
A native of Columbus, Ohio, Mr. Rod- 
gers attended the University School 
there and graduated from Yale in 
1907. He went to work for an oil 
producing company in 1911 and af- 
ter Army service during World War 
I joined The Texas Co. He was as- 


Mr. Foley 
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Mr. Rodgers Col. Klein 


signed to specia] duties in the execu- 
tive offices in 1925. He was elected 
president of the company in 1933 
and chairman of the board in 1944. 

During World War II Mr. Rodgers 
was a member of the Petroleum In- 
dustry Council for National Defense. 

Colonel Klein was born in Bellevue, 
Ky., received his law degree from the 
McDonald Institute in Cincinnati, 
Ohio. He joined Texaco in 192) as as- 
sistant general counsel. He was elec- 
ted vice president, general counsel 
and a director in 1933. He was ap- 
pointed executive vice president in 
1940, became president in 1944 and 
chairman of the executive committee 
last April. 

The new vice president J. W. Foley 


has had wide experience in both do- 
mestic and foreign oil operations. He 
started with Texaco in 1932 and most 
of that time has been in engineer- 
ing and production. He was made 
assistant to the chairman of the 
board in 1950. 


F. T. Holt, eastern regional sales 
manager of the Union Oil Co. of Cali- 
fornia for the past two years, has 
been named executive representative 
in New York City. 

L. B. Trellue, regional sales mana- 
ger at New Orleans, has been ap- 
pointed eastern division sales mana- 
ger, with headquarters in New York. 

T. S. Ellis has been chosen regional 
sales manager at New Orleans; P. B. 
Shea, regional sales manager at New 
York City, and B. M. Schwalm, east- 
ern sales engineer. . 

In announcing the staff changes, 
W. L. Spencer, Union's manager of 
refinery sales, said the object is “to 
facilitate the marketing program east 
of the Mississippi.” 

* + . 

L. W. Chesney, assistant manager 
of Phillips Petroleum Co.’s Spokane, 
Wash., area division, has been ap- 
pointed manager, succeeding H. G. 
Sutliff, chosen manager of the Minne- 
apolis sales division. 





FOR BETTER 
SALES DISPLAY 


@ Built for the Petroleum Industry 
by a Petroleum Transport Manufacturer 
—that’s ““E-Z” SHELVING HARD- 
WARE, which is “setting the style’ in 
leading Service Stations wanting the 
finest DISPLAYS of merchandise. 


CLAMP BITES INTO 
STANDARD—WORKS 
ON VISE PRINCIPLE 





USES EVERY INCH OF WALL SPACE FOR DISPLAY 


“E-Z" Brackets and Standards work on “‘slide-rule”’ 


standard to wall—disregarding level of floor. Insert bracket in sli 


bolt clam 
weight of 


rinciple. Sooty bets 
-slor— 


bracket and lock to standard. Bracket digs into standard with 
id. Clamp holds to standard like a vise. Adjustment by sliding up or 


down at a) aes variations. Makes solid displays. 12-gauge steel b in 


sizes 6” to 3 


14-gauge standards 33” to 96”. Fits around windows, doors, 


ipes, etc. Handsomely finished. Very inexpensive. Cheap enough for sto: 
bowed *. PREE fi BOOK. 


nmge entire loaded shelf in minutes. Write for 


4 


ian 5, 


Illustration shows blank wall made into large 
display shelves in few hours. 


LAN 


a 
; 


Carries heavy, mass display, “E-Z” 
supports concealed. 


Standard Steel Works 


DEPT. NP5, 


NORTH KANSAS CITY, MISSOURI 
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This Week 
Continental Oil Company 
Salutes... 


John Silbernick 


John Silbernick Oil Company 
Albany, Minnesota 


You can certainly call John Silbernick an inventor as 
well as a jobber. He has actually created a practical 
machine that’s a combination garden tractor, snowplow 
and power mower. And, in connection with the oil busi- 
ness, he made another interesting “3-way” discovery 
that’s paid off handsomely in profits—but we’re running 
ahead of our story! 

John is a native son of Albany, Minnesota, a community 
in which his parents settled as pioneers. Even as a young 
man he loved to tinker with machines—a tendency that 
gave him a mechanic’s fine appreciation of petroleum 
quality and its vital importance to machinery. 


Back in 1914, John got started in the oil business in real 
“horse ’n buggy” style. He borrowed a tankwagon, 
hitched his team to it and began delivering petroleum 
products to dairymen and resort spots around Albany. 
In those early days business wasn’t too plentiful. Rising 
at 4:30 in the morning and pounding away until 8 or 9 
at night was no unusual stint for him. Yet he was able to 
find time to work at his inventive hobby, and to make 
plans for his future in oil. And, as his tankwagon selling 
experience grew over the years, he organized the Silber- 
nick Oil Company. 


John had given considerable thought to his needs as an 
oil jobber. He came to the conclusion that three require- 
ments were absolutely necessary for success. First, he 
must have products of unquestionably high quality. 
Second, he wanted a reliable, friendly and progressive 
company to supply the products. Third, he would require 
the kind of advertising and merchandising support that 
“‘pre-sold”’ his customers—and his customers’ customers, 
too! 


Surveying the field tor a resource that measured up to 
this ““3-way”’ plan to greater profits, he chose Conoco 
and has been selling Conoco ever since. His sales figures 
tell their own product-quality story. His 19 years of 
happy teamwork with the company of his choice an- 
swers point two. And the multimillion-dollar advertis- 





ing campaigns consistently run by Conoco in national 
magazines, newspapers, farm papers—and on billboards, 
radio, and TV, more than answer his third requirement. 
But perhaps his greatest enthusiasm is for Conoco’s 
famous Touraide—the sales-building travel guide that’s 
tailor-made to motorists’ needs. He attributes many 
life-long customers and substantial extra profits from 
tourist trade to this unique service. 

With the able assistance of his son Norbert, (now a full- 
fledged partner) John Silbernick’s company has devel- 
oped into an important and widely respected business. 
It serves not only the immediate community and sur- 
rounding resort area—but the adjacent agricultural 
and dairying countryside, as well . . . and the business 
is still growing. 


Continental Oil Company is proud to salute John 
Silbernick for his nineteen busy and prosperous years as 
a Conoco jobber. Like thousands of others—both new- 
comers and “‘oldtimers’’ in the business, he does credit 
to the important “partnership” of the independent 
jobber with the oil industry. 


Conoco would like to be “partners” with more jobbers 
like him. If you are interested in a jobbing contract with 
Continental, why not write to the Continental Oil Com- 
pany offices nearest you or to Ponca City, Oklahoma? 
If you are not within reach of Continental’s gasoline 
supply, we should be happy to give you information 
about the possibilities of increasing your profits by sell- 
ing spectacular Conoco Super Motor Oil in any of the 
48 states. 


Advertisement 
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CHICAGO OIL MEN’S CLUB officers and directors for 1953 (seated left to right): William H, Ganley, Falley Petroleum Co., 
first vice president; Gerald F. Tripp, Gustafson Oil Co., president; and Ray Pentz, second vice president. (Standing) John Mc- 
Dowell, Cities Service Oil Co., director; Elmo Ballard, Standard Oil Co. (Indiana), reception committee chairman; John H. Har- 
mon, Jr., Pure Oil Co., finance chairman; Jack Waddell, Henry H. Cross Co., director; Don G. Markley, Sinclair Refining Co., 


secretary; Robert A. Zust, Cities Service, director; 


Fred Schaefer, Refiners Petroleum Co., director; Henry G. Plane, Johnson 


Oil & Refining Co., director; Ray Duffett, Globe Oil & Refining Co., treasurer. The scale model oil derrick is a-gift from Indiana 
Standard at recent opening of club’s new quarters in the Congress Hotel 





+ 
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An example of a newcomer in 
an old business is Russell E. 
Croft, new president of the Ken- 
tucky Petroleum Marketers As- 
sociation, and head of the Mon- 
arch Oil Co., Hopkinsville, Ky. 
In a manner of speaking, Mr. 
Croft was practically drafted 
into the oil business, because of 
a relative’s illness. He left his 
farm in 1944 to help out his 
cousin, Rex A. Creft, then 
head of Monarch Oil Co. The 
arrangement at the start was 
that he would help out on a 
temporary basis, but as events 
turned out his stay was perm- 
anent. 





Russell Croft—‘Drafted’ as Oil Jobber 


Thus, to fill an emergency, 
Russell Croft became on oil job- 
ber. Upon the death of his cou- 
sin, Rex Croft, which occurred 
in 1946, Russell arranged to buy 
a half interest in the business. 
For easing his ways in the days 
when he was learning how to 
run an oil jobber business, he 
gives credit to Shell’s field rep- 
resentative, Richard Gordon; 
and to Mrs. Croft who helped 
out at the start by keeping 
books. 


The Russell Crofts have a son, 
Russell, Jr., and a daughter, 
Carolyn, both presently attend- 
ing the University of Kentucky. 
Mr. Croft is a member of the 
Rotary Club, director of the 
Chamber of Commerce and a 
former president of the Second 
Baptist Church Adult Bible 
Class which boasts 292 mem- 
bers. 


Mr. Croft is strongly opposed 
to toll roads, which the state 
now proposes to build. He would 
like to see all citizens in the 
state who are engaged in pri- 
vate enterprise of any kind 
raise a vigorous protest against 
toll roads. He sees the toll road 
issue as the most important pro- 
ject demanding the attention of 
KPMA in the coming year. 
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ROUNDTABLE DISCUSSION on the OIIC was held during recent meeting of Georgia Independent ‘Oilmen’s Assn. Left to 

right, W. B. Hood, Hood Oil Co., Atlanta, new association president; Stanton K. Smith, Smith Oil and Refining Co., Rockford, 
Ill., new national OIIC chairman; and Ollie O. McGahee, Phoenix Oil Co., outgoing president 


J. H. Barrie, assistant manager of 
Shell Oil’s Spokane, Wash. district 
for about two years, has been named 
manager, succeeding H. N. Graybill, 
retired. 

* * * 


Wilson Simmons has been appointed 
sales manager, lubricating grease di- 
vision and Robin S. Nowell, sales 
manager, waterproofing division, Bat- 
tenfeld Grease and Oi] Corp., Kan- 
sas City, Mo. 

Mr. Simmons is former eastern 
sales representative and Mr. Nowell, 
former southern sales representative. 
we Carl E. Bolte has resigned as vice 
ATLANTA, GEORGIA is the scene as these members of the Georgia jobbers asso- president in charge of sales. 
ciation gather for the annual meeting. Left to right, E. W. Strickland, Claxton Oil OV aE 
Co., Claxton; C. S. Hendry, Midway Oil Co., Hinesville; and Norman A. McGee, Dudley Tower, who joined Union 


Southland Oil Corp., Savannah Oil as a pipe line roustabout in 1935, 
has been elected vice president. Mr. 
Tower is manager of operations in 
the Gulf division, covering East Texas, 
Louisiana, Mississippi, Alabama, 
Georgia and Florida. 


* * - 


George J. Murray, Jr., Tide Water 
Associated public relations represent- 
ative, Los Angeles, received an ap- 
preciation plaque for “outstanding 
service” during the recent Los Ange- 
les Community Chest drive. Under 
his direction; the company’s employe 
campaign yielded $7.63 per capita 
contributions compared to last year’s 
$1.42. 

Mr. Murray, who also headed the 
Los Angeles Chamber of Commerce 


rage moke and fumes committee for 
GEORGIA JOBBERS get together at the recent meeting of the state association at prc years, has been appointed chair- 


Atlanta. Left to right, Rudolph W. Jones, Power Oil Co., Macon; W. B. Hood, man of the industrial waste commit- 
{new association president) Hood Oil Co., Atlanta; N. A. Hardin, Speed Oil Co., tee of the California Manufacturers’ 
Forsyth; and B. T. Bonner, Cracker State Oil Co., Newman Assn. 
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Mobilgas Milestones 


Catalytic Cracking | TCC 
Secret of today's improved car . é > r Refining 


engine design and perform- 
ance is the super-high-power 








In 1943 the first 


: , : mm 1 Th fo 
gasoline ingredients made commercia ermofor 


available through catalytic Catalytic Cracking unit 


cracking. Socony-Vacuum built — using a continuous 
the first commercial “cat crack- catalytic process 


er" in 1936! went into production 


Created by Flying Red 
Horse research, this 








TCC process made 
possible greater quan 
tities of high octane 
stocks and even better 





gasolines! 











New Reforming 
Process 


TCR — Thermal Catalytic 
Reforming Process —latest 
in catalytic processing — 
produces highest-quality 
blending stocks from low- 
quality material .. . as- 
suring continued Flying 
Red Horse leadership! 








Bead Catalyst 


Heart of Socony-Vacuum catalytic 
refining is this bead catalyst which 
causes heavy oil molecules to 
“crack"’ and re-form into high- 
quality gasoline stocks. This “magic 
bead” catalyst is another Flying 
Red Horse “‘first’’l 
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NEW YORK 4, N. Y.—26 Broadway ¢« CHICAGO 5, ILLINOIS—59 E. Van Buren Avenue ¢« KANSAS CITY 13, MISSOURI—925 Grand Ave. *« DETROIT 32 
St. « BALTIMORE 18, MARYLAND—1914 North Charles St. © MILWAUKEE MICHIGAN—903 West Grand Bivd. « ST. LOUIS 8, MISSOURI—4140 Lindel) 
1, WISCONSIN—907 South First St. « CLEVELAND 15, OHIO—1422 Euclid Blvd 7 DALLAS 1, TEXAS — Magnolia Petroleum Co., Magnolia Building 


Socony-Vacuum maintains many other conveniently located service offices to give you close and fast cooperation 
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NEW... 
® DIFFERENT... 
and BETTER... 


This new air separator used in all Gilbarco Calco-Meters, 
employs a thick woven pad of aluminum wire as a 
coalescing medium — a new departure in gasoline 
pump air separators that is simple, effective, and 
entirely trouble-free. 
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Like every part of every Gilbarco Calco-Meter, this 
new air separator is engineered for efficiency 
and endurance . . . the reasons that have made 
Gilbarco the most widely used gasoline pump 

in the world! 


Gilbert & Barker Manufacturing Co. 
West Springfield, Mass. 
Toronto, Canada 








